HNOLOGY DEPARTMENT 


* * 
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Sparks 


Reg. W’s still no good. 
+ * * 


Are dealers watching the barrels 
of bills affecting them that are be- 
ing poured into the legislative 
mills? 

* + * 


Public enthusiasm at new 
model showings indicates that 
the new look on cars isn’t getting 
its last look. 

* * * 


March is the month of winds, 
and the politicians continue to 
“blow” our hard-earned tax pay- 
ments on a lot of foolish fancies. 

* a2 * 


Gum Eschewed 


The latest victim to progress is 
the custom of gum-chewing on air- 
planes. American Airlines reports 
that the venerable practice of pro- 
viding passengers with chewing 
gum ended March 1. Instead, ac- 
cording to T. W. Brooks, director 
of passenger and cargo service, 
passengers will be encouraged to 
munch peppermint candies. 

* * * 


Producers’ Sales Down 
Manufacturers’ sales declined 
slightly more than seasonally dur- 
-ing January to $17.1 billion, the 
Department of Commerce reported 
on the basis of preliminary re- 
turns. Most of the decrease of $1 
¢ on below the December aggre- 
gate was attributed to the usual 
winter slowing in manufacturers’ 
shipments. 
. At the end of January, the book 
-value of manufacturers’ inventories 
had reached $32.2 billion, the de- 
partment said. Inventories held by 
durable goods industries advanced 
$100 million to $14.9 billion. 


Top Cars 


New-car registrations for 29 
states in January: 

1949 Pos. Make 1948 Pos. 
1—26,634 20,587— 2 
2—18,058 
3—16,226 
4—13,046 
5—10,095 
6— 6,675 
I— 6,353 
8— 5,137 
9— 4,600 

10— 4,503 

1l— 4,326 

12— 4,257 

18— 3,876 

14— 3,363 

15— 3,130 

16— 1,649 

17— 1,629 

18— 1,124 

19— 1731 

20— 469 

21— 193 ##Anglia-Pref. 

22— 103 Austin 

Total All Makes 
136,554 131,798 
For further details see page 
20, today’s issue. 


Crosley 5380—20 


144—21 


The Newspaper of the Industry. 
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Output Holds 
Despite Cuts 
3 More Makers 


Lincoln, Packard, 
Hudson Trim; Ford, 
Studebaker to Rise 


By Bernie Thomas 
Associate Editor 


| grpeagy- sgl CAR and truck produc- 
tion in U.S. plants so far this 
year has not exceeded postwar high 
levels, but it has been consistent 
enough to virtually assure vehicle 
makers a postwar first-quarter out- 
put record. 

In fact, 1949 first-quarter output 
should establish a pace which, if 
continued, could give this nation’s 
plants an alltime high production 
total of more than 5,600,000 ve- 
hicles. Such an accounting might 
include more than 4,300,000 cars. 

Current. factors brightening such 
prospects are the production in- 
creases planned at Ford, Studebaker 
and various General Motors divi- 
sions. These will more than offset 
a cut in Hudson production from 
972 to 800 cars daily and the tem- 
porary adoption of four-day-a-week 
assembly at Packard. 

By producing an estimated 87,301 
cars and 24,711 trucks last week 
for a total of 112,012, U. S. plants 
succeeded in launching March out- 
put according to plan. 

« * * 


T= WEEXK’S effort found car 
assembly topping the February 
pace at Studebaker, Nash, Chev- 
rolet and Pontiac. Still to come 
were improved schedules at Chrys- 
ler plants and the Ford increase. 

But still down last week for 
model changeover was Kaiser- 
Frazer. However, K-F announced 
Thursday that production on pilot 
models of its new utility line would 
start today (March 7) instead of 
March 14 as originally planned. It 
is expected that production forces 
will be called back at Kaiser- 
Frazer March 14. 

Willys obtained production only 
in its West Coast plant. 

Almost the same contingencies 
the week before had held U. S. 
output to 87,922 cars and 25,759 
trucks—a total of 113,681. How- 
ever, unexpected Saturday out- 
put at Chevrolet plants put that 
week’s total at a higher level. 
Hudson, which will achieve its 

cutback by partially curtailing sec- 
ond-shift operations, stated: 

“Retail sales at present warrant 
a schedule of 800 cars a day. It is 
to this figure that the company is 
making its adjustments. If present 
indicated spring demands warrant 
the scheduling of 972 cars a day, 
the company will again adjust to 
that figure.” 

An Automotive News survey of in- 
dustry potential last week found 
U. S. plants hoping to achieve sched- 
ules that will result in March pro- 
duction of 414,000 cars and 112,700 

(Continued on Page 41, Col, 1) 


DETROIT, MARCH 7, 1949 


THIS WEEK—NET PAID ABO 


36,906 


$8 Per Year, 25c Per Copy 


wy? Reg. W Change Helpful 


But Called Inadequate 


Car Production Estimates 


By Automotive News 
(U. 8. PRODUCTION ONLY) 


(See truck table on page 41.) 


Competitive Market Cited 
In Ford Rebuff to UAW 


ywace and price reductions by 
General Motors dealt a severe 
blow last week to UAW-CIO hopes 
for peaceful realization of its 1949 
economic demands on GM com- 
petitors. 

A statement by Ford, citing the 
dangers of higher labor costs and 
prices in a competitive market, 
underscored that company’s oppo- 
sition to the union demands. 

Union officials insisted the fight 
for pensions, social security bene- 
fits and hourly pay raises would 
be continued at Ford, Chrysler 
and the independents, They said 
more emphasis would be placed 


on the pension and social-security 


demands. 


Further strategy is to be mapped 
March 14, when the UAW interna- 


tional executive board meets in De- | 


troit. At this session UAW Presi- 
dent Walter P. Reuther may decide 
just how far the union should go 


this year. 
* as * 


EUTHER, meanwhile, was pon- 
dering a blunt letter sent him 


cent-an-hour boost in their base 


. Wages Hold Key-.to Price-Cut Spread 


By Mac Gordon 


Associate Editor 


OMPETITORS of General Mo- 
tors stood pat price-wise last 
week, indicating their future price 
trends would be determined largely 
by the outcome of UAW-CIO wage 
negotiations. 
| Other factors cited by competi- 
tors as operating against price de- 
») creases at this time would be the 
m™ high cost of dealer rebates on 
™ Stockpiled vehicles and the uncer- 
tainty of future materials costs. 
Some industry experts regarded 
’ the $100 to $150 slashes in GMC 


division truck’ prices as an augury 
of early price-cutting throughout 
the truck field—occasioned by the 
slump truck sales recently. 
Chevrolet truck prices, however, 
Were reduced only $10 across the 
hoard. 

Another prospect pointed up by 
the.GM action was-that the corpo- 
ration might reduce prices again if 
the cost-of-living allowances paid 
its workers show further declines 
for the June 1 readjustment. At 
that time, though, GM hourly-rated 
workers will get a guaranteed three- 


pay rates. 
~ + . 


GM SPOKESMAN. said »;GM 
dealers received.a rebate in. the* 
amount of the price.-r 
every vehicle in stock or im transit 
at 12:01 a.m. Feb.i'25, when the 
new prices went into effect. This 
(Continued on Page:f9, Wo. 1) 


Registrations, Prices 
Used-Car Auctions 
Production by Makes.......Pages 1, 41 





fictions for}|* 





by John S. Bugas, Ford’s industrial 
relations vice-president. 

Bugas said a pension plan for 
Ford workers could be financed in 
one of two ways: through either a 
wage cut or a price increase. 

He pointed out that two years 
ago Ford workers flatly rejected 
@ pension proposal under which 
they would have been required 
to forego eight cents of a 15-cent 
hourly pay boost. 

“Is there any reason to believe 

(Continued on Page 40, Col. 1) 


Fight to Continue 


For Elimination 


FRB Extends Time 
To 21 Months, But 
Retains Third Down 


By Bob Finlay 
Managing Editor 


yyrseD industry reaction greeted 
relaxation of Regulation W 
last week. Those fighting hardest 
for relaxation conceded that a lit- 
tle relief was better than none, 
although many believed that the 
Federal Reserve Board had not 
gone far enough. 

Effective today (March 7), auto 
purchasers have 21 months to pay. 
Auto circles had geared their fight 
to a goal of 24 months. 

It was indicated that the modi- 
fication would not result in im- 

mediate restoration of produc- 
tion schedules of makers who 
have cut back. 

However, if the modification does 
stimulate the market, it is obvious 
that increased demand would lift 
schedules at Kaiser-Frazer, Hud- 
son, Lincoln and Willys-Overland. 

> - * 
OST of these makers were offi- 
cially silent on the change, but 
a couple commented that “three 
months is not very much.” 

And while many said FRB had 
not gone far enough, in Wash- 
ington it was believed that the 
board had gone farther than it 
wanted to go. Washington sources 
said it was understood that the 
board acted only on direct orders 
from President Truman follow- 
ing conferences at Blair House 
with business, labor, farm and 
government leaders. 

There was no indication that the 
fight was over. One dealer source 
commented that the next step is 
elimination of Regulation W. 

On the other hand, in Washing- 
ton a government economist was 
quoted as saying that the relaxation 
was an experiment, and that stiffer 

(Continued on Page 31, Col. 1) 


The Score on Sales 
Total Registrations Holding Up as Result 


Of Aggressive 


A® NEW-CAR sales really off, 
or does it only appear that way? 

To get the answer, AUTOMOTIVE 
News delved into new-car registra- 
tion figures for the past 12 months, 
came up with these facts: 

1, Based on 29 states thus far 

reported, January’s sales should 
total 285,000 in the U.S.—about 
3.64 percent above the 274,978 cars 
registered in January, 1948, but 
about 8.48 percent below Decem- 
be#’s.311,419. Normally, December 
comprises 7.85 percent of the 
year’s sales while January pro- 
videg 6.66 percent. 
2, Np registration data is avail- 
able on February as yet, but that 
month ‘js expected to show a size- 
able d because of model change- 
overs at Chrysler. divisions, Chev- 
rolet and Pontiac.“In normal years, 
however, February comprises about 
5.98 percent of the year’s sales, or 
6.8 percent less than January. 

3. If prewar sales patterns are re- 
turning, as many observers think, 


Merchandising 


then the “buying season” began 
March 1 and will continue through 
August. These six months accounted 
for 60 percent of new-car sales for 
the year before the war. During 
four of the months — April, May, 
June and July—dealers custom- 
(Continued on Page 35, Col. 1) 


Production 
Automotive News Estimates 


U. S. Cars, Trucks 


112,012  =—:113,681 


102,578 


Last Prev. 1948 
Week Week ‘Week 


For complete production totals 
by makes, see tables, pages 1, 41. 








2 
Average; Car’s 
Age Disputed . 


Polk Says It’s. 9.3, - 
AMA Figure Is 8.8 


'PATISTICIANS can’t agree 

whether the average age of to- 
day’s passenger cars is 9.3 years 
or 8.8 years. 

R. L. Polk & Co. last week re- 
ported that, as of Dec. 31, 1948, 
the average age of cars on the 
nation’s highways was 9.3 years 
and of trucks eight years. 

The Automobile Manufacturers 
statisticians declared their fig- 
ures show the average care age 
on July 1, 1948, to be 88 years. 
(On the basis of new-car produc- 
tion in the last six months of 
1948, it would se2m logical to as- 
sume that on Dec. 31 the average 
age was even below 8.8 years.) 
The latest AMA figure is one- 
tenth of a point decline from the 
89 average on July 1, 1947. On 
July 1, 1946, the average car age 
was nine years, AMA said their 
figures show. 





In prewar, AMA declared, the 
average car age ranged from 5.5 
to 5.7 years. 

+ * * 


pox said its last report, made 
in 1945, showed the average car 
age to be 6.79 years on July 1, 1944. 

Polk’s calculation of average age 
is based on the assumption that 
1948 model vehicles, shown on the 
U. S. summary compiled by the 
Polk organization as of July 1, 1948, 
were six months old as of Dec. 31. 
All 1947 models were assumed to 
be 18 months old, In other words, 
it was assumed that the “average” 
car is “born” on July 1 annually. 

Total new car and truck reg- 
istrations since 1946 has been 
only 11,121,000, Polk said, which 
means that less than one-third of 
all cars on the road are post- 
war models. 

With two-thirds of the nation 
still driving prewar models, the 
servicing of these older vehicles 
should enable car and truck serv- 


ice operations to continue at high | 


levels, Polk pointed out. 

More cars of 1941 vintage are 
registered than any other year— 
slightly more than four million. 
Second greatest number of cars of 
any one year’s make are 1937 mod- 
els, with 1947 models third. 

Assuming that the average car 
owner drives 7,000 miles a year, 
Polk estimates the average mileage 
on the nation’s automobiles at 
65,000. 


Edison Buys Plant 


WEST ORANGE, N. J.—Thomas 
A. Edison, Inc., has purchased a 
plant in Bremen, Ind., for the manu- 
tacture of lead-acid automotive bat- 
teries, according to Benjamin F. 
Morris, vice-president and manager 
of the company’s automotive divi- 
sion. The new 52,000-square-foot 
production facility will supplement 
and double present production at 
the company’s Kearny (N. J.) plant. 
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Dodge Wayfarer Models 


FIRST LOOK AT DODGE WAYFARERS—Literature describing new Dodge cars, available at 
Dodge dealerships across the nation, contains these first public photos of the three models 
in 115-inch-wheelbase Wayfarer line. Above is the roadster, a three-passenger convertible 
with manually-operated top and plastic side windows. Volume production is scheduled for 
later in spring, when price will be announced. The Coronet and Meadowbrook lines, 
announced Feb. 25, have 123!/:-inch wheelbase. 





TWO-DOOR SEDAN ON SHORTER WHEELBASE—Dodge says this mode! will accommodate 
six passengers. Among the differences between the Wayfarers and the higher-priced Meadow- 
brook and Coronet lines are less chrome and trimwork, smaller tires and shorter wheelbase. 
Wayfarer two-door sedan will be priced later. 


' |man favored by a majority of the 


FOR BUSINESS USES—The three-passenger coupe in Dodge Wayfarer line provides ample 
trunk space*and a storage compartment behind the front seat. Detroit advertised-delivered 
price of three-passenger coupe is $1,631.25. 







By Mel Adams 
Staff Correspondent 


CHICAGO.—Two__ court-appoint- 
ed trustees are attempting to re- 
organize Tucker Corp. under Chap- 
ter 10 of the federal bankruptcy 
statutes. 


New directors and Preston 
Tucker, president, may offer sug- 
gestions, but control of the firm 
that sought to build a new auto- 
mobile rests with the trustees. 
They are Aaron Colnon, real es- 

tate operator, and Attorney John 
H. Chatz, both Chicago men and 
both experienced in handling re- 
ceiverships. 


They will attempt to find some 
plan to put Tucker Corp. on its 
feet. 


Federal Judge Michael Igoe 

handed down the order for re- 

| Organization last week after such 

action had been requested in a 
petition by the new directors. 


The federal grand jury investiga- 
tion of the Tucker case continues. 

Preston Tucker, president, was 
said to be in agreement with 
other directors on the procedure 
outlined. Tucker was also re- 
ported as willing to step down 
from the presidency while re- 
maining as a director. 

The name of Fred Rockelman, 
executive vice-president and a di- 
rector, who has been with the 
company almost since its incep- 
tion, gained support anew as the 





|board for president if and when 
| Tucker leaves the post. 


Rockelman has played his cards 








Progress Report on New Company .. . 





Keller Banking on Low-Cost Operation 


By Bob Finlay 

Managing Editor 
pets the approach of a buy- 
er’s market for established 
makers, at least one would-be auto- 
motive newcomer is confident that 
there is still room for another car. 
George D. Keller, chairman of 
the board of Keller Motors, gave 
Automotive News a report last 
week on progress at his plant in 
Huntsville, Ala., and replied to 
some of the questions that dealers 

have been asking. 

Some of the dealers, who paid for 
franchises to handle the Keller car, 
have been frankly dubious of prog- 
ress in the last two years. 

* > * 


ELLER BASES his confidence 
on a low-cost program designed 
to build a low-cost car. Obviously, 
there is plenty of room for a low- 
cost car; the question has been 


National Organization Set 
By Group of K-F Dealers 


By Bernie Thomas 
Associate Editor 

DETROIT.—A group of K-F deal- 
ers from 19 states and representing 
“approximately 1,000 dealerships,” 
according to a spokesman, met in 
the Fort Shelby hotel here last 
week to form a National Kaiser- 
Frazer Dealers Assn, 

The action was believed the first 
time in the auto industry that a 
single line of dealers have organ- 





K-F’s Dealer Council 


WILLOW RUN.—A dealer-dis- 
tributer council plan to help for- 
mulate national sales policies was 
announced last week by Kaiser- 
Frazer Corp. Members for the 
first meeting in April have not 
yet been appointed. 

In a letter to dealers dated 
Feb, 28, K-F said the plan called 
for five distributors and 23 deal- 
ers to attend quarterly meetings. 
A new group will be named for 
each meeting. 








group. 

Various K-F factory officials, 
headed by Edgar F. Kaiser, K-F 
general manager, were guests of 
the association at its parley head- 


quarters last Monday. On Tues- 
(See K-F, Page 38, Col. 4) _ 





Keller Buildings in Huntsville 


whether such a car, one with sales 
appeal, could be built in these times. 
Here’s how Keller hopes to do it: 
In Huntsville, Keller Motors 
has leased from WAA two plants, 
which, while not showplaces by 
any means, are modern and suited 
to the production of all the cars 
Keller wants to build—some 75,000 
a year. The rent is low—$46,000 a 
year, and the lease is for 15 years. 
Through his auto industry know- 











George D. Keller H. Christa Smith 


how and contacts—Keller was at 
one time Studebaker’s sales vice- 
president—he has obtained advice 
and information necessary to tool 
| up the plants at minimum expense. 
| The job at Huntsville will be 
|largely assembly, with 70 percent 


|ized themselves into a national | standard parts being used. 
* * 


* 

OW FOR THE DIES. It would 

take a fortune and a good deal 

of time to buy the traditional hard 
| dies used in the industry. 

Keller says that he has found 
men familiar with both hard and 
soft (Kirksite) dies, and with 
them has been working out the 
Keller die program based on soft 
dies, which can be built in six 
weeks for a fraction of the cost 
of hard dies. 

Keller is satisfied, he says, that 
the Kirksite dies will handle the 
production he is sh»oting at. 

In addition, Keller states, since 
Keller Motors will concentrate en- 
tirely on a station wagon model 
until it is well under way, at first 
there will be a need for only a few 
body dies—those to make the hood 
and frame. The rest of the body 
will be of wood from Keller’s near- 
by woodworking plant. 

+ + + 


NCE THE FIRST model is es- 
tablished, Keller will turn to 
the convertible job, and finally, as- 


suming the success of the others, to 
a sedan model. 

Where's the money coming from? 

So far, Keller says, a good foun- 
dation has been laid with private 
capital and funds obtained from 
the sale of dealer franchises, and 
there is still money in the till, 

What has been accomplished with 
this money? 

Keller claims that engineering 
has been completed on the car, the 
plant has been laid out, the tooling 
program started and the die pro- 
gram worked out, although the dies 
have not been purchased yet. 

Finances from here on out? 

Keller plans to go before the 
SEC this month with a program 
for a public stock issue, con- 
vinced that he has a strong case. 

How about actual production? 

If plans work out, Keller says, a 
few cars will be produced this 
month, a couple of dozen in April, 
double that in May. The Kirksite 
die program will come in in June, 
sending production to 100, and, as 
production processes get rolling, to 
6,000 a month in a short time, he 
said. 

* * 


* 
(THOSE ARE the plans. Whether 
they will bear fruit or not de- 
pends on how successful Keller is 
in obtaining additional financing, 
completing the tool and die pro- 
gram and in building for a price. 


When Keller Motors talks about 
(Continued on Page 10, Col. 1) 





Draft Reorganization Plan. . . 


Tucker Under Control 
Of Court Trustees 

















carefully during the controversy, 
declining to issue statements and 
staying away from meetings that 
brought forth the new board and 
its deliberations. 

Thomas Thomas, attorney for 
Tucker, sought permission from 
Judge Igoe to present a plan in 
behalf of the company, but the 
court ruled that all programs 
must be submitted and argued 
in open court rather than to him 
privately. 

Directors reiterated in their 
statement that the company is in 
a healthy financial condition, with 

(Continued on Page 34, Gol. 1) 





* 
IHC Forms Unit 
e 
To Boost Time 
. * * 
Pay Facilities 

CHICAGO. — Organization of a 
finance company, International 
Harvester Credit Corp., was an- 
nounced last week by International 
Harvester. 

It will be a wholly owned sub- 
sidiary of International and _ its 
purpose will be to finance domes- 
tic notes receivable of the company 
for which there is no other source 
of financing available. 

The firm said that the recent 
growth of credit sales shows that 
the time is at hand when Harves- 
ter needs new credit financing to 
supplement the financing of its 
sales by banks and other financial 
institutions. 

The company emphasized that 
banks and other financial agencies 
will continue to be the principal 
source for financing for its time 
sales. International is confident 
that the many thousands of banks 
and other financial institutions all 
over the country will continue 
their active interest in the financ- 
ing of the time sales of the com- 
pany’s products. 

Establishment of the new finance 
company has been approved by the 
board of directors, and a corporate 
charter will be applied for shortly. 
IHC will pay $10,000,000 of capital 
into the new finance company ini- 
tially. The finance company will 
then add to its working funds by 
borrowings from banks, supple- 
menting the parent company’s $10,- 
000,000 of capital. 

The new credit corporation will 
not displace anything in existence. 
It will not seek to have customers’ 


‘paper placed with it; rather it will 


take notes only when, for some 
reason, customers with good credit 
cannot borrow locally or elsewhere. 
Its financing operations will be of 
a supplementary nature only, IHC 
stated. 

It is expected that the credit cor- 
poration will be ready for busi- 
ness by April 26. 


Place Motor, Inc. 


Place Motor, Inc., 469 Main St., 
Webster, Mass., has received a char- 
ter of incorporation. One hundred 


shares of no par value common 
stock are authorized. Officers in- 


clude: George L. Place, president; 
Helen L. Place, treasurer, and 
George L. Place jr., clerk. 


CARNIVAL MOOD IN NEW ORLEANS—A 1949 Studebaker convertible, equipped by Pierre 


Chine, of Chine Motors, with extra gadgets such as three direct 
and dual air horns on the hood, led all the carnival parades of the Mardi 


exhaust pipes on each side 
ras, it is stated. 


The car had as its passenger the captain of each parade. 
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GREAT many dealers know 
~% Verne Orr, Chrysler dealer 
with his son, Verne jr., at Pasa- 
dena, Calif. Like a great many 
other dealers, his story is a won- 
derful story. 

He started in this field in 1914 
in a small town in Iowa as an 
accountant for a dealer. He soon 
made such a record as a retail 
salesman as to attract the home 
office of the Willys-Overland Co. 
Overland at that time was the 
largest producer, save Ford, of au- 
tomobiles in America. He was 
brought to the factory and made 
a wholesale representative, where 
he applied his talents to the bene- 
fit of a great many dealers. His 
progress was rapid and by 1925 
he was made president of the 
Overland branch in Chicago, a most 
highly competitive retail territory. 
Within five years he was made 
vice-president of Willys-Overland 
in Toledo. 

When Overland started to slip, 
he transferred his allegiance to 
Chrysler and was made Plym- 
outh regional manager of the Pa- 
cific Coast. Two years later he 
was made vice-president of the 
Chrysler Corp. in charge of oper- 
ations in California. 

In the spring of 1946, when his 
son returned from the Navy, he 
returned to his old love and be- 
came a dealer in Pasadena, his re- 
tail territory covering San Marino 
and Altadena as well. 

os * . 


People Most Vital 


To a Dealership 


TURING his sojourn in Califor- 

nia he has been very active in 
civic affairs and has spoken before 
many luncheon and civic bodies. 
His discourses always exhibited 
keen analysis and penetrating fore- 
casts. It was not surprising that 
NADA invited him to appear on 
the program at the last general 
session of the recent San Fran- 
cisco convention. 


The entire talk was an inspira- 
tion, I am sure, to all that heard 
it. Part of his speech impressed 
me so deeply that I want to review 
it. He was making a point that 
automobile dealers deal with peo- 
ple, both externally and internally. 
People who are customers or pros- 
pective customers, and people on 
his staff who serve customers. 


His talk emphasized his belief 
that any dealer should start, as 
a basis of success, with energiz- 
ing and enthusing those who 
work with him. The first concern 
of any worker, he said, is not 
the amount of his salary. This 
statement, surprisingly, is true. 
All research proves it. Workers 
are concerned with, first, perma- 
nence of the job. Second, they 
want to be made to feel impor- 
tant. They want constant appre- 
ciation of their work; they want 
to feel that they belong. 


If any dealer can make his lubri- 
cation men, for instance, feel that 
their work is not just lubricating 
dirty cars hour in and hour out, 
but that they are performing a 
very important service on a piece 
of merchandise that is indispens- 
able to its owner, they would feel 
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Dealers tell me 


By John O. Munn 


that in properly lubricating the car 
they are applying a film of oil on 
all the reciprocating parts, and in 
so doing they are protecting that 
owner from a more expensive job. 
The attempt is to get the lubrica- 
tion man to feel that he does not 
have a hum-drum job, but is con- 
tributing very importantly to es- 
tablish for himself, and for his 
dealership, a record of low-cost of 
maintenance for the owners of that 
particular line in the community. 

+ * 


Orr Calls Staff 


Together Often 


= SAME thing with the me- 
chanic who lines brakes. He 
has a dirty job. Sometimes with 
rust and age, it is vexing and exas- 
perating. He can be made to feel 
that he is just not relining brakes, 
but preventing injury or maybe 
death to people in his community. 
Then he feels his contribution is 
worthwhile. 

Orr feels that he should call 
his staff together frequently, not 
only for the purpose of inspiring 
them and making them feel an 
important part of the operation, 
but to keep them informed of 
the general progress of the busi- 
ness. He feels that his workers 
are entitled to know what prog- 
ress is being made. They can’t 
feel that they are really a part 
of the institution unless they 
constantly know the whole story. 


What people know about, they 
are for. What people don’t know 
about, they are against. That state- 
ment applies to any situation. It 
applies, I believe, particularly to 
small units such as a group of spe- 
cialists that make up an automo- 
bile dealership. 

Orr, when he calls his staff to- 
gether, not only discusses the deal- 
ership policies, hopes and aspira- 
tions, but discusses such items as 
are usually kept secret—costs and 
profits. 


* * * 


The Cost of Doing 


Business Explained 


A§& FAR as policies are concerned, 
that means the necessity for 
everyone to show interest, courtesy 
and to constantly sell themselves 
and the dealership. Just now Orr 
is emphasizing to his own staff, as 
well as to the public, the fairness 
of his institution in delivering cars 
in rotation—fair used car allow- 
ance, extra equipment only at the 
customer’s desire, at factory sug- 
gested retail prices. . 

In current meetings the constant 
need for new business is stressed. 
The influence of the staff, no mat- 
ter what their position, can exert 
a very important part in the de- 
velopment of new business. 

He gives some interesting fig- 
ures as to the cost of doing 
business. These figures won’t ap- 
ply to every dealership on ac- 
count of the difference in size 
and location, but in his January 
meeting for his employes he re- 
vealed that the permanent assets, 
such as furniture, fixtures, ma- 
chinery and tools, had increased 

223 percent since the war’s end. 

When the business started in 
March, 1946, it cost $306 to open 
the doors each morning. Now the 
daily cost is $602. The investment 
for each employe at the start was 
$3,308. Now it is $6,909. The aver- 
age monthly purchases, including 
bolts, nuts, washers, rags, cleaning 
and sweeping compounds charged 
to the mechanical division, was 
$594. Shop advertising per month 
was $400. The total number of shop 
customers served each 90 days was 
2,200. 


* * * 


Takes His Workers 


Into His Confidence 


YWV7HEN profits are explained they 
were not covered up, and the 
recent lush three-year period was 
admitted. The organization was re- 
minded that in average times a 
(Continued on Page 10, Col. 5) 


Automotive Bills Crowd Minnesota Agenda . . . 
Dealers Oppose Anti-‘Loading’ Bill 


By Nathaniel Wood 
Staff Correspondent 
ST. PAUL.—The automobile in- 
dustry, insofar as Minnesota is con- 
cerned, is the subject of more legis- 


lation than ever before during a 


Minnesota legislative session. 


One measure being attacked by 
the state’s dealers is aimed at the 
“practice” of loading new cars with 


accessories or tie-in sale merchan- 
dise, 

As the legislature reached its 
halfway point last week more than 
20 bills which directly or indirectly 
affect the industry had been intro- 
duced by various lawmakers. 

Minnesota Automobile Dealers 
Assn. Manager Glenn Atcheson 
has spent most of his recent time 
presenting legislative committees 





In Dealer Spotlight 





DEALERS ARE CIVIC LEADERS—Active in 
(Calif.) chamber of commerce are three 
merchants. Left to right: Tom Lynch, Lincol 
and Jim White (Chrysler). Lynch is serving 
Anderson is on the board. 


the affairs of the Santa Monica-Ocean Park 


of the community's most successful motor car 


n-Mercury; Link Anderson, Pontiac-GMC Truck, 
the chamber as first vice-president for 1949. 





SHOWS WARM APPRECIATION IN COLD CASH—A $2,500 check ne $100 for 


each year of 25 
presented H. T. 
president. 


inan (center), salesman of 


ears association with Rohrer Chevrolet Co., Camden, 


was recom 


the dealership, by William G. "Rohrer (right 


Peter J. Cazello, sales manager, is at the left. 





Michigan Dealers Conclave 
Set for Detroit June 2-4 


LANSING.—Selection of two key 
committees and dates for its 1949 
convention are announced by the 
Michigan Automobile Dealers Assn. 
here. 


The key committees are industry 
relations, headed by Laverne Mar- 
shall (Nash), Flint, and state ad- 
ministration conference, chair- 
manned by Alex Levinsohn (Hud- 
son), Saginaw. 

The convention, the association’s 
28th, was scheduled for June 2-4 at 
the Hotel Statler, Detroit. James 
Mason (Dodge), Ferndale, newly 
elected treasurer of NADA, was 
named convention chairman. 


The industry relations unit, stated 
MADA Executive Secretary Frank 
W. Herrick, will work closely with 
the NADA Industry Relations com- 
mittee in airing trade problems. 
Other members of the state com- 
mittee are: 

Roland Lorenz (Buick), Lansing; 
W. L. Burns (Cadillac), Ironwood; 
Arthur Summerfield (Chevrolet), 
Flint; Harold Keegan (Chrysler), 
Kalamazoo; Victor L. George 
(Dodge), Flint; Jack Rose (DeSoto), 
Detroit; Ralph Holmes (Ford), Bat- 
tle Creek; Gil Schaefer (Hudson), 
Detroit and Grand Rapids; C. L. 
Jacobson (Kaiser-Frazer), Pontiac; 
Ed Schroeder (Lincoln-Mercury), 
Saginaw; H. A. Trevellyan (Olds- 
mobile), Lansing; Henry Whiting 
(Packard), Detroit; George Rowley 
(Pontiac), Lansing; Ralph E. Lewis 
(Studebaker), Jackson, and James 
Newlin (Willys), Lansing. 

The state administration confer- 
ence committee will devote itself to 
state administrative and legislative 
activities affecting the trade. Other 
members, besides Marshall, are Ma- 


son; David Holmes (Ford), Battle 
Creek; Howard Cook (Chevrolet), 
Lansing, and Paul T. Graves, execu- 
tive vice-president of the Detroit 
Auto Dealers Assn. 


Other officials of the June con- 
vention will include Herrick as con- 
vention manager; Cook as conven- 
tion treasurer; Marshall and Levin- 
sohn, program committee; Holmes 
and Stewart Hanson (Chevrolet), 
Detroit, in charge of prizes, decora- 
tions and favors; Bruce Brackett, 


Escanaba, and Dave Barnett 
(Chrysler), Detroit, reception and 
registration; Howard Pore, Kala- 


mazoo, and Don Homer (Chevrolet), 
Detroit, prize balloon ball, and 
Floyd Brown, Petoskey, and Graves, 
grand finale banquet. 





with dealer testimony in behalf of 
or in opposition to the score or 
more bills. He strongly attacked 
the accessories bill, saying its Pas- 
sage would work a hardship on 
the retail buyer as well as the 
dealer. 

Atcheson told the state’s deale 
that he has been alarmed to fonen 
that State legislators think “that 
business in the automobile industry 
is riding high; that it is making 
huge profits still and that we can 
stand and should not fear more and 
larger taxes.” 

He urged dealers to tell legisla- 
tors that they can’t stand more 
taxes and that business is installing 
every possible economy; and they 
(legislators) should do the same in 
government, 

“Unless dealers tell these men the 
facts they will be disagreeably sur- 
prised with some of the taxes that 
will be saddled on business after 
this session,” Atcheson said. “Don’t 
blame the legislators; for they are 
doing what they the majority want.” 

In a hearing before a legislative 
committee, Atcheson told law- 
makers not.to be influenced by 
“wild rumors,” which cannot be 
substantiated, regarding alleged 
malpractices of dealers, 

He referred to “evidence” sub- 
mitted by one representative that a 
Dodge county farmer had been re- 
quired to buy a “deep freeze” in 
order to get delivery on a car. 

One of the bill’s authors said a 
salesman had told him it would be 
some time before he could deliver a 
car to him, because the dealer could 
sell all he could get to used-car 

(Continued on Page 6, Col. 4) 


Alabama Assn. 
Blasts Reg. W, 


Sets Convention 


CALERA, Ala. — Resolutions op- 
posing Regulation W and pledging 
cooperation in a statewide traffic 
program under the governor’s high- 
way safety conference were adopted 
at a meeting of the directors of the 
Automobile Dealers Assn. of Ala- 
bama, Inc, 

The board voted to hold the 1949 
annual association convention at 
Bilox, Miss., Oct. 23-25, Three dis- 
trict membership meetings also 
were announced for Apr. 21 at 
Birmingham; Apr. 22 at Montgom- 
ery, and Apr. 23 at Mobile. Each 
will convene at 10 a.m. 

Leaders in the state legislature 
will be invited as speakers for the 
district meetings, and all members 
of the legislature will be invited 
as guests. 

The biennial assembly of the 
state legislature convenes in Mont- 
gomery in May. Legislative Chair- 
man Don H. Maring named a spe- 
cial legislative committee, 

The board set Apr. 6 for its next 
meeting, to be held at Montgomery. 
President W. S. Brewbaker presided 
at the recent session. 


O’Neill to Address 
Cincinnati Assn. 


CINCINNATI.—How to sell safety 
through service and make money 
doing it will be the subject of a talk 
by M. F. O’Neill, dealer relations 
manager of Firestone Tire & Rub- 
ber Co., at a meeting of the Cincin- 
nati Automobile Dealers Assn. Wed- 
nesday (March 8) at the Alms hotel. 











RALEIGH, N. C.—Resolutions op- 
posing an increase in the sales tax 
maximum and favoring establish- 
ment of a workable inspection law 
were passed here by the board of 
directors of the North Carolina 
Automobile Dealers Assn. 

The association’s legislative com- 
mittee was also instructed to work 
for passage of an amendment to the 
state labor law which would permit 
dealers’ mechanics to work more 
than the maximum 10 hours per 
day in case of emergency. 

The board of directors was op- 
posed to raising the sales tax maxi- 
mum from $15 to $25 but favored 





Better Car Test Law Wins 
Approval at N.C. Parley 


vehicle inspections by state-oper- 
ated stations with one inspection 
per year and other administrative 
amendments to make the program 
“more workable.” 

President Gene Ochsenreiter also 
announced appointments to two 
committees to aid in promoting the 
exhibition which will be held in 
connection with the group’s annual 
convention May 15-18 at Pinehurst. 

Frank Gossett of Charlotte was 
named chairman of the exhibition 
promotion committee. Other mem- 
bers are: Jack Steele of Raleigh: 
Paul Abernethy of Charlotte; Wil- 
son Uzzle of Durham, and E. D. 
Craig of Gastonia. 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, perts and accessories. 
the dealer on every used vehicle accepted in partial payment for a ew 
car or truck. 4 3. Every doliar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4. The 
elimination of governmental and bureaucratic controls over this industry. 
4 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


In Right Direction 


(aeat MOTORS’ price reductions are a step in the 
right direction. No one in the industry wants a con- 
stantly rising price level, and others—notably Ford, Plym- 
outh and International Harvester—previously had sought 
to stem the tide with price reductions. These had to be 
rescinded later because of rising costs. 


It appears that there is a good chance that GM may be 
able to make its reductions stick, and perhaps, catching 
the tide going in the right direction, influence the economy 








for the better. 


We hope, too, that GM’s move will give the UAW nego- 
tiators something to think of when they bargain with other 
makers. Certainly a rising tide of prices and wages does 
not work any more to the benefit of labor than business. 

While GM had little to worry about on sales, the market 
is beginning to indicate that it would not go on indefinitely 


absorbing cars at high prices. 


It is doubtful that other makers will rush in with price 
reductions of their own, since the timing obviously was 
better for GM than for the rest of the industry because of 
its sliding wage contract with the UAW. 

However, before the year is out, it is likely that prices 
will be down unless a further stimulus to inflation hits the 


economy. 


§ 2. A fair profit to 


The Battle Isn't Over 


Je XTENsION of the time-payment period on cars to 21 
months will help the industry somewhat, but it isn’t 
enough and it came only after auto production had to be 
cut back because of declining sales. 
FRB has indicated that it is not sensitive enough to 
business trends. It is understood from Washington that 
no action would have been forthcoming at all if President 


Truman had not stepped in. 


It is believed that the board acted on direct orders from 
the President, who had held several conferences with busi- 
ness, labor, farm and government leaders. 

Perhaps the additional three months to pay may provide 
some stimulation in the spring market, but after that the 
industry will need a free market in order to keep car sales 
and production at a high level. 

It is unlikely that any government agency will be able 
to recognize such trends until there has been a serious 


time lag. 


Under such circumstances, we believe the auto industry 
should have a free hand to meet its problems, because high- 
volume production is vital not only to the industry but the 


nation as a whole. 








THAT THERE was a more than 
normal seasonal dip in non-farm 
employment between December and 
January is confirmed by Bureau of 
Labor statistics just released. This, 

the experts agree, 

CHEERING _ is not entirely be- 
NEWS IN THE cause of lessened 
WEER’S GRIST factory or produc- 

tion employment, 
as represented for example by the 
automotive industry, but reflects 
the unusually severe weather condi- 
tions over most of the country 
which slowed down construction 
jobs. Persons employed dropped 
1,740,000 in January, which was 
250,000 below the same month a 
year ago. 
_ Only cheering news we uncov- 
ered in the report is that govern- 
ment employment dropped 230,000. 
That, we all agree, is a step in the 
right direction and came as much 
of a surprise to me as I am sure 
it will be to you. 


Best news of the past week to our | | 


industry is that the supply of steel 


is becoming much easier. That we | | 
all know has been the controlling | | 
factor in motor vehicle production | | 


since the end of the war. 
+ * * 

NOW THE steel industry is run- 
ning over 100 percent of capacity, 
100.3 percent, according to the 
American Iron & Steel Institute. 
One big contributing factor is the 
easing up of scrap supplies. No 
longer are buyers required to fur- 
nish an equal tonnage of scrap to 
cover the new steel shipments. Not 
the least of the contributing factors 
to the easing of the scrap market 
has been the importation from 
many foreign sources, including 
Germany from where we imported 
some 150,000 tons in January. 

All of this naturally points up 
to the fact that, as we predicted 
at the start of the new year, this 

will be the top year in automobile 
and truck production. Six million 
vehicles is a conservative esti- 
mate, in our humble opinion. That 
means our dealers will be amply 
supplied with new cars, even in 
the most popular and lowest price 
class, quite possibly long before 
the end of June. 

The moral is of course too ob- 
vious to bear repetition. When 
John Q. Buyer can pick and choose 
from cars waiting on the floors of 
the dealerships in your town, it will 
take some real old-fashioned sell- 
ing. Every dealer, with whom I 
have talked since the first of the 
year, is perfectly conscious of this 
fact and preparing to meet the new 
conditions head-on. More salesmen 
are being hired and trained. Pros- 
pect lists are being put in shape 
and analyzed. Local advertising 
and promotion schemes are being 
weighed. Many have already begun 
intensive newspaper, radio, outdoor 
and direct-mail campaigns. 

“Now has come the time for all 
good (dealers) to come to the aid of 
their products.” 

+ * * 

FLORIDA IS probably the out- 
standing example of gasoline tax 
diversion. Money levied on the tour- 
ists, who must outnumber local 
auto owners during the winter 
months, is diverted in large meas- 
ure to every project other than that 
for which it was intended. 

Even the charter fishing boat 
owner, whose motors must be 
kept operating every hour he is 
under hire, must pay his full tax 
on every gallon, The great trouble 
with the gas tax is that, like the 
sales tax, it is so easily collected. 
As a matter of fact, when we 
come to think about it, that is the 
basic menace of all these easy-to- 
collect taxes. 

“Come easy, go easy” is the pres- 
ent legislators’ sole creed. If the 
average winter tourist arriving at 
the Florida border paid a fixed toll 
or a license fee to enter the state, 
he would be better satisfied. He 
certainly would if he knew the 
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‘Who Sons Pwr wk 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Gerard’s Claim 

Eprror’s Norte: Several persons 
have laid claim to having sold 
the first issue of AUToMoTivE News 
(then Automotive Daily News) 
when it was founded in 1925. 
Here is the evidence submitted 
by Jack Gerard, who sells sub- 
scriptions for Automotive NEws 
in Ohio: 

I left Motor, a Hearst publica- 
tion, in 1925 to cover the U. S. free- 
lance, open territory for Automo- 
tive Daily News. Bill McDonald, 
the circulation manager of Motor, 
also left and I assisted him to or- 
ganize the country introducing 
ADN and breaking in the circula- 
tion representatives. 

I wrote the first paid order on 
ADN in early August, 1925. It was 
G. G. G. Peckham, president of 
Ohio Buick Co., Cleveland—I think 
the largest distributor of Buick at 
that time in the country. I sold 
Mr. Peckham with just a dummy 
of what ADN was to publish when 
it started. 

I also received a nice expression 
letter from Mr. Peckham as to how 
valuable he thought ADN should 
be as the voice of the auto indus- 
try. He granted the privilege of 
having photostatic copies made for 
the men to carry and use. 

Mr. Peckham died a few years 
ago and, up to the time of his 
death, he was a loyal supporter 
and booster of Automotive News. 


amount he contributed was being| In Vienna 


used for the purpose for which it 
was intended.—G.M.S. 


Notice 
The 18th Annual Almanac will 
be published June 6. Additional 


copies may be ordered now at 
$2.50 each. Advertising forms 
close May 10. 





We had the opportunity to see at 
the U.S. Information Center in 
Vienna an index of current Ameri- 
can journals and noticed that you 
publish the periodical AvuToMmoTIvE 
News dealing with a subject we are 
interested in. 

We produce light alloy pistons 
and other light alloy parts for in- 
ternal combustion engines, and we 





control the biggest motor service 
organization in our country. At the 
present time, there are more auto- 
cars of American origin running in 
Austria than ever before, for which 
we have to do motor service. We 
are also in business connection with 
some American producers of spare 
parts for autocars. We are there- 
fore interested in news on the de- 
velopment of American cars, and 
we would like to subscribe to AuTo- 
MOTIVE News. 


We ask you to send us sixfold 
pro forma invoice on the amount of 
one year’s subscription rate, as well 
as a copy of a back issue of your 
journal. We have to submit the in- 
voice with copies to the Austrian 
National Bank in Vienna to get 
permission for payment in foreign 
currency.—Ko.sen-Kravs, Wien 111, 
Stamgasse 2, Vienna, Austria. 


Coming Events 


MARCH 

March 8—Brooklyn, N. Y. (Hotel Grahada) 
Annual meeting, Brooklyn and Long 
Island Automobile Dealers Assn. 

March 17-27—Geneva, Switzerland. Inter 
national Automotive Salon. 

March 18—Omaha (Fontenelle hotel), An 
nual meeting, Nebraska New Car Dealers 
Assn. 

March 21—New Orleans (Jung hotel). An- 
nual meeting, Louisiana Automobile Deal- 





ers Assn. 

March 25-26 — Chehalis-Centralia, Wash. 
Annual convention, Washington State Au- 
tomobile Dealers Assn. 

March 25-28—Toronto (King Edward ho- 
tel). Annual convention, Canadian Auto- 
motive Wholesalers Assn. 

March 29 - Apr. 1—Toronto (National Ex- 
hibition grounds). Canadian automotive 
service show. 

APRIL 

Apr. %7-10—Dallas (Fair park). Seventh 
annual Southwest Automotive Show. 

Apr. 28—New York (Hotel Roosevelt). 7th 
annual luncheon, Metropolitan Council of 
Automobile Old Timers. 

MAY 

May 3—New York (Waldorf), Automobile 

Merchants Assn. of New York dinner. 
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 Ttisnt Mways Narrow 
— gnd it Needat he Straight” 


Reading time: 
minute, $3 seconds diye Ne 
eee 


“Father always said, ‘Stick to the straight and 
narrow path,’ but mine, as I traveled it, was anything but 
narrow, and it wasn’t always straight. 





“I was only fifteen when I graduated from that 
auto-trade school. I was thirty-four when I finally ‘arrived’ 
at something like security and success. The years in be- 
tween contained plenty of anxiety and work. For instance, 
I traveled nearly two thousand miles to get my first job 
as a ‘graduate’ automobile mechanic. 


“Take that little trolley I used to ride to trade- 
school every day. It wandered all over the place before 
it got to town, but it always got there. Coming home at 
night when I was tired and grimy the ride seemed twice 
as long, but, somehow, I always got home. 


“Then after four years on that job, I traveled 
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all the way back again to my second job, this time selling 
instead of fixing cars. Then after five more years another 
big chance came in still another location, this time in a 
big auto factory branch. 


‘As I look around me I can’t help patting today’s 
youngsters on the back as they move out into their own 
futures. What I hope for all of them is that they’ll be able 

“Sometimes, when I got impatient I’d remember to surmount any obstacles that limit their freedom or 
that old trolley back home and how it always got to its clutter up their right of way.” 
destination. I figured I’d get to mine too, if I kept going 
on the track I was on, and kept my wits about me. 






+ e * 
ac . 
After fifteen years I decided to count up my 
savings and invest every cent of it—in myself. That’s when 
I went to the De Soto officials and asked to be their dealer Write for oor free Seontes containing a 
i i i i ‘ number of these typical success stories taken 
in the third biggest automobile market in the world. Say cee ee Gieetiar Conaatatiai, 448 ow 
Massachusetts Ave., Highland Park 3, Mich. 


“The De Soto people didn’t take much for 
granted. They studied my background and even looked 
at my trade-school diploma. They took a keen interest in 
my bank balance and even asked to meet my wife. 


“Well, I've been a De Soto dealer in this great ere ; 
city market now for sixteen years. Every . ; 

day I thank my stars that I was able 
to stay on the track and that 
nothing wrecked my trolley. 











Chrysler Corporation 


PLYMOUTH ¢ DODGE ¢ DE SOTO * CHRYSLER * DODGE “Job-Rated” TRUCKS 
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Dealer Offers 


$50 Car Cut to 
Party Guests 


SPRINGFIELD, Ill.—Guests at 
the second annual farm party under 
the auspices of Edwards Motor 
Sales, Inc, (Kaiser-Frazer), found 
that by merely raising their hands, 
they could lower the price of a new 
car $50. 

The same gesture brought a re- 
duction of $25 on the price tag of 
Edward’s used models. Gift certifi- 
cates for these amounts were given 
to those who made an affirmative 
answer to: “Who would like to 
have a new car?” 

Last year, the dealership sold 15 
cars and developed a large list of 
prospects at the affair, it states. 
Invitations to farmers were carried 
in the display classified columns of 
newspapers, on cards, as well as 
through customer lists and personal 
invitations by the sales staff. 

The party, attended by about 3,000 
persons, featured entertainment 
and free food. 


Alabama Restricts 
Dealer Tag Use 


MONTGOMERY, Ala.—Attorney 
General A. A. Carmichael has ruled 
that “the use of demonstration tags, 
or so-called ‘dealer plates,’ on a 
wrecker or service truck, though 
operated by a general automobile 
agency as an adjunct to its service 
department,” is unlawful in Ala- 
bama. 

The opinion was requested by 
Bradley G. Brown, license inspector 
at Birmingham, who reported that 
“we have had several calls from 
dealers who have bought the proper 
license for their service trucks and 
wreckers, and for cars belonging to 
members of their families, insisting 
that we make other dealers, who 
are using dealer plates, buy the 


proper tags.” 


Nash Catalog 


Two-Page Spreads Pose 
Printing Problem 


DETROIT.—Nash Motors has an- 
nounced publication of a 32-page 
full-color catalog presenting the 
sales features of its 1949 “Airflyte” 
cars. 

Seeking a treatment “outstand- 
ing enough to do justice to the cars’ 
sweeping lines and wide selection of 
colors,” Nash and its agency, Geyer, 
Newell & Ganger, decided on illus- 
trations 20 inches long, in full color, 
and using a catalog about the size 
of the popular picture magazines, 

While it posed exceedingly diffi- 
cult printing and production prob- 
lems, pictures of the cars and other 
illustrations were spread across fac- 
ing pages to provide the appearance 
of the familiar double-page center 
spread throughout the book. 


Plate Glass Making 


Resumed at Rouge 

DEARBORN.—Plate-glass pro- 
duction at Ford Motor Co.’s Rouge 
plant has been resumed with the 
lighting of a completely rebuilt 
glass furnace which will increase 
substantially glass production at 
the Rouge, the company announced. 

The desired working temperature 
of the furnace will be reached about 
Friday (March 11) and molten glass 
will be produced. It is expected 
that all of the 350 employes affected 
by the shutdown will be recalled by 
the end of March, officials said. 








JUST ouT! 
THE LITTLE 


SIM CYLINDER. 
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“It has a trap door in the floor. 

In case the engine fails, you pick 
the car up and walk.” 
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DEALER'S NOVEL SERVICE FOR FARMERS—When they have something to sell or trade, 


Paul Edwards, president of Edwards Motor Sales 
farmers to list it on the farmers’ bulletin board, without charge. 


invites 


Kaiser-Frazer), Springfield, Ili. 
s shown 


Edwards (left) 


standing beside the new board in the showroom with Cecil Bunker of Alexander. 


Dealers Report Big Crowds 
At ’49 Dodge Showings 


DETROIT.—Dealers have deluged 
Ed C. Quinn, general sales man- 
ager, with wires and phone calls re- 
porting public acceptance of the 
1949 Dodges. 

Early reports from dealers and 
the Dodge field staff indicate that 
many among the millions who 
crowded showrooms to view the 
new models were in a buying 
mood, 

Here are some excerpts from 
communications received by Dodge 
from its dealers: 

Oliver C. Joseph, Belleville, II. 





QUINN'S GOOD READING — Just three 
days aiter the national introduction of the 
new Dodge cars, Ed C. Quinn, general sales 
manager, had received a pile of telegrams 
and letters from many of his 4,000 dealers 
describing the enthusiastic crowds that filled 
their showrooms both day and night. 


(original Dodge dealer): “Public 
enthusiasm unprecedented during 
my 35 years as Dodge dealer.” 

Leslie M. Farr, Buffalo: “Crowds 
won't let us close the showrooms at 
night.” 

Ed Ronan, Philadelphia: “Police 
estimate 8,000 saw cars in our 
showroom first three days.” 

Ryan Motor Co., Fort Worth: 
“Demand great. Please, we need 
100 cars at once.” 

S. L. Savidge, Inc., Seattle: “Build- 
ing so packed we also had to show 
new Dodge on service floor.” 

John H. Lander, Atlanta: “We 
invited 400 to preview, but 2,339 
came.” 

Roland H. Record, Kansas City: 
“Continuous stream of people long 
into the night.” 

Elwyn E. Holt, San Fernando, 
Calif.: “New Dodge has set our 
town on fire.” 

Porter & Clagett, Natchez, Miss. 
(original Dodge dealer): “When 
may we expect shipment of car- 
load?” 

R. B. Clark, Hastings, Neb.: 
“Crowds larger than when we 
opened new building. Looking for- 
ward to time our allotment can be 
increased.” 

Harry Miller, Binghampton, N. Y.: 
“Invited 200 to private preview and 
974 came.” 

Bill Morrow, Stamford, Tex.: “Tér- 


rific response in the wide open 
spaces of Texas.” 

H. E, Wagner Motor Sales Co., 
Johnston, Pa.: “Exhibited to over 
6,000 first two days.” 

A. F. Johnson, Valley Auto Co., 
Wenatchee, Wash.: “Orders piling 
up.” 

Monroe Gold, Flushing, 
“You have struck uranium!” 


Walter Dufrensne, Boise, Ida.: 
“Capacity crowds day and night.” 

Don Hampton, Palo Alto, Calif.: 
“We suggest you buy all the steel 
our competitors won’t need.” 


Albert H. Berry, Jackson Motors, 
Houston: “New car puts us in the 
strongest competitive position ever.” 


H. W. Lawrence, East Aurora, 
N. Y.: “Competition very en- 
vious.” 

Parrish & Clark, Tulsa, Okla.: 
“We took 2,900 names first day with 
attendance of 5,000.” 

Meanwhile, here are some early 
reports on the promotional activi- 
ties of dealers in connection with 
their Dodge previews: 

Dealers in the Detroit and Los 
Angeles metropolitan areas had 
the same iden. Ne adver- 
tising in those cities featured the 
rays of a searchlight piercing the 
ads. During the first week of the 
new car showing, searchlights 
were used nightly in front of the 
dealerships in the two cities. 

Johnson Motor Sales, Inc., Al- 
pena, Mich., used tiny magnets to 
hold small cards pointing out vari- 
ous features of the cars. The mag- 
nets adhered to any spot where they 
were placed against metal. 

Mid-State Motors, Inc., Chicago, 
opened a new building at the same 
time the new cars were introduced, 
The crowd was attracted by news- 
paper and radio advertising and by 
unique personal letters. 

Brost Motors, Inc., Buffalo, fea- 
tured organ music and soloists dur- 
ing the day and night showings. At 
night searchlights lighted the exte- 
rior of the building. 

Oliver C. Joseph, who has been 
a Dodge dealer in Belleville, Il., 
since introduction of the first car 
in 1914, induced city officials to 
designate Feb. 25 as Dodge Day. 
A large parade was held at 10 
a.m, to open the day. 

C. B. Smith, of Austin, Tex., in- 
vited 600 Austin and Texas leaders 
to the preview. 


we Wee 


Ralph W. Austin, Inc., James- | 
town, N. Y., was among hundreds | 


of dealers who mounted a Dodge on 
a turntable. Additional interest was 
attracted by the 15-minute radio 
programs the dealer broadcast fre- 
quently to put on the air opinions 
visitors expressed about the new 
car. 

Hodges Auto Sales, Inc., Ferndale, 
Mich., reported many orders were 
signed in a special room set up 
where interested persons could get 
the full story about the new models 
without being disturbed by the 
crowds. 

Walter Davison, a new Detroit 
dealer who held the opening of 
his new facilities at the same 
time the new models were shown, 
had a large fleet of demonstrators 
in action during the showing. 

Davidson Motors, Inc., of Cleve- 
land, opened new facilities during 
the car introduction. Four football 
and hockey stars appeared on pro- 
grams at the display during the 
first three days. 





Many Auto Measures Up .. .« 





Minn. Dealers Oppose 
Anti-‘Loading’ Bill 


(Continued from Page 3) 


dealers at several hundred dollars 
additional profit. 


To this Atcheson said he thought 
the representative’s leg was being 
pulled as the salesman no doubt 
recognized him as a legislator and 
was “kidding” him and thought he 
knew it. 


Two other “shopping” calls by 
the representative were reported 
where he had been told he could 
have delivery in a short time and 
that he did not have to trade in 
anything or purchase any acces- 
sories other than original equip- 
ment; and that these dealers did 
not know who the legislator (Rep. 
Leonard Johnson) was until he 
divulged his identity. 

An amendment to the much dis- 
puted bill was defeated. It would 
have qualified the term “list price” 
to mean and include “all accessories 
or merchandise installed, packaged 
or wrapped and advertised by the 
original manufacturer.” 


Other legislation affecting the in- 
dustry in Minnesota includes a 
gross receipts tax to finance a sol- 
diers’ bonus. This would impose a 
tax of 1% mills on each gross dollar 
of income in addition to regular net 
income taxes. Another bill would 
increase workmen’s maximum un- 
employment compensation from $27 
to $34 per week and minimum com- 
pensation from $13.50 to $15 per 
week, 


Another measure would require 
every commercial vehicle to be in- 
spected at intervals of not more 
than 60 days at municipal motor ve- 
hicle inspection stations. The in- 
spection fees would not exceed 5 
cents for one inspection or $1 for 
any one year. 

Under another bill no television 
screen shall be installed in any 
motor vehicle which is visible to 
the driver while operating the 
ear. Violation of the law would 
be a gross misdemeanor. 

Other bills would increase the 
gasoline tax from four to six cents, 
or 4 to 5% cents under still another 
measure, Automobile insurance 
would be taxed 2 percent, with pro- 
ceeds to be used for the benefit of 
policemen’s relief, death benefit and 
pension associations. 


Automobile dealers in the state 


are opposed to a fair employment 
practices bill, Atcheson said. He 
claims the bill overlooks the possi- 
bility that almost any applicant for 
a job could charge and get a hear- 
ing that he had been discriminated 
against when he or she has not 
been hired and some other appli- 
cant was given the job. 

In other legislation the sale of 
antifreeze would be regulated, with 
the state requiring an application 
by the manufacturer or distributor 
and a fee of $20 for each product 
registered. 

Registrations would be stag- 
gered over a 12-month period un- 
der another bill. Speed law en- 
forcement would make rural 
highway speeds of 65 miles an 
hour the absolute limit, 

Finally, another proposal would 
place a county identification on li- 
cense plates using numbers or let- 
ters. State Secretary Mike Holm 
said distribution would be a costly 
and complicated system. 


Duryea to Direct 
Auto Exposition 


In Philadelphia 


PHILADELPHIA. — Directors of 
the Philadelphia Automobile Trade 
Assn. announce that M. J. Duryea 
will direct the automobile show 
scheduled here June 13-18 at the 
Commercial museum. 

Duryea is president of the An- 
tique Automobile club of America 
and the son of Charles Duryea, 
automotive pioneer. 

The show will be a golden jubi- 
lee event to honor E. B. Gallaher’s 
invention of the Keystone Quadro- 
cycle and Keystone Wagonette in 
1898, b 

PATA is taking part in the show 
because of the interest shown by 
its members to questionnaires on 
the feasibility of holding such an 
exposition. 

The Antique Automobile club 
will join PATA to sponsor the 
show. All auto manufacturers, as 
well as firms in such allied fields 
as petroleum products and auto- 
mobile accessories, are expected to 
be represented. 


Spotlighting British Cars 





ALL-STEEL STATION WAGON BY AUSTIN—Called the Countryman, the above 40-horse- 
power model carries six people with luggage or two people and 1,150 pounds of goods. 





MIAMI SAFETY DIRECTOR'S CAR—Waco Motors, Miami, has been appointed b 
Nuffield Organization of England as distributors of 


the 
MG cars for Florida, Georgia, Alabam 


and eastern Tennessee. The model pictured was the official safety director's car for th« 
recent All-American Air Maneuvers and was furnished by Waco. 
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automobile show 


exhibition space still available... 


May 6 is opening day for the first truly national automobile show 
since before the war. On that date the June Esquire will ride low, wide and 
handsome — like your latest model — into more than 700,000 upper-income 


homes of America’s best car-buying families . . . will be read 


by well over 7,000,000 car-conscious individuals. 


Center of interest for the automotive industry in the June issue will be the 
brilliant twelve-page Esquire Automobile Show, created as a labor of love and dedicated 


to the purpose of showing the importance of the automobile in the pursuit of good living. 







Previous Esquire features have been acclaimed by readers and 

‘ advertisers alike. They cover a wide range of masculine interests 

and exert a powerful influence on. the nation’s buying habits. Now, 
the June Esquire is the signal for the automotive industry 


to step into the sales spotlight. 


The whole issue is your ideal showroom, appointed in the luxurious Chicago 
Esquire Building 


Esquire manner. And while time is running out, there’s still an Chicago 1, Illinois 


opportunity for you to reserve space. A call to any of the Esquire Detroit 
417 New Center Building 


offices listed below will put your show on the road! 
Detroit 2, Michigan 


Ea.quuce 


The Magazine For Men 


New York 
366 Madison Avenue 
New York 17, New York 


© Esquire, inc. 
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AUTOMOTIVE WASHINGTON 


Ask U.S. Aid Growth 


Of Rural Businesses 








iness and regulate its profits and 
let labor regulate its own wages. 
Congress has no intention of do- 
ing this and the labor leaders 
know it. 
+. * * 

Anti-Filibustering 

DVOCATES of modified Senat« 

rules contend that the filibus- 
ter, by which a vote can be post- 


By William Ullman 
Washington Correspondent 
ee designed to put federal aid behind a co- 
operative program to develop business and raise living 
standards in Saneatic underdeveloped areas was introduced 
jointly in the Senate the other = by six Democrats. 
The six senators—Pepper of Florida; Murray of Mon- 


poned through virtually unlimited 
debate, prevents the Senate from 
functioning effectively and defeats 
the will of a majority of the 
people. ; 
Opponents contend that the pow- 
er of unlimited debate serves a 
useful purpose. Conceding that it 





CROSLEY REGIONAL MANAGERS MEET—They convened last week at the company's 


Cincinnati headquarters. Attending the meeting president 
extreme right), were: Don H. Smith, assistant sales ma 


Raymond Bennett, Howard Wunker, Newell 


conducted by Powel Crosley jr., 
jer; Harold Lack Richard Bruner, 
utson, James Nelson, Ralph A 


tana; Magnuson of W: ng- 
ington; 


Johnston of South) cial security coverage and increase 


Carolina; Taylor of Idaho, |of benefits, federal aid to educa- 
and Sparkman of Alabama—said/| tion and extension of public power- 
their proposal “would set an exam-/| transmission lines. 


ple for the rest of the world in 
raising the living standards of the 
rural and underdeveloped areas of 
America.” 

Proposed with the tacit approval 
of the administration, the senators 
said, the measure would provide 
federal aid to state and local agen- 
cies, public and private, “to encour- 
age and aid the expansion of es- 


Sailing would appear to be 
fairly smooth for appropriations 
for European recovery (Marshall 
plan), approval of the North At- 


increase 
of the minimum wage, public 
low-cost housing and rent-con- 
trol extension. 


The meager legislative accom- 


jay Barney, 
Jones : 


merchandising consultant; Fred 
sales manager; 


plishments of the first two months 
include only extension of export 
controls, extension of the voluntary 
system of allocating scarce com- 
modities and increase of the presi- 
dent’s salary. 

In a canvass of the situation 
last week, leaders found room for 
optimism concerning the progress 
of the bill to increase minimum 
wages, but said they would have 


Thomas McCabe, Mark J. Henehan, advertising manager; ao Boyd 

Williamson, Edward Brauns, William Dierkes, Sta 
Harvison Holland, Charies Points 
Gerry Swinehart, president of Cari Byoir & Associates: Richard Mosbacker, Clyde 


rown, 
nley E. Kess, 
executive vice-president; 


Lewis M. Crosley 
illiamson. 


to abandon their April 1 goal for 


passage of the new labor bill with 
which they hope to supplant the 
Taft-Hartley act. They declined to 
— a new guess on the passage 
ate. 


* +” 
Double Standard 
THE SITUATION which labor 
leaders would like is one which 
would have Congress control bus- 


* 








*|can and has been abused, some 


advocates of maintenance of this 
rule say that it is a protection 
against ill-advised legislation 
brought about through pressure 
group coercion. 

The contest with regard to the 
change in rules results chiefly from 
plans of Southern senators to fili- 
buster anti-poll tax, anti-lynching 
and anti-segregation legislation. 





AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 








tablished private 
businesses and 
the development 
of new private 
enterprises and 
industry re- 

/gions and areas 

of the United 
Jj States which are 

not adequately 
industrialized.” 
The legislation, 
according to the 
Wiltiam Uliman = six_ senators, was 
offered in congress after consulta- 
tion with the secretaries of agri- 
culture, labor, interior and com- 
merce. 

The program would be operated 
cooperatively by the four executive 
departments through a coordinat- 
ing committee. Unlike a similar 
measure offered in Congress two 
years ago, this bill carried no spe- 
cific funds. Specific appropriations 
would be required to carry out the 
purposes of the measure, the sena- 
tors said. 
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Export Insurance a 
Two OF the same group, Sena- r ' 
tors Pepper and Murray, also 


introduced separate legislation at 


ae 
the same time aimed at giving 


American small business an oppor- a \ N * Val TH 


tunity to participate on a large : ; — 
scale in the country’s export busi- ~~ : 
ness. 


Their plan would provide an ex- 
port insurance system to be oper- 
ated by the Export-Import Bank. 

The Export-Import Bank would 
be authorized to issue $100,000,000 
of insurance capital stock to in- 
sure export sales made to foreign 
countries by American exporters 
“particularly small and medium 
sized firms.” 


Under the present law the Ex- 
port-Import Bank can make 
loans to exporters, but the sena- 
tors pointed out that only a very 
few of them ever receive loans 
and then only those who are very 
large exporters. Their insurance 
plan, the two Democrats said, 
would enable small concerns to 
engage in export business with a 
reasonable chance of success. 

The bill for development of rural 
and other areas of the U. S. would 
be directed particularly to those 
parts of the country “where work- 
ers over an extended period of 
time have beeen in excess of the 
number that can be employed effi- 
ciently on farms or in existing en- 
terprises, where there is insuffi- 
cient industrial, commercial and 
service businesses to provide stable 
employment for the workers.” 

* ~~ * 



























wanted you tobe able to have it fixed economically. 

They knew you wanted a car that lets you drive 
without shifting. So here is Fluid Drive with Tip 
Toe Hydraulic Shift, with a record of billions of 
miles of carefree, effortless driving. Drive this 
better way just once and you'll never go back 
to the old way again. 

No matter what car you now own...no mat: 
ter what you thought you were going to buy... 
ask your dealer to show you every new feature 
of this new De Soto. Compare it with any other 
car... at any price. Then decide. 


The new De Soto on Display March 5 . 


DE SOTO DIVISION, CHRYSLER CORPORATION 


... instead of you having to fit the car. 

That meant a lot of things. It meant a car you 
could walk into, not wriggle into. It meant a 
lower car without stealing your head-and-hat 
room or cutting down on your road clearance. 

It meant a steering wheel that didn’t cramp 
your style or hit your knees. It meant more leg 
room for all ... mot less, It meant not 
only a bigger windshield and windows, but luxu- 
rious chair-high seats so that you would have 
more real visibility . . . not less. 

They wanted you to have a handsome car 
without having to rebuild your garage. They 
wanted you, if , to be able to change a 
tire. And if someone did dent your fender, they 


Here is what thoughtful 
people everywhere have 
been looking for... and 
hoping for! 

Here, at last, is a new 
car that gives you all the 
best features of advanced 
modern design without de- 

ing a single sacrifice in your family’s com- 
jee Sie It’s the new De Soto! 

The and artists who designed it 
Ramdh 2 werd they wanted ...and what they 
didn’t want! They wanted you to have a car that 
would be a joy to look at and a thrill to own. 
But they also wanted a car designed to fit YOU 


Truman’s Program 


AT THE moment, prospects ap- 
«~*% pear to be dim for the Presi- 
dent’s suggested $4 billion tax in- 
crease, the compulsory health-in- 
surance project, standby controls 
over wages and prices, transfer of 
the Mediation and Conciliation 
service from the NLRB to the De- 
partment of Labor and universal 
military training. 

A list of other items on which 
the administration may have to be 
content with only a part of what 
it is asking includes repeal of the 
Taft-Hartley act, expansion of so- 
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LOS ANGELES.— This nation 
and particularly the young men 
of this nation, have a ‘tremendous 
opportunity” for progress in the 
field of distribution, said Benson 
Ford, Lincoln-Mercury general 
manager, in a speech last week 
to the Los Angeles junior chamber 
of commerce. 

Distribution is deserving of 
special attention for two rea- 
sons, Ford said. First, 60 cents 
of every consumer dollar repre- 
sents cost of distribution. Sec- 


Spiller Is Now Sole Owner 


Of Springfield (Ill.) Deal 

Hal D. Spiller is now sole owner 
of Hal Spiller Motors (Packard), 
230 S. Grand Ave., Springfield, Ill. 

Personnel will include the follow- 
ing: Edward H. Thayer jr., sales 
representative; Paul L. Smith, serv- 
ice superintendent; Clarence H. 
Call L C. Riffey and Richard 
L. Daniel, mechanics. 


resents a brilliantly 
styled new car... 


The car designed with you in mind! More 
real beauty...more real room...more real 
visibility...Jets you drive without shifting! 


New Field to Conquer 


Benson Ford Sees Many Opportunities for Youth 
In Field of Distribution 


ond, the country’s distribution 
was affected more se- 


math than “perhaps any other 
element in our economy.” 

Ford noted that the country’s 
production facilities were used to 
the full throughout the war but 
“the distribution machinery of the 
country was either put out of bus- 
iness by war or weakened by oper- 
ating under the special conditions 
of a seller’s market after the war.” 

“I hate to give war credit for 
anything,” Ford said, “but it seems 
to me it has presented us with an 
opportunity to tackle the whole 
problem of distribution with a new 
freedom. We have a relatively clean 
slate. In many areas we can begin 
afresh without first clearing away 
any old structures.” 

Distribution must be considered 
as a science, Ford said. A study 
must be made of the factors 
which make the local distributor 
successful, he added. 


The problem is one of the forces 






which has led to a program of de- 
centralization on the part of many 
big companies, the L-M executive 
declared. 

“The Ford Motor Co., for exam- 
ple, expects to be spending $50,- 
000,000 in California alone when we 


are able to buy here all that we’ 


want to buy,” Ford said. 

The field of distribution is a 
challenge to young men but Ford 
also thinks it is one of five “jobs 
ahead of us.” 

The other four tasks, according 
to Ford, are: 

1. Learn to think politically—to 
understand the public interest. ° 

2. Approach the eternal prob- 
lems of peace, security, and tol- 
erance with fresh viewpoints and 
vigorous, new solutions. 

3. Strike a better balance be- 
tween the moral and the material 
in our daily lives. 

4. Think internationally—learn to 
speak the languages of other peo- 
ple, literally and figuratively. 

Ford cited the improvements in 
the nation’s standard of living in 
the past four decades and empha- 
sized that the country has “not 
reached some plateau” that it has 
“not hit a ceiling.” 

Ford cautioned his listeners that 
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TAKES INTERNATIONAL TRUCK POST IN OHIO—C. L. Sears was installed as district 
manager, motor truck sales, in the Columbus (O.) district for International Harvester 
Co. recently. Left to right: Nester Hites, general line district manager, Columbus; L. W. 
Pierson, assistant sales manager, motor truck division, International; Laird Hanson, East- 
Central regional manager; Sears, and J. L. Teach. Teach, the former district manager, is 
being transferred to New York to take the newly created position of manager of national, 
fleet and industrial sales. Sears was formerly assistant district manager at the Baltimore 


Cadillac Sets Up 
Integrated Public 
Relations System 


DETROIT.—Cadillac General 
Manager John F. Gordon last week 
revealed the establishment of a 
centralized public relations pro- 
gram in Detroit’s oldest automo- 
bile firm. 

(It is rumored that a similar 
setup will be followed in other GM 
divisions). 

Gordon assigned the new pro- 
gram to Cadillac’s personnel divi- 
sion under the direction of J. M. 
Roche, who has served the division 
as director of personnel since 1943. 
Roche will continue to report di- 
rectly to the general manager. 

Gordon said: “Combining em- 
ploye, public and community rela- 
tions under centralized direction 
achieves a logical combination of 
interrelated functions, and. shifts 
the activity to its proper perspec- 
tive in organizational matters. It 
is hoped that, by establishing this 
closer tie, greater unity will result 
in all phases of Cadillac’s activity 
in which our employes, manage- 
ment, customers and the commu- 
nity have a mutual interest.” 

“Through this consolidation of 
functions,” continued Gordon, “we 
will be in a position to make more 
readily available information con- 
cerning developments at Cadillac 
which are of interest to everyone 
in our local community and 
throughout the nation.” 

Roche joined Cadillac at its Chi- 
cago branch in 1927. He joined the 
factory sales organization in 1931 
and served successively in Boston 
and New York, being recalled to 
the factory in 1933. In 1935 he be- 
came head of a national business 
management department, which 
position he held until his appoint- 
ment as director of personnel. 


Federal Boosts 


Brown in Sales 


DETROIT.—Elevation of William 
H. Brown to assistant general sales 
manager has been announced by 
Carl Loud, gen- 
eral sales man- 
ager, Federal Mo- 
tor Truck Co. 
Brown will as- 
sume direction of 
field sales person- 
nel and dealer ac- 
tivities in the 
New York area. 

Since 1945 
Brown has served 
as manager of the a 
company’s New Wm. H. Brown 
York branch, He will continue his 
duties as manager of the branch 
in addition to his new assignment 
and will maintain headquarters at 
the company’s branch offices at 250 
Hudson St., New York. 


Nunn Heads Up 
Nashville Assn. 


NASHVILLE.—Otto Nunn, presi- 
dent of Hippodrome Motor Co. 
(Ford), has been elected president 
of the Nashville Automobile Dealers 
Assn., succeeding Eugene Frazer of 
Frazer Motor Co. 

R. N. Parish of Beamer Motor 
Co. (Dodge-Chrysler) was elected as 
vice-president, and O. W. Dresslar 
of Dresslar-White Motor Co, (Chev- 
rolet), was elected secretary-treas- 
urer, 





they “have an eternal responsibil- 
ity to improve—to get out new and 
better models—to find better ways 
of tackling all of our social and 
other problems from security to 
low prices—from depressions to 
productivity —from prejudice to 
world peace.” 
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Keller Progress Report 


New Company Banking on Low-Cost Methods 
To Succeed in Changed Market 
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(Continued from Page 2) 


prices, it gives the range of $895 to 
$1,245, F.O.B. Huntsville, Firat 
models to be produced wil] be in 
the higher-price range, the Super 
Chief station wagon at $1, and 
the Chief station wagon at $1,195. 
The Super Chief station wagon is 
listed at $1,045 and the Chief at 
aa The package car is listed at 


To these prices would be added 
taxes, equipment, transportation 
and license fees. 

Thus, the cheapest of the first 
Keller models would be about 
$200 less than the cheapest of the 
present popular-priced lines, and 
about $900 less than station- 
wagon models of those lines, most 
of which are of steel now, 

Price comparisons between cars 
actually in production and new- 
comers shooting at a goal are, of 

course, unrealistic, since the new- 
comer hasn't had cost experience 


on his operation. The only purpose 






is to give an idea of what market 
the newcomer is shooting at. 

The Keller station wagon seats 
five, has a 90-inch wheelbase, a 
four-cylinder, 49 horsepower engine, 
is 172 inches long and weighs 2,200 
pounds, 

H. Christa Smith, owner of a ma- 
chine tool and equipment firm, was 
recently made president of Keller 
Motors, and Keller was elevated to 
chairman of the board. 


* * * 


Tri-Wheel Stockholders 


Seek Operating Plan 


OXFORD. N. C.—Stockholders of 
Tri-Wheel Motor Corp. have given 
President C. D, Gill until March 11 
to prepare an inventory of the com- 
pany and to devise some plan for 
resuming operations. 

Tri-Wheel Motor-Corp. was 
formed some 18 months ago to 
manufacture a three-wheel auto- 
mobile, Thrift-T, designed as a light 
delivery unit. A spokesman ex- 
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TO THE VICTORS BELONGS FUN—Ford Motor held a Victory banquet in honor of the 
ind service record in the Cleveland region. More than 464 dealers, 


outstanding sales a 








arts 


and service managers and quests attended and then saw the Golden Gloves boxing cham- 


pionships sponsored by the Cleveland Plain Dealer. 


plained that the company, beset 
with delays and difficulties occa- 
sioned by industrial strikes, pro- 
duced only a few units before 
finances were virtually exhausted. 
Meanwhile, Gill has been busy for 
some time attempting to effect a 
reorganization of the corporation. 








Hickey Heads Sales 

John D. Hickey has been ap- 
pointed new-car sales manager at 
South Park Lincoln-Mercury Sales, 
Inc., 2375 S. Park Ave., Buffalo, it 
is announced by Harold A. Martyr, 
treasurer and general manager of 
the firm. 


[AMP 





TIE IN WITH OUR BIG NEW 
ADVERTISING CAMPAIGN TO 
e MAKE EXTRA PROFITS 


You can’t miss making extra profits with an 
ad campaign like this! Big, colorful ads in The 
Saturday Evening Post and Collier’s will reach 
your own customers in your own fieighbor- 
hood. Appearing in March, April and May, these 
ads are timed to pre-se/l your customers on light- 
checking jobs and General Electric lamps right 
at Spring changeover time! 





MAKE SURE YOU CHECK THE LIGHTS 
OF EVERY CAR LEFT FOR SPRING 
e CHANGEOVER SERVICE 


It’s quick! It’s easy! It pays off! One out of six cars 
needs at least one essential lamp. You find the burnout 
and you've got a sale! Stock up now for extra sales 
with an extra supply of America’s best known and 
most wanted auto lamps . . . General Electric. 


USE GENERAL ELECTRIC’S DIS- 
PLAY PACKAGE TO GET MORE 


* CUSTOMERS 


WE HAVE A 
COMPLETE LINE OF 


Eye-catching door and window banners, atten- 
tion-getting display card, steering wheel memo 
card, ad mats and sure-fire tie-in ideas—they’re 
all in General Electric’s point-of-sale package. 
They'll help you bring in more customers, sell 
more General Electric lamps. Be sure you use ’em! 





GENERAL @&@ 


ELECTRIC 





Dealers toll me .. .| 


(Continued from Page 3) 


net of 2 percent on sales was tix 
usual expectancy. In revealing thi 
profits, Orr explains that they are 
given after all taxes, including 
income tax, is deducted. Uncle 
Sam, the man with the long whis- 
kers, is always hanging around 
for the first cut. 

On this basis Orr’s profit on new 
cars has been $87.88 per unit. On 
used cars $57.46. Profit per man 
per month in the shop is $39.25 
But to make such profit, the owner 
has had to risk a $200,000 invest- 
ment. 

I am sure that any dealer 
would benefit, as Orr does, by 
taking his workers into his con- 

fidence, by keeping them fully 
informed, by selling each indi- 
vidual on his importance, by re- 
vealing that security and perma- 


| mence are dependent always on 


the cooperation of each. 

An automobile dealer, even a 
large one, is a comparatively small 
unit. The boss can know every in- 
dividual on his staff by their first 
name. He can know a lot about 
the family of each, their trials and 
tribulations, and aspirations. He 
has a better chance to get coopera- 
tion than the larger institution. 

Harmony can be inspired by at- 
titude of mind. And where har- 
mony prevails, an organization 
clicks. Each member of such a staff 
is an independent operator cooper- 
ating with others for the realiza- 
tion of a common ideal. That com- 
mcn ideal is to do what automobile 
| owners want done promptly, intel- 

ligently and economically. No set 
of circumstances can ever stop 
| such an operation. 


NADA Executives 
Meet March 29 


WASHINGTON. — The executive 
committee of NADA will meet here 
March 29-30 to discuss major prob- 
lems of the association and the 
industry, it is announced by Presi- 
|dent George F. Ziesmer. 

Ziesmer recently spent several 
days at NADA headquarters con- 
ferring with staff officials on cur- 
| rent issues. 


Spring Pi 
opting Pleeup? 


In Portland, Me. 


PORTLAND, Me.—Portland au- 
tomobile dealers staged their tra- 
ditional annual open house Wash- 
ington’s birthday with thousands 
of persons visiting the city’s show- 
rooms throughout the day. 

The event, long observed in Port- 
land and Boston, was discontinued 
during the war years and revived 
in 1948, 


Brisk business was reported by 
many along automobile row. 


While dealers said many of the 
visitors were “only looking,” others 
were buying. The majority of deal- 
;ers reported that from 10 to 20 
firm orders for new cars were 
taken during the day, thus bolster- 
jing sales averages which had 
| Slacked off here the last month 
Used-car sales also were active 


Vanishing Ink Used 
In New-Car Theft 


| ST. LOUIS. — Automobile dealers 
throughout the nation have been 
alerted to a new method of swindle 
by St. Louis police following the 
arrest of a man who was charged 
with violation of the Dyer act. The 
prisoner, Irvin O. Haney of Hous- 
ton, Tex., was arrested when he 
complained to local police that his 
companion, for whom a search was 
continuing, abandoned him in a car 

| that was stolen in Houston. 


An investigation revealed that 
|Haney gave a $250 down-payment 
|check to Howard Loar, a Houston 
| dealer, on a new car. When Loar 
|took the check to the bank to de- 
posit it, he discovered it had been 
written with vanishing ink and 
was blank. 

In the meantime, Haney and his 
companion, who had taken the «ar 
for a trial ride, never returned. 
Haney admitted being one of ‘he 
two men and said after he reaclied 
St. Louis he and his companion 
quarreled, the latter drove away 
and he complained to police. 
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66% of Country Gentleman formers 
own tractors — nearly double the 
national farm average. The 
Brubakers, Country Gentleman fam- 
ily of Pennsylvania, have 4 tractors 
plus corn picker, hay baler and other 
mechanized equipment. 


Automobiles average 103.2 per 100 Country 
Gentleman families—and they get constant 
use on shopping trips, vacation travel, social 
and community work by active families like 
the Morrisons, Country Gentleman readers 
of Washington. 
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42.2% of Country Gentleman formers own 
trucks—a 63% increase since 1940. Big 
trailer trucks haul oranges to market for the 
Lesters, Country Gentleman subscribers of 
Florida. They own 3 trucks, 2 tractors, 
trailer. . 


: ta in Rural America. automotive 


power is more than a convenience 
—it is a necessity. And the farmer 
needs more of it. His daily work and 
living require hauling plus .tractor 


power as well as transportation. 


This 3-unit market offers your best 
opportunity for expanding automotive 
sales—tractors, trucks, automobiles... 
and the parts, fuel and lubricants to 
operate them. It is a rapidly growing 
market, for every month the revolu- 
tion in agriculture is mechanizing more 


and more farm operations. 
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Mechanization is spreading fastest 
among the most efficient and prosper- 





ous farmers—the progressive type of 





farmers who read Country Gentleman. 


Its 2,300,000 circulation is concen- 
trated among the “top half” group 
which gets 90% of all U.S. farm income. 


Remember this when you plan your 
advertising investment: The highest- 
powered people in the country read 
Country Gentleman... and no other 
kind of magazine reaches them effec- 
tively. That is another reason why 
Country Gentleman is 5th among all 


magazines in automotive advertising. 


turn to Country Gentleman 
for Better Farming, Better Living 





DEALER COLLECTS 20 TONS OF SCRAP—Cooperating in the program of Chevrolet deal- 
ers to collect scrap metal for steel mills, Whitehead Engineering Corp., Fairburn, Ga., has 
turned over more than 20 tons of metal to A. F. Smith Co. of that city. Shown in group 
with the most recent shipment of metal are (left to right) drivers for the hauling company; 
Verlyn Smith, vice-président of the dealership; J. J. Smith, production manager, and G. W. 
Whitehead of Whitehead Engineering. ° 


Whether you need a man or a hard-to-find part, AUTOMOTIVE NEWS WANT ADS 
will do the trick! 


WT 
WLM AB 


Bendix 
Hydraulic Power 
Steering 


Bendix-Weiss 
Constant Velocity 
Universal Joint 


Centermount 
Emergency 
ond Parking Brake 
for Buses 
and Trucks 


HYDROVAC IS 


Everything truck operators look for in power braking, 
they find in greater degree and for less cost in the 
Bendix Hydrovac*. It gives them easier, smoother, 
quicker stops with less physical effort. A record number 
of Hydrovac installations—over 2,000,000 at present— 
bears out this claim. Ask the man who uses Hydrovac 
about its performance . . . ask the man who services it 





FOB FACTORY 
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Complicated Angles 
In Steel Deal 


(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 


By A. H. Allen 


IN Kaiser-Frazer suddenly turned up as the new 

owner of Cleveland No. 5 blast furnace late last year, 

the question most frequently asked in the trade was how 
the big furnace ever could be untangled from property and 


facilities of Republic Steel 
Corp., which has operated the 
unit since its construction 
during the war. Obviously Repub- 
lic, after missing out on an oppor- 
tunity to acquire the WAA prop- 
erty itself (probably because it was 








trying to negotiate what the WAA 
regarded as too cut-rate a deal) 
would not be disposed to turn over 
docks, rail spurs, storage space and 
other accessories required to oper- 
ate the 1,200-ton-per-day iron mak- 
er to the new owner. In turn, K-F 


BUILDERS OF THE BASICS OF 


BETTER MOTOR VEHICLES 


Bendix* Brakes 
for Buses, 
Trucks, and 

Passenger Cars 


Bendix 
Vacuum-Power 
Gear Shifter 


FIRST CHOICE! 


about the upkeep . . . and you'll see why Hydrovac is 
first choice! This preference indicates the value of in- 
cluding Bendix Hydrovac power braking in your orig- 


inal equipment specifications. 


BENDIX PRODUCTS DIVISION of 


SOUTH BEND 20, INDIANA 


Export Sales: Bendix International Division, 72 Fifth Avenve, New York Il, N. Y. 


*REG. U.S. PAT. OFF. 


aviation Prd 








would have had to spend a good 
many million dollars to set up new 
facilities, and then would have ha 
nothing more than a substant 
tonnage of basic or steel-makin; 
iron and no ready way to conver 
it to finished steel. 

Upshot was that Republic and 
K-F finally got down to some seri- 


|}ous dickering and ultimately 


okayed a five-year agreement by 
which Republic will continue to 
operate the blast furnace and giv 
K-F an option on 12,000 tons of 
iron a month, or 
about one-third 
of the furnace’s 


capacity. 
On top of this, 
however, Repub- 


lic will start im- 
mediately the 
construction of a 
new open-hearth 
Pa furnace at one 
iy end of its pres- 
A. H. Allen ent Cleveland 
battery, mean- 
while stepping up capacity of its 
blooming and slabbing mills, and 
also of certain equipment involved 
in cold-rolling sheets. The work 
will be completed by mid-July, it 
is hoped, giving K-F 7,000 tons of 
cold-rolled a month starting in 
August, at market prices. 


Interestingly enough, the ar- 
rangement cost K-F a cool §$2,- 
375,000 in the form of a “con- 
tribution”—that is, the money is 
not returnable, nor will steel pur- 
chases be credited against it. 

If, for example, K-F should take 
400,000 tons of sheets out of the 
Cleveland plant over the next five 
years, its contribution to the ex- 
panded steel-making and rolling 
facilities would figure out to a pre- 
mium of around $6 per ton. This 
does not appear too bad, except 
that five years is a long time to 
be planning ahead in material pro- 
curement. Incidentally, there is 
probably something like one ton 

of cold-rolled sheet, gross, in a 
typical passenger car. 
o 


Enough at Present 


-F HAS been receiving 7,000 

-tons of sheet a month from 
Portsmouth Steel Corp. on the 
basis of a contract negotiated 
three years ago and calling for a 
price above the current market. 
Unsuccessful attempts were made 
to have this price trimmed, and 
the Willow Run manufacturer will 
be glad to see it terminate June 
30. The fact that 30 days or more 
will elapse before any sheets are 
coming in from Cleveland is not 
causing too much concern now, 
because K-F has been taking in 
more steel than needed in recent 
months; in fact, has been selling 
some tonnage to other companies 
in the automotive and parts in- 
dustries. 

In passing, it might be noted 
that the funds being supplied by 
K-F for the construction work at 
Republic Steel by no means cover 
the entire cost of the project. The 
open-hearth melting furnace alone, 
it is reported, will run to better 
than $2,500,000. 

Concurrently, the auto maker 
has entered into a 15-month 
agreement with Allegheny-Lud- 
lum Steel Co., Brackenridge, Pa., 
for 4,000 tons of steel ingots 
monthly, to be poured from steel 
melted in a 60-ton electric fur- 
nace now under construction and 
scheduled for operation by July 1. 
This contract is said to be of a 
fairly complicated nature, involv- 
ing the rolling of some of the 
ingots by Allegheny and the sup- 
ply of scrap for melting in the 
furnace by Kaiser-Frazer, along 
with a number of other factors 
relating to funds, etc. 

The Willow Run producer is re- 
ceiving limited tonnages of fin- 
ished steel from at least two of 
the larger mills under allocations, 
and continues to operate open- 
hearth furnaces at the recently- 
acquired Phoenixville (Pa.) mill. 

Some trade sources are specu- 
lating over what K-F is going to 
do with all the steel tonnage now 
at its command. A lively resump 
tion of new car demand in the 
next three months would answer 
these speculations, of course. 


H. & E. Motors 


A business name has been filec 
in the Erie county clerk’s office fc 
H. & E. Motors, Dodge Rd., Get: 
ville, N. Y., by Harry E. Muck j: 
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ow could any girl make a grand entrance in the dark of night? 
{ small thing, perhaps, to a man, but very important to a woman. 


Some Sir Lancelot was wise enough to pass the word along, and now he helps his lady 


over a well-lighted path into new-found luxury. The sum of important little things has 


often added up to a sale, so be sure women recognize important little things about 


your automobile by advertising to them—in the magazine many more women buy and believe in 


lads’ hme JOURNAL 
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Threat to 


ALBANY, N. Y.—A bill which 
would make it “most difficult” for 
purchasers other A 
credit risks to buy used cars on 
credit and which would eliminate 
dealer participation in installment 
sales is under fire here from the 
New York State Automobile Deal- 
ers, Inc. 

The 


duced by Senator McGovern, 

Lending agencies have assured 
the dealers that such agencies will 
not be able to buy used-car paper 
at the limited rate fixed by the 
present bill. Certain amendments 
to the bill are understood to be 
under contemplation at this time, 
the association declared. 

Dealers who testified before the 


committee as to the “insufferable | Johnson, 


effects” the bill would have on 
their business included the fol- 
1 . 


S. J. Reynolds, Reynolds Mo- 


N. Y. Bill Would Block Mass Buying, Cut Dealers 
From Loan Participation, NYSAD Says 
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U.C. Sales 


Van Curler Motor Co., Schenec- 
tady, and A. L. Sleeth, Sleeth 
Motors, Syracuse. 

Joseph Besch jr., counsel, has 
been representing the association at 
recent hearings. 


Four Auto Dealerships 


Chartered in Texas 


Records in the office of the Texas 
secretary of state show the incor- 
poration of four automobile firms 
as follows: 

Earl Green Motors Co., Houston, 
by A. H, Gordon, Sophie Hersk and 
Evelyn Pfeffer with $1,000 capital 
stock; Highland Chevrolet Co., 
Junction, by J. 8. Farmer, Cornelia 
Farmer and Albert Martin with 
$26,000 capital stock; Johnson Nash 
Co., Brownsville, by Clayton D. 

Charlies T. Smith and 
Frank Clark with $50,000 capital 
stock, and Ledlow-Adams Motor 
Co., San Antonio, by J. H. Ledlow, 
P. J. Adams and Welthia Faye 


tors, Syracuse; James Clarkeson, | Ledlow with $100,000 capital stock. 










Auto-Lite Reports 
Six Makes Using 
Resistor Plugs 


TOLEDO.—The new Resistor 
spark plug has been adopted as 
original equipment on four passen- 
ger automobiles and two trucks, it 
is announced by Royce G. Martin, 
president of Electric Auto-Lite Co. 

The wide-gap spark plug, which 
features a built-in 10,000 ohm re- 
sistor, results in improved gaso- 
line economy, smoother idling, in- 
creased electrode life and reduced 
television-radio interference when 
used in place of conventional, nar- 
row-gap plugs, the company states. 

The result of research by Auto- 
Lite engineers, the plug is claimed 
to be a major advance in automo- 
tive electrical equipment. The de- 
sire to eliminate interference with 
radio and television reception was 
one of the motivating influences 
behind its development. Tests 
prove, it is said, that the plug 
reduces spark plug interference 
with reception to completely ac- 
ceptable levels. 


Want to Buy or Sell something? Try 
AUTOMOTIVE NEWS Want Ads! 





AFTER ECONOMY RUN—Following what is said to be a record-setting 
Miami in a 1949 Nash Ambassador with automatic overdrive, "Cannon 


run from Boston to 
Bali’ Baker (left) 


and Harry Stanton, official observer on the run and Boston Globe auto editor, are wel- 


comed in Florida. 


Suburban Buick Opens 
Its New Building 


A new showroom and service de- 
partment has been opened at 3941 
California Ave., Bellevue, Pa., by 
Suburban Buick. Willis F. Reith- 
miller is president. 

The new center has display space 
for three cars and 30,000 square 
feet in the service department. 
There are parking facilities for 50 
automobiles. 


BEST SELLER for ‘49 


Marketing Data for Advertisers 


The Plain Dealer Market Survey 
Department has compiled factual 
market data for your use. This in- 
formation, valuable in appointing 
and locating dealerships, as well as 
assisting in establishing sales quotas, 
is available upon request. Call or 
write today for an appointment to 
receive this individualized service. 


ALL BUSINESS IS LOCAL 





* Greater Cleveland plus 26 adjacent counties with 141 prosperous cities. 


Akron, Canton, Youngstown not included. 


CLEVELAND 


That’s the Cleveland Plain Dealer...a leading factor in the 

maintenance of the high new car sales record of the tremendous Cleveland 
2-in-1* market, shown above. Year-in and year-out, the Plain Dealer is 
among the top metropolitan newspapers of the nation in passenger 

car advertising. No matter what make or model car you sell, you’re 

assured full coverage of a leading market when you advertise to this great 


car-buying public... the readers of the Cleveland Plain Dealer. 


PLAIN DEALER 


Cleveland’s Home Newspaper 


A. S. Grant, Atlanta 


Cresmer & Woodward, Inc., New York, Chicago, Detroit, San Francisco, Los Angeles 









Nash Cladene 
Boston-Miami 


Record Run 


MIAMI. — “Cannon Ball” Baker. 
veteran automobile test driver, last 
week established a 1949 stock car 
record run from Boston to Miami, 
covering 1,595 miles at 26.5 miles 
per gallon of non-premium gasoline, 
it is claimed by Nash Motors. 


Designating the trip as a com- 
bined safety and economy run, 
Baker said that all local speed and 
traffic laws were observed. In the 
11 states through which he passed, 
highway speed postings ranged 
from 10 miles per hour in school 
zones to the 60 on Florida high- 
ways, the highest speed permitted 
mae — state on the Atlantic sea- 


Driving a stock 112-horsepower 
Nash Ambassador four-door sedan 
equipped with automatic overdrive, 
Baker and two passengers left Bos- 
ton Feb. 22 at 9:55 p.m. and arrived 
at Miami at 4:35 p.m. Feb. 25, Nash 
states. 

The total elapsed time was re- 
ported as less than three days. The 
actual running time of 43 hours, 13 
minutes, averaged 36.9 miles per 
hour, according to Nash. 

Accompanying Baker were two 
passengers, Harry Stanton, Boston 
automotive editor acting as official 
observer, and a member of the 
Nash public relations staff. 

All gasoline used during the run 
was regular non-premium fuel of 
various brands purchased at road- 
side service stations. To secure an 
exact measurement the fuel was 
measured into cans whose accuracy 
had been certified by the common- 
wealth of Massachusetts, it is said. 

Total gasoline cost of the 1,600- 
mile trip was $15.30, Nash said. 


SAE to Hear 
How Atom Works 


To Improve Fuel 


DETROIT. — Phenomena of nu- 
clear fission have been put to work 
to improve fuels, lubricants and 
automotive engine parts, two re- 
search experts from California will 
disclose Tuesday (March 8) at the 
National Passenger Car, Body, and 
Production meeting of the Society 
of Automotive Engineers here. 

P. L. Pinotti and E. J. McLaugh- 
lin, researchers for California Re- 
search Corp., Richmond, Calif., will 
explain how fuels and lubricants 
are activated with products of nu- 
clear fission in an atomic pile. 

When, for example, piston rings 
are irradiated for wear tests, meas- 
urements can be completed in from 
two to four hours. Usually such 
wear measurements require several 
hundred hours of work. 

Much smaller samples of fuels 
and lubricants are needed than for 
the more laborious method, and dis- 
assembly of engines between tests 
is not required, they will point out 

The Californians will warn that 
special precautions must be taken 
when handling the activated parts 
and oil, however. The SAE meet- 








|ing is scheduled for March 8-10 at 


the Book-Cadillac hotel. 


N. Y. City Assn. Meets 


Mev 3 at Waldorf 

NEW YORK.—The Automobile 
Merchants Assn. of New York wil! 
hold its annual dinner May 3 at 
the Waldorf-Astoria hotel, it wa 
announced here last week. 

Further details will be publishe: 
by the association at a later dat« 
it was said. 
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The median income for Better Homes & 
Gardens subscribers is, in round numbers, 


$4,000 against the national median of 


$2,800. 


34% of BH&G families are in the $5,000- 


and-over class against 16% for the country. 


Obviously, income counts when youre sell- 


through - 


Beller [lomes 








ing a major investment, like a car. What 
other magazine gives you as high an income, 
plus a volume circulation of over 3,000,000, 
plus readership from husbands and wives 
together ? 

Note: Exact median income figures: $3,995 for BH&G; $2,811 
for the U. S. total. Figures on BH&G subscribers are from a name 
matching project and special tabulations made by the Bureau of 


the Census, based on the April 1947 ‘‘Survey of Population, Labor 
Force, and Housing.” 


Mts 


and Gardens 
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where theres monev to buy 








Atkinson Gets Fabrics Post 


At Chicopee Division 

George V. Atkinson has been ap- 
pointed manager of the decorative 
fabrics section of Lumite division, 
Chicopee Mfg. Corp., it is an- 
nounced by J. Ferrell Nicholl, gen- 
eral manager of the division. 

Prior to joining Chicopee, Atkin- 
son was associated with the du- 
Pont Co. in Arlington, N. J. He 
served in specialized sales develop- 
ment section and as a _ project 
maintenance engineer. He was also 
a senior supervisor of the duPont 
Hanford, Washington T, W. X. op- 
eration. ad 


Gahring Elected New Head 


Of Russell Carburetor 


George Gahring, Sedalia, Mo., has 
been elected president of Russell 
Carburetor Co, at Garland, Tex. 
Gahring succeeds James J. Brophy, 
resigned. 

Russell directors also elected two 


board members: Robert Yonash, 


production engineer of Interna- 


ie 


Auto Personnel 
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tional Tractor Co., and L. W. Over- 
street, former sales representative 
of Russell Carburetor. 

7 « + 


Harmic Appoints Two 
M. A. Silverman, sales manager of 
Harmic Mfg. Co., Somerville, Mass., 
has announced appointment of two 
sales representatives to handle the 
company’s line of soldering equip- 
ment. Walter F. Nelson Sales 
cy, Atlanta, was named to 
handle automotive trade in nine 
southeastern states and Roy J. 
Holsclaw, Denver, was named repre- 
sentative for all classes of trade in 
the Rocky Mountain area. 


McNay District Manager 

©. K. McNay has been appointed 
district manager at Minneapolis for 
U. 8S. Tires division of United States 
Rubber Co., succeeding F. J. Mar. 
ceau, who is retiring from the com- 
pany because. of Hiness. 

* 


Fruehauf Adds Director 


John 8S. Coleman, president of 
Burroughs Adding Machine Co., 


was elected a director of Fruehauf 
Trailer Co. at the annual meeting 
of the trailer firm’s board of direc- 
tors, Harvey C. Fruehauf, president, 
announces. ee 


Conner Is Manager 

Chester F. Conner has been ap- 
pointed manager of the industrial 
products sales department of the 
Industrial and General Products 
division of B. F. Goodrich Co., it is 
announced by E. F. Tomlinson, 
division general manager. 

* 7 oe 


McCarthy Named 





30 YEARS ON THE JOB—A oom Id 
service button was ae to W. C. heer. 
lo 


son {left), Pacific est district manager 
for d Motor, at a banquet in Portland, 
Ore. Making the presentation is E. A. Mar- 


The Controllers Institute of |selus, Ford's Seattie depot manager. Patter- 


America has appointed Edward T. 
McCarthy, vice-president of Casco 
Products Co., Bridgeport, to serve 
on its membership committee. 

* > * 


Rind flish Gets Division Post 


At Universal CIT Corp. 


Gordon L. Rindflish has been 
appointed assistant vice-president 
of Universal CIT Credit Corp. and 
has been named head of the com- 
pany’s Indianapolis division office, 
it is announced by A. O. Dietz, 


dent. 
Rindflish will direct the activi- 


son joined Ford as a clerk in the San Fran- 
cisco branch, and after successive promotions 
became district manager at Seattie in 1939. 


ville, Fort Wayne, Gary, Indian- 
apolis, Muncie, Richmond, South 
Bend and Terre Haute. Rindflish 
joined CIT in 1927 as an insur- 
ance manager, advancing to credit 
supervisor and later branch man- 
ager. 


* * + 


Plomb Names Hawley 
A. L. Hawley, formerly assistant 
works manager of Plomb Tool Co., 
has been appointed works manager 


ties of branch offices in Evans- | of the main factory in Los Angeles, 


You have something to sell. Then Philadelphia is your third largest 
market—the trading area of over four million persons that are in and 
around this city of homes. 


Your problem is how to put your products into these homes. 


The one completely satisfactory answer is: Go home with The 
Bulletin. In this newspaper’s company you call on more than four 
out of five Philadelphia families at the time when they have leisure 
for reading. In the 1700 block of Belfield Avenue, 49 of 50 families 
interviewed read The Bulletin. That’s how it is in Philadelphia where 
The Bulletin goes home, stays home, is read by the entire family— 
evenings and Sundays. ' 


How to go home in Philadelphia 


: In Philadelphia 
+ nearly everybody reads 
+ The Bulletin 


according to C. W. Coslow, vice- 
president in charge of manufac- 


'|turing. Hawley joined the com- 


pany in 1936. 
2 * * 


Ball Gets Safety Post 


Election of Baxter F. Ball, north- 
ern California division manager of 
General Petroleum Corp., to the 
presidency of the San Francisco 
chapter of the National Safety 
Council is announced. Ball has been 


*|@ member of the council’s board of 


directors for the past two years. 
s o * 


Goodrich Boosts Thomas 


Ray Thomas has been named su- 
pervisor in the retail service. super- 
vision department of the Replace- 
ment Tire Sales division of B. F. 
Goodrich Co. Thomas joined the 
company in 1933, as a factory em- 
ployee in the industrial products 
division. 


New Post for Strock 


Appointment of George H. Strock 
to the staff of C. B. Thomas, presi- 
dent of the Export division, Chrys- 
ler Corp., is announced by Thomas. 
Strock has been associated with 
Chrysler since 1922, and served as 
secretary-treasurer of the Export 
division from 1929 to 1935. 

* * os ' 


Feuchter Named 


J. L. Feuchter has been appointed 
service engineer for the Ohio terri- 
tory of Federal Bearings Co., Inc., 
Poughkeepsie, N. Y., it is announced 
by George R. Bennett jr., president. 
Feuchter was formerly sales man- 
ager of the Bearings division of 
Jack & Heintz Precision Industries, 


Inc. 
+ s e 


Brown Retires 
Ford Distribution Head 
For 33 Years 


Leslie V. Brown, who has dis- 
tributed more than one-fourth of all 
motor vehicles produced in this 
country, has re- 
tired after 37 
years of service 
at Ford Motor Co. 

Brown, who has 
distributed 28,000, - 
000 motor vehicles 
as the company’s 
distribution man- 
ager for the past 
33 years, retired 
Feb, 28.- He 
distributed more 
vehicles than any 
other person in the automotive 
business. 

He plans to make his home in 
Miami, where he will “take up a 
hobby, play golf and fish.” His 
successor has not been named. 

* s a 


Ford Names Herschelman 


E. G. Herschelman has been ap- 
pointed assistant resident control- 
ler at the Highland Park (Mich.) 
plant of Ford Motor Co., Alton J. 
Hole, general manager, has an- 
nounced. Herschelman replaces 
John L, Hazebrook, who was named 
resident controller of the Lincoln 
plant. 





* * * 


Ethyl Promotes Faller 


Raymond R. Faller, former man- 
ager of employe relations in the 
Detroit research laboratories of 
Ethyl Corp. has been appointed co- 
ordinator of employe training activ- 
ities in the industrial relations 
department of the company, it is 
announced. His headquarters will 
be in New York. 

a * ” 


Gray Promoted 


S. Floyd Stewart, executive vice- 
president of Leece-Neville Co., an- 
nounces appointment of Robert 
Gray to the post of technical serv- 
ice engineer. Gray, who has been 
with the company for seven years, 
was formerly in charge of the firm’s 
experimental laboratory. 

e ¢ * 


Scott Joins Borg-Warner 


J. B. Scott has been appointed 
quality control manager of Borg- 
Warner Corp.’s Ingersoll Steel di- 
vision plant at Kalamazoo, Mich. 
Scott has been associated with 
General Motors, Packard Motor 
Car Co., Chrysler Corp. and Dodge. 





AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue, 
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Highways & Safety ... 








Municipal User Taxes 
Called ‘Dangerous’ 


| Py~sae taxes, both city and coun- 
ty, levied against highway 
users are beginning to be a “very 
dangerous threat” both to the 
states and to the highway users, 
according to Yule Fisher, assistant 
research counsel 
of the National 
Highway Users 
Conference. 


Writing in the 
February issue of 
Highway High- 
lights, published 
by the NHUC, 
Fisher mentions the battle that 
has been waged against continua- 
tion of the “emergency” Federal 
automotive taxes but points out 
that there has been considerably 
less emphasis on the problem of 
local taxes. 


“Throughout the nation there 
is a surge of increased munici- 
pal taxation,” Fisher claims. Lo- 
cal taxes increased 20 percent 
from 1945 to 1947—a rise of $948 
million in two years, he points 
out. 

Although property taxes are con- 
tinuing to yield the bulk of local 
revenues, Fisher declares, the mo- 
tor vehicle user has not escaped 
the “consideration” of local gov- 
ernments. 

Municipal gasoline taxes are im- 
posed in six states—Alabama, Flor- 
ida, Missouri, Nevada, New Mex- 
ico and Wyoming—with rates rang- 
ing from .1 to 2 cents per gallon. 

. + + 
@‘OUNTY gasoline taxes are im- 
posed in three states, Alabama, 
Mississippi and Nevada. In addi- 
tion, 118 police jurisdictions in Ala- 
bama levy taxes. 

These local taxes are in addition 
to the Federal gasoline tax of 1% 
cents a gallon and state taxes rang- 
ing from 2 to 9 cents per gallon. 


Fisher refers to the various types 
of municipal motor vehicle licenses 
as “equally objectionable” to users. 
He divides municipal motor vehicle 
licenses into two categories: 

First, license fees levied under 
the police and regulatory power 
of a municipality. 

Second, license fees levied under 
the revenue raising power of a 
municipality. 

In either case, local governments 
derive their authority to levy such 
taxes from state legislative enact- 
ment. 





































T.ISHER discusses several meth- 

ods to solving the problem of 
municipal taxation. Among them, 
he advocates seeking repeal of the 
taxes at the municipal level and 


Chrysler Denies 
Legality of Okla. 
Damage Claim 


OKLAHOMA CITY.—Chrysler 
Corp. has denied that it is doing 
business in Oklahoma in formal an- 
swer to a damage suit filed in fed- 
eral court here. 


Lawyers for the corporation in- 
sisted that the firm cannot be sum- 
moned by serving the secretary of 
state as required by Oklahoma 
laws. The corporation declares that 
it has no agents in Oklahoma and 
no one authorized to accept any 
kind of service. 


The suit grew out of a charge by 
Ruth Kanatser that she bought a 
Dodge last August from a Chrysler 
agent in Chicago. The car was de- 
livered to her at Detroit and that 
while driving from Detroit, the 
steering tie rod broke and caused a 
serious accident in Illinois. 


Chrysler replied to the charge by 
saying that it takes orders from 
dealers in Oklahoma for certain 
cars but that the orders are exe- 
cuted in Detroit and the cars are 
sold to dealers who are independent 
operators so far as the corporation 
is concerned. 


No comment was forthcoming 
fem Detroit offices of the corpora- 
ion. 


legal attack on the individual city 
ordinances. 


Both of these methods are useful 


but neither offers a complete an- 
swer to the question, Fisher be- 
lieves. 


To meet the problem at its 
source, he selects as “the most 
logical approach” the enactment 
“of state legislation which will 
restrict or prohibit entirely the 
municipality’s authority to levy 
such taxes.” 

“Unless we are willing to see an 


increasing conflict between various 
levels of government in the over- 
lapping and already occupied field 
of highway user taxation, unless 
we are willing to see the existing 


position of the state in highway 
matters jeopardized by this fight 
for conflicting tax sources, and un- 





NOTHING TAKES THE PLACE OF 


Leather 


less we are willing to see further 
pyramiding of taxation upon the 
already heavily taxed highway 
user, remedial action must be 
sought—now,” Fisher concludes. 

= = * 


70 Pct. of Accidents Caused 
By Traffic Law Violators 


A joint study published by three 
safety agencies reports that seven 
out of 10 automobile drivers in- 
volved in fatal accidents were vio- 
lating traffic laws at the time of 
the accident. 

Amog persons 16 years old, there 
was a fatal accident for each 2,000,- 
000 miles driven. The accident rate 
decreased with age. Persons in the 
age group 45-49 drove an average 
of 22,000,000 miles for each fatal 
accident. 

After 50, the rate of accidents 
turns upward again, the study re- 
vealed. On a mile-for-mile basis, 
men and women were about equal. 
One out of six drivers involved in 
fatal accidents had been drinking. 

* * * 


Ontario Suspends Licenses 


Of 10,635 During 1948 


The Ontario government in 1948 
suspended 10,635 drivers for care- 
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Give the Kids a Break 


What appears to be a thoughtful method of expressing apprecia- 
tion for the efforts of school Safety Patrol boys and is, at the same 
time, an example of building dealership goodwill, is suggested by the 


Pennsylvania Automotive Assn. 


The PAA thinks it would be a good idea if dealers in every city 
sent personal telegrams to each of the Safety Patrol boys operating 
within their territory thanking them for the job the boys perform 


throughout the school year. 


As an example of another way to “make every dealers’ showroom 
headquarters for traffic safety,” the PAA suggests this message: 


Happy Corners, Pa. 1949 
John Doe, School Safety Patrol 


Happy Corners Public School, Happy Corners, Pa. 

You have done a splendid job during the school year in protecting 
the lives of your school mates. As the close of school approaches we 
wish to take this opportunity to congratulate you and to wish you 


a pleasant and safe vacation. 


Happy Corners New Car Dealers 





less driving, drunk driving, traffic 
violations, and suspensions under 
the financial responsibility law. The 
number of suspensions was 36 per- 
cent higher than in 1947. 
Checking of suspended license 
lists is a special job for a team 
of provincial constables. One auto- 
mobile owner had his $4,000 car 
confiscated, to be sold at public 
auction, because he attempted to 


replace his suspended driver's li- 
cense with a new one. 
* + . 


Minn. Road Fund Probe 


A five-man subcommittee to 
study Minnesota highway financ- 
ing proposals, including bills for 
higher gasoline and other automo- 
tive taxes, has been appointed by 
the Minnesota house of represen- 
tatives. 


FOR DISTINCTION AND DURABILITY 


There is no substitute for genuine leather with those who want both style and service .... smartness and economy 


. ... for no other upholstery material can give a car such distinction . . . . nor its owner such satisfaction in its possession 


and use. + The long-lasting beauty of leather is matched by its serviceable qualities as is no substitute, for leather is 


both fire and stain resistant; it is washable, sanitary and mothproof; it asks no upkeep . . . . needs no seat covers. + To 


the designer and maker of motor-cars, leather affords a choice of colors and finishes that enhance any model and 


gain for it an acceptance with buyers who have an eye for both beauty and value. + We suggest you look to leather... . 


smart, colorful leather . . . . long-lasting leather .... to give your cars the complete look of quality and distinction. 


~ 





Yt tt ttt 


THE UPHOLSTERY LEATHER GROUP 
TANNERS’ COUNCIL OF AMERICA 
NEW YORK 7 


The Ashtabula Hide & Leather Company, Ashtabula, Ohio 
Blanchard Bro. & Lane, Newark, N. J. 
Conneaut Leather Company, Conneaut, Ohio 
Delaware Tanning Inc., New York, N.Y. 
Eagle-Ottawa Leather Company, Grand Haven, Michigan 
The Lackawanna Leather Company, Hackettstown, N. J. 
Rade! Leather Manufacturing Company, Newark, N. J. | 


100 GOLD STREET - 
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A nisl si A typical Fact Sheet from the 
gun tases P*" <a Field & Stream Research Files 





Ke’s a fact that Field & Stream 
ea is FIRST in 
FIELD & STREAM / i 


More advertisers used more space in 19-48, 
and for the past 38 years, in Field & Stream 





*Pages of advertising carried by 
three leading sportsman's magazines 


during 1948, as compiled by 
Printers’ Ink. 


PAGES of advertising 


than in any other sportsman’s magazine— 
because they buy advertising on facts and 


figures, 
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Fact 





' 
: 


OF FIELD & STREAM READERS 
0 OWN AUTOMOBILES! 


¢ GET THE FACTS & FIGURES Not just general information, but reliable and authentic facts and figures 
about your product—the market-use habits, ownership, buying intentions, 
ABOUT YOUR PRODUCTS AND sporting goods dealer attitude, and a wealth of other facts you can use 
to make your advertising dollars produce better results. 





THE SPORTSMAN’S MARKET 


A complete set of facts and figures about your own business is available 
FROM FIELD & STREAM at no cost from any Field & Stream advertising office. 





FIELD & STREAM ADVERTISING OFFICES 


New York Chicago Pacific Coast Detroit 

Fred Klaner, Advertising Director, J. Williams Macy, Western Mar., William F, Coleman, Charles J. Sheppard, 

Field & Stream Publishing Co., Wrigley Building, 1038 Henry Building, She & Sheppard, 

515 Madison Avenue, New York 22, N. Y. Chicago 11, Illinois Seattle 1, Washington 1 enobscot Building, Detroit, Michigan 
Telephone: PLaza 3-544 Telephone: Delaware 8994 Telephone: Elliot 4315 . Telephone: Woodward 2-3060 
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New Commerc Car omer 30 males os January, 1949- 1948 


Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 


Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 


Chevrolet 
Diamond T 
International 
Kenworth 
Sterling 
Studebaker 
Willys-Overland 
Miscellaneous 
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New-Car 
Prices 


The following advertised delivered prices 
are based on factory retail prices at the 
factories. They include dealer delivery 
and handling charges and federal taxes. 
They do NOT include transportation 
charges, state sales taxes, or optional 
equipment. 

BUICK—-Super Series 50—4-dr. sed., $2,- 
174; ?-dr. sed., $2,075; conv., $2,603; stat. 
wes., $3,203; Roadmaster Series 70—(Dy- 
naflow standard)—4-dr. sed., $2,758; 2-dr. 
sed., $2,639; conv., $3,176; stat. wag., 
$3,765. 

CADILLAC—Series 61—4-dr. sed., $2,- 
919; 2-dr. sed., $2,814; Series 62—4-dr. 
sed., $3,076; 2-dr. sed., $2,992; conv., $3,- 
523; Series 60 Special—4-dr. sed., $3,859; 
Series 75—5-pass. sed., $4,791; 7-pass. 
sed., $5,011; 7-pass. Imperial, $5,211. 

CHEVROLET — Fleetline Special — 4-dr. 

2-dr. sed., $1,424; Fieetline 
Deluxe—4-dr. sed., $1,550; 2-dr. sed., $1,- 
503; Styleline Special—4-dr. sed., $1,471; 
2-dr. sed., $1,424; club cpe., $1,429; bus. 
cpe., $1,350; Styleline Deluxe—4-dr. sed., 
$1,550; 2-dr. sed., $1,503; club cpe., $1,- 
519; conv., $1,868; stat. wag., $2,278. 

CHRYSLER — Royal (six) — 4-dr. sed., 
$2,158.75; club cpe., $2,138.75; Windsor 
(six)—(Prestomatic standard)—4-dr, sed., 
$2,353.50; club cpe., $2,332.50; conv., $2,- 
766; Saratoga (eight)—(Prestomatic stand- 
ard)—4-dr. sed., $2,640; club cpe., §2,- 
613.75; New Yorker (eight)—(Prestomatic 
standard)—4-dr. sed., $2,760.75; club cpe., 
$2,734.50; conv., $3,240.75, 

CROSLEY — 2-dr. deluxe sed., $959; 
conv., $959; stat. wag., $991. 

DeSOTO—Deluxe—4-dr, sed., $2,006.25; 
club cpe., $1,995.75; Custom—(Tiptoe Shift 
standard)—4-dr. sed., $2,193.75; club cpe., 
$2,175.75; conv., $2,598. 

DODGE—Wayfarer—bus. cpe., $1,631.25; 
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Kramer Recalls 


$24,476 Refunds 
Before ‘Bust’ 


ST. LOUIS.—Arthur F. Kramer, 
the Illinois alfalfa-field auto sales- 
man, last week testified at a bank- 
ruptcy hearing at Edwardsville, IIl., 
that he paid $24,476 to creditors 
two days before his automobile 
business collapsed but he was un- 
able to remember any of their 
names. 


The only witness at the hearing 
attended by only 35 of the 1,362 
creditors to whom he owes at least 
$2,387,065, Kramer admitted draw- 
ing the money last Oct. 4 and 5 
from a Jerseyville( Ill.) bank. He 
denied that he had any of the 
money in his possession when he 
went bankrupt, asserting he had no 


idea at that time of filing a bank- 
ruptcy petition. 

Kramer also testified that his rec- 
ords “mostly kept themselves,” and 
that entries were made by himself 
wife and two sons. He estimate 
that he sold 240 Chevrolets from 
March to October, 1948, when the 
bubble burst. The cars were sold 
by Kramer at list price. 

Kramer and his ex-partner, Rob- 
ert L. Knetzer of Edwardsville, 
have both been indicted on confi- 
dence-scheme charges by grand 
juries. 


India Jacks Up 
Battery Tariffs 


OTTAWA.—India has placed a 
protective duty of 80 percent ad 
valorem on imports. of motor ve- 
hicle batteries and plates from the 
United Kingdom and 87% percent 


| Co. 


from other countries, states Rich- | 
ard Grew, commercial secretary for 
Canada at New Delhi. 

Imposed by the Indian tariff 
board as a result of an application 
by the motor vehicle battery manu- | 
facturing industry, the duties will 
remain in force for a period of 
three years. The new rates com- 
pare with 42% percent and 50 per- 
cent previously in force. 


Doering Sells Dealership 


In Mexia, Tex., to Wade 


Fred Doering, operator of Mexia 
Motor Co., Mexia, Tex., announces 
he has sold the company to F, A. 
Wade of Canton. 

The name of the company has 
now been changed to Wade Motor 
Complete remodeling of the 
building is underway and new 
— is to be installed, Wade 
said. 


‘oy 


“I don’t think Wilmerding has 
quite got the point of that crane.” 


SEE 


NGINEERING 


ny 
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Meadowbrook—4-dr, sed., $1,868.25; Coro- 
net—4-dr. sed., $1,947.25; town sed., $2,- | 
031.50; club cpe., $1,933.50; conv., §2,- ma } 


348.50. 
FORD—Six—4-dr. sed., $1,473.50 (V-8, 
a. PRODUCTION | 


$1,560); 2-dr. sed., $1,426 (V-8, $1,513); 
club cpe., $1,416 (V-8, $1,523); bus. cpe., 
$1,330 (V-8, $1,433.50); Custom Six—4-dr. 
sed., $1,591.50 (V-8, $1,665.50); 2-dr. sed., 
$1,539 (V-8, $1,618); club cpe., $1,529 
(V-8, $1,613); conv., $1,886 (V-8, §$1,- 
965.50); stat. wag., $2,119 (V-8, §$2,- 
264.50). 

FRAZER—4-dr. sed., $2,482.77; Manhat- 
tan—4-dr. sed., $2,746.11. 

HUDSON—Super ‘‘6’’—4-dr. sed., $2,- 
222.25 (8-cyl., $2,343); 2-dr. sed., $2,- 
171.25; club cpe., $2,219 (8-cyl., $2,339.75) ; 
bus. cpe., $2,069; conv., $2,835; Commo- 
dore ‘6’’—4-dr. sed., $2,398.50 (8-cyl., 
$2,514); club cpe., $2,374.25 (8-cyl., $2,- 
489.75); conv., $3,056.75 (8-cyl., $3,137.75). 

KAISER—Special—4-dr. sed., $2,244.37; 
Deluxe—4-dr. sed., $2,407.11; Virginian, 
$3,200.92. 

LINCOLN — 4-dr. sed., $2,680.50; spt. 
cpe., $2,633; conv., $3,117; Cosmopolitan— 
4-dr. spt. sed., $3,344; 4-dr. town sed., 


$3,344; spt. cpe., $3,291.50; conmv., $4,054. | 


MERCURY—4-dr. sed., $2,116; spt. cpe., 
$2,084.50; conv., $2,536.50; stat. 


$2,820.50. 

NASH—600 Super—4-dr. sed., $1,832; 
2-dr. sed., club cpe., $1,829; 600 
Super Special—4-dr. sed., $1,880; 2-dr. 
sed., $1,855; club cpe., $1,877; Ambassador 
Su -dr. sed., $2,279; 2-dr. sed., $2,- 
254; club cpe., $2,275; Ambassador Super 
Special—4-dr. sed., $2,348; 2-dr. sed., $2,- 
323; club cpe., $2,344; Ambassador Custom 
—4-dr. sed., $2,489; 2-dr. sed., $2,464; 
club cpe., $2,485. 

OLDSMOBILE—Series 76 Standard—4-dr. 
sed., $1,848 (deluxe, $1,990); town sed., 
$1,837 (deluxe, $1,979); 2-dr. sed., $1,774 
(deluxe, $1,916); club cpe., $1,748 (deluxe, 
$1,889); conv., $2,164; Series 88 Standard 
—(Hydra-Matic standard)—4-dr, sed., $2,- 
265 (deluxe, $2,396); town sed., $2,254 (de- 
luxe, $2,385); 2-dr. sed., $2,191 (deluxe, 
$2,322); club cpe., $2,164 (deluxe, $2,295); 
conv., $2,580; stat. wag. deluxe, $3,317; 
Series 98 Standard — (Hydra-Matic stand- 
ard)—4-dr. sed., $2,521 (deluxe, $2,615); 
2-dr. sed., $2,447 (deluxe, $2,541); conv. 
deluxe, $2,994. 

PACKARD — Eight — 4-dr. sed., $2,275 
(deluxe, $2,543); 2-dr. sed., $2,250 (deluxe, 
$2,517); stat. wag., $3,245; Super Eight— 
4-dr. sed., $2,827; 2-dr. sed., $2,802; conv., 
$3,250; 7-pass. sed., $3,500 (deluxe, $3,- 
850); 7-pass. lim., $3,650 (deluxe, $4,000); 
Custom Eight — 4-dr. sed., $3,750; 2-dr. 
sed., $3,700; conv., $4,295; 7-pass. sed., 
$4,704; 7-pass, lim., $4,868. 

PLYMOUTH—Deluxe—4-dr. sed., $1,567; 
club cpe., $1,534.25; bus. cpe., $1,385.75; 
Special Deluxe—4-dr. sef., $1,644; club 
cpe., $1,617.50; conv., $1,997. 

PONTIAC—Streamiliner Six Standard— 
4-dr. sed., $1,755 (deluxe, $1,850); sed. 
cpe., $1,705 (deluxe, $1,800); Streamliner 
Eight Standard—4-dr. sed., $1,824 (deluxe, 
$1,919); sed. cpe., $1,773 (deluxe, $1,868); 
Chieftain Six Standard—4-dr. sed., $1,776 
(deluxe, $1,871); 2-dr. sed., $1,726 (deluxe, 
$1,821); club cpe., $1,726 (deluxe, $1,821); 
conv. deluxe, $2,153; bus. cpe., $1,603; sed. 
delivery, $1,765; stat. wag., $2.559 (deluxe, 
$2,638); Chieftain Eight Standard—4-dr. 
sed., $1,844 (deluxe, $1,939); 2-dr. sed., 
$1,794 (deluxe, $1,889); club cpe., $1,794 
(deluxe, $1,889); conv. deluxe, $2,221; bus. 
cpe., $1,671; sed. delivery, $1,832; stat. 
wag.. $2.627 (deluxe, $2.706). 

STUDEBAKER — Champion Deluxe — 
4-dr, sed., $1,688.50; 2-dr. sed., $1,656.75; 
club cpe., $1,683; bus. cpe., $1,588.25; 
Champion Regal Deluxe—4-dr. sed., $1,- 
762; 2-dr. sed., $1,730.50; club cpe., $1,- 
756.75; bus. cpe., $1,662; conv., $2,086.25; 
Commander Deluxe—2-dr. sed., $2,019.25; 
2-dr, sed., $1,987.75; club cpe., $2,014; 
bus. cpe., $1,919.25: Commander Regal 
Deluxe—4-dr. sed., $2,140.50; 2-dr. sed., 
$2,108.75; club cpe., $2,135; bus, cpe., $2,- 
040.50; Land Cruiser 4-dr. sed., $2,327.75; 
conv., $2,467.50. 

WILLYS-OVERLAND — Jeep stat. wag. | 
(4-cyl.), $1,856.71; 6-cyl. stat. wag., $1,- | 
951.43; Jeep stat. sed., $2,008.78; Jeepster | 
conv., $1,875.77. 


West Side L-M Opens 


In Philadelphia 

West Side Lincoln-Mercury, Inc., | 
4725 Chestnut St., Philadelphia, has | 
announced the opening of its new 
building. 

Door prizes, including a televi-| 
sion set, were given away at the/| 
opening celebration. 


wag., | 


ENGINEERING 


PRODUCTION 


PRODUCTION 


UTR eB ah a 

















AUTOMOTIVE NEWS, MARCH 





Within the next few weeks, 430 “new look’”’ 1949 Ford Cars 
' will have been delivered to the New York Police Department 
for patrol and traffic duty. This is the largest group 
order under a single contract ever placed by the Department and one 
of the largest ever issued by any police department in the country. 


Nor is New York City alone in demonstrating a preference for Fords. In recent 
months, the Police Departments of Philadelphia, Chicago, 
Detroit, New Haven, Jersey City, New Orleans, Kansas City, Omaha, Dallas and 
| Richmond, California — just to name a few — have purchased ’49 Ford fleets. 


With the surging power of ‘‘Equa-Poise” Engines . . . the added safety of 
“Lifeguard” Body and ‘Magic Action” Brakes . . . the extra comfort of 
““Hydra-Coil” Springs and the famous ‘‘Mid Ship” Ride — it’s no wonder that 
with New York’s “Finest,” as with other top police departments, Ford’s Out Front! 


And with the ever-growing preference for the 1949 Ford, for all purposes 
all over the country ... it’s great to be a Ford Dealer! 
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Dealer Doings 





Benas Elected President | ee ——— heat is used be- 
th the concrete. 
Of Utica (N. Y.) Assn. ee a 


George M. Benas has been elected E i 
president of the Utica (N. ¥.) Auto. | /¢fferson County (O.) Assn 
mobile Dealers Assn, Other officers | Plans Service Training 
include: Theodore Harrer, first The Jefferson County (O.) Au- 
vice-president; William Hagardon,| tomobile Dealers Assn. has 
second vice-president; David Gef-| named a committee to work out 
fen, secretary-treasurer, and Milton! plans for an automobile me- 
D. Nelson, executive secretary and| chanic. training program. 
general counsel. The following have been nom- 

The following were elected direc-| inated as members of the asso- 
tors: Irving Cole, Edwin Welch,| ciation’s board of directors: 


Mel Gooch, Clifford J. Fletcher and| George Hodge, Frank Montgom- | cyHevroLet DEALER MARKS 25TH YEAR—Wives and 160 employes of King Braeger Chev- 
Fred J. McRorie. ery, Don Hamilton, Fred Brandt, | rolet Co., Milwaukee, at a party celebrating the 25th anniversary of the firm as a Chevrolet 








; * * * si poem Michael DiNovo, Toast oon coo 7s a elted. employes who have been with the company 
a pg a a eer eS Jones Motors in the same building — * re as manager, the 
O., St. u eal at 103 N. Front St. Laughlin ex- | Sout end outlet will be known 

f , Jones Buys Hudson D plained that he would continue to|as Indiana Trailmobile Sales & 


Feld Chevrolet Co. Manchester | 7, Albany, Ga. 


and Laclede Aves., St. Louis, opened operate the farm implement divi-| Service, located at 601 S. Michi- 


its new sales and service building| J. Clay McLaughlin, vice-presi-|sion of the company. gan St. ee 
with the unveiling of the 1949 Chev- a aoe =— a of = . “ie oe | 
let models. ughlin Motors, Inc., ny, Ga., . 
ae . has announced sale of the com- Trailmobile Outlet Johnson Chevrolet, Dallas, 


-] . . 
Gaertn dete cave rant with 34,000 pany’s Hudson dealership to Cecil! Cooper Industries, Inc., South Buys Warehouse Site 


square feet of floor space, with 34 | Jones of Albany. Bend, has been named distributor| Johnson Bros. Chevrolet Co., 
main rooms and 3,000 square feet of | Jones will operate the Hudson | for Trailmobile Co. in northern In-| Dallas, has purchased a 100 by 
open service patio outside, under|outlet under the name of Cecil | diana and southern Michigan. With' 165 foot tract in the Trinity in- 














sas ni . @ Exclusive selling features! Never needs oiling 
FORD DEALERS — this pegve or greasing. Special “Stay Tight’ Bearing pre- 


safety accessory is the vents rattling, even after long service. Exclusive 

'thottest’’ seller on the market! ‘Auto-Free’’ Control prevents interference with 

steering or damage to light mechanism if light 

@ Safety that Ford owners go for! The new should ever become frozen or locked in position. 
SAFE-T-SCOPE turns automatically in advance Get the facts NOW! 

of the wheels the instant you turn the car. It 

“looks around corners”... helps you see where 





Cash in on the tremendous interest that this unusual 
product is stirring up everywhere. Write for full details 


you’re turning. and prices. Just fill in coupon and mail TODAY! 
@ Plenty of “‘eye appeal!” Designed especially This is a Sherman Product... 

for the new Ford. The finishing touch for a FORD DEALERS KNOW WHAT THAT MEANS! 
beautiful car. CSS ee eee ~ 


SAFE-T-SCOPE COMPANY 
2335 Goodrich St., Ferndale 20, Michigan 
DIVISION OF SHERMAN INDUSTRIES, INC. 


@ Easy to install! No need to drill a single hole 
in the car. Easy to center and focus. 
® Priced to sell! Looks like a lot more than 


: Pleaserush me full details and prices onthe newSAFE- 
it costs. 


T-SCOPE ...the light that “looks around corners!” 


Name__ Oc 
Firm a 


SAFE{T}SCOPE 


Address Es aah a rN 


st es A I 





THE LIGHT THAT “LOOKS AROUND CORNERS” bee ae exe eas ae a a SPeanitinaetneinediaicets wenmaimiinuewsinnes ~ 


dustrial district. The new prop- 
erty will be used for a warehouse 
and utility building which is 
served with trackage for unload- 
ing cars directly into its own 
building. 

The front end of the lot will be 
improved for a second used-car 
operation, the company main- 
taining its regular lot opposite 
its Ross Ave. plant. Improve- 
ments are expected to cost be- 
tween $50,000 and $60,000. 


Buyers-on-the-Hoof 
Small Town Dealer’s Show 
Draws 2,000 Visitors 


A one-dealer automobile show 
was held at Delavan, Wis., recently 
by Clarence Anderson (Chevrolet- 
Oldsmobile-Cadillac), to check up 
on “my market potential for the 
coming year.” 

Besides showing 18 passenger 
cars and trucks, he sponsored a 
dance orchestra, threw open his 
dealership to the public and served 
doughnuts and coffee. The show 
drew about 2,000 persons from a 
40-mile radius, 

Anderson showed six Chevrolets, 
four Oldsmobiles, two Cadillacs and 
six Chevrolet trucks. All models 
were units already promised for 
delivery but held over for the show. 

* = * 


Dubbs Opens L-M Home; 


2 Salesmen Named 


Dubbs Motor Sales Co. (Lincoln- 
Mercury), Cleveland, offered cash 
prizes amounting to $100 for the 
person holding the lucky door 
ticket number at the dealership’s 
formal opening. 

At the same time, Ben Dubbs 
announced his appointment of Har- 
ry Cottrell and Clarence J. Schoen- 
beck as new-car salesmen. Louis 
E. Zoss is general sales manager. 

+ * ~ 


Tiege Motor Co. (Buick ) 


Holds Smorgasbord Fete 


Buick customers were guests at 
the Tiege Motor Co., Cloquet, 
Minn., opening day. A smorgas- 
bord and dancing party were 
among the attractions. 

N. T. Tiege heads the dealer- 
| ship. Staff members include Gene 
| Campbell, parts manager; Adolph 
| Johnson, service manager; Dave 
Erickson, shop foreman; Adolph 
Port, mechanic, and Leonard 
Kesty, body repair. 

a. o = 


Thompson Heads Ford Firm 


At Sioux Falls, S. D. 


Ford Truck Sales and Service, 
Sioux Falls, S. D., has opened un- 
der the management of A. C. 
eo Andy Thompson Motor 





The 175-by-175-foot building has 
facilities and equipment for Ford 
truck sales, service and parking. 
Building is located at Minnesota 
Ave. and 37th St. 

> 7 + 


Mossberg Service Head 


| Hyman Mossberg, president of 
| Mossberg Corp. (Kaiser-Frazer), 
Hartford, Conn., announces the ap- 
pointment of Smith Marshall as 
service manager. 

* + 





Blanchard Elected 


| Carl C. Blanchard, owner of 
Farmington Motor Co. (Ford), 
Farmington, N. H., has been elect- 
ed vice-president of the new Farm- 
ington Businessmen’s Assn. 

| + * * 


Milstead Joins Prehn 


| Harold Prehn, Inc. (Dodge-Plym- 
outh), Springfield, Ill, announces 
that W. W. (Red) Milstead has 
joined the firm as a truck sales- 
| man. 





. * * 


C & N Motors 


C & N Motors, Inc., Greenwood, 
|S. C, has been organized with 
| capital stock of $10,000 to engage 
|}in the automobile business. C. R. 
Ouzts is president. 

. e s 


Ferguson Dealer Opens 


Holton-Stevens Tractor Co. 
| which handles Ferguson tractors 
|}and implements, has held a formal 
| opening in its new building at Oak- 
|land Ave. and N. Scott St., in Ca- 
| milla, Ga. 


* + e 
Turner Named by K-F 
Turner Bros., Roosevelt, Minn., 


has been appointed Kaiser-Frazer 
dealer in that area. 








Dealer 


Goad Motor Plans New Home | 


At Corpus Christi, Tex. 

Goad Motor Co. has been award- 
ed a building permit to construct 
a $55,000 sales and service building 
at 401 S. Shoreline Drive, Corpus 
Christi, Tex. 

The dealership will move from 
its present location at 202 N. Chap- 
arral St. about the first of June, 
according to Tom J. Goad, owner. 

o * + 





Jones Announces Debut 
Of Firm at Bonifay, Fla. 


Formal opening of Jones Chevro- 
let Co. Bonifay, Fla., has been 
announced by J. J. Jones, president. 

Others affiliated with the new 
firm are A. D. Williams and C, E. 
Jackson. 

. . 

Oakley Motors Purchases 
$30,000 Property 

Purchase for a consideration of 
$30,000 of an adjoining lot 235 
by 181 feet as site for an addi- 
tion to its Studebaker dealership 
is announced by Fred Oakley 
Motors, Inc., Dallas. 

The Oakley dealership is in the 
Oak Cliff section of Dallas. En- 
largement of the parts depart- 
ment and other improvements 
have just been completed at the 
dealership. 


Old-Time Selling 


Pa. Dealer Visits Customers 


To Clinch Sales 


When Allegheny Auto Sales Co. 
(Hudson) stops mailing out cards 
regularly to customers, they drop 
in and want to know why they 
were skipped, reports J. Wachter, | 
sales manager, 508 Galveston Ave. | 

“People used to come in for their | 
new car almost before we hung up 
after calling them,” Wachter said. 
“Now they say they will come 
around in a couple of days and) 
they don’t show up. 

“The reason is because 20 other 
dealers will have called them in the 
last few months and all these calls 
make the customer feel cars are 
plentiful.” 

To counteract this, Wachter now | 
spends three days each month | 
meeting people personally. He visits | 
them, pays more attention to busi- | 
ness than to visiting and averages | 
15 minutes to a prospect. He de-| 
clared that “you can sell 20 cars in 
three days or three cars in 20 days. | 


The difference is to select prospects 
who are ready to buy.” 
* 2 


St. John Sells Buick Deal, 


But Opens Another 


Roland E. St. John has an- 
nounced the opening of a Buick 
dealership to be known as St. John | 
Buick, Inc., in Fairland, a suburb | 
of Dayton, O. 

At the same time, St. John re- | 
vealed that he had sold the Buick | 
dealership he operated in Franklin, | 
O., to S. F. Resler, who will oper- | 
ate the firm as Resler Buick, Inc. | 

7 = a 


16 Ford Dealers 
Win Four-Letter 


Company Awards 


Sixteen additional Ford dealers 
have been granted Four-Letter | 
awards in recognition of excellent 
operation of their dealerships, ac- | 
cording to L. W. Smead, assistant 
Ford general sales manager. 

The awards are based on finances, | 
management, competitive spirit| 
and facilities. The recent winners 
of the award are: 

Grimes Motor Co., Inc., Mont-| 
gomery, Ala.; Lambert Motor Co.,| 
Dalton, Ga.; C. A. Trussell Motor 
Co., Inc., Athens, Ga.; Brigman | 
Motor Co., Inc., Lancaster, S. C.; 
Matheny Motor Co., Forest City, 
N. C.; Heintzelman Motors, Inc., 
Daytona Beach, Fla.; Powell Motor 
Co., Ft. Lauderdale, Fla. 

Monroe Sales Co., Monroe, Wis.; 
Hornburg Motors, Inc., Watertown, | 
Wis.; Dahl Motors LaCrosse, Inc., 
LaCrosse, Wis.; Timm Motor Co., 
Brodhead, Wis.; Magic City Motor | 
Corp., Roanoke, Va.; Radford Ford, 
Inc., Radford, Va.; Patchetts Mo-| 
tors, Inc., Newman, Calif.; Bonnell 
Motors, Winchester, Mass., and 
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Doings 


Parkway Motor Co., 
ington. 


= + . 
Perry Motor Co. 

Perry Motor Co., Inc., Elizabeth 
City, N. C., has been organized 
with capital stock of $50,000 to deal 
in automobiles. Principals are J. 


Carter Perry, Harry Perry and 
Roy Perry. 
Face-Value 


Thugs Accept Dealer’s Offer 


To Get Acquainted 


“Come in, shake hands, and get 
acquainted.” That’s what Harry 
Clinton said in an advertisement 
appearing in the San Jose Mer- 
cury-Herald, announcing the open- 
ing of his new dealership for Reo 
trucks. 

While he expected results, he 
didn’t expect people to beat down 
the doors to get in. Next day, 
Harry discovered that three doors 
had been kicked in and $56.45 taken 
from the cash box. 

While the burglars didn’t stop to 


al) 


At last you can get an all-steel parts bin that is 100% 
flexible standing in place. Sliding shelves in Hope Metal 
Bins make it unnecessary to move bins from the line-up. 
Now, parts department changeovers are fast and easy. 
No need to disrupt your organization by getting help from 





get acquainted, Harry says they did 
leave 90 cents in the box. 
* + * 


Cloniger Buick Co. 
Cloniger Buick Co., Thomasville, 


Inc., Wash-|w. ©, has been incorporated with | ; 


capital stock of $100,000. Principals 
are D. K. and Edith Cloniger and 
O. J. Rawlins. 

+ * © 


B & H Body Shop 


B & H Auto Co. (Oldsmobile), 
Hawkinsville, Ga., has opened a 
new auto body shop. G. W. Her- 
rington is manager and Thomas G. 
Herrington is shop foreman. 

e * * 


Liechty Motor Sales (Pontiac ) 


Opens Home at Berne, Ind. 

Liechty Motor Sales & Service 
(Pontiac), Berne, Ind., has com- 
pleted the construction of a garage 
located on Highway 27. 

The building is made of concrete 
block, with showroom and plate 
glass front. 

™ * * 


Special Exhibit at Allen 


The showroom of W. A. Allen 
Motor Co. (Dodge), Kingsport, 
Tenn., has been utilized to display 
an exhibit truck of the Mason-Nei- 
lan Regulator Co., Boston makers 


eae ee 


other departments during changeover periods. 


These new Sliding Shelves are just one of many special 
features of Hope Metal Bins which will increase your parts 
department efficiency. Plan now to convert your present 
bins to time-saving, work-saving Sliding Shelves. Send in 
your order now for early delivery of your new Hope Parts 


Bins with Sliding Shelves. 


ey Se ee EES’ £2 8 rr 


Check these other features of Hope Metal Bins .. . all 


at no extra cost: 


® Snap-in Dividers . . . no bolts, clamps or screws 


® Lower three shelves reinforced for “‘stepladder'’ use 
© Front and rear base support . . . no sway or tipping 


® Bins shipped built up . . . ready for use 
® Choice of colors 





METAL 
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CLEVELAND 14, 


PRODUCTS, INC. 


ROCKWELL AVE. 
OHIO 
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TOP-NOTCH ILLUMINATION—High level display illumination earned for Vollmer Motor 
Sales (Nash), Rochester, Pa., a prominent place at the recent exhibit at the electrical con- 
vention in Chicago. Volimer's lighting is considered to be one of western Pennsylvania's best. 


of industrial instruments and con- 
trol equipment. 


2 Cove ‘ State 


Davis Grants Franchises 
To Nevada Dealers 


Two dealerships for Nevada have 
been announced by the Davis Mo- 
torcar Co. of Los Angeles. The 
three-wheel car is not expected to 


come from the production line un- 
til late July. 

Al Rose has been granted a fran- 
chise for the south end of the state, 
covering the counties of Clark, 
Nye, Mineral, Esmerelda and Lin- 
coln, He plans a showroom in Los 
Angeles and will be assisted by his 
stepson, Jack Harris. 

AR-EL Motors, Reno, has ob- 
tained a franchise for the remain- 
der of the state. 





@ Snap-in Dividers 







@ Change or Adjust Shelves in Seconds ... No 
Nuts and Bolts to Keep Shelf in Place 





@ Rearrange Shelves Without Moving Bins 
@ NO EXTRA COST 








Patented formings on 1%” centers on side 
uprights support each shelf securely at four 
points. Each shelf-holder has capacity of 1000 
Ibs. dead weight. Once inserted, shelves re- 
main firmly in place yet are quickly removed 
for changeovers. 


Write Today for Catalog 
and Price List... 
Illustrated In this catalog is 


the complete line of Hope 
Steel Storage Equipment. 
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sununaive Finance ... 


AUTOMOTIVE NEWS, 


Chrysler Proposes 
Capital Changes 


By George Deery 
Associate Editor 

OR THE SECOND time since 

July, 1947, Chrysler has proposed 
a change in its capital structure 
and, at the same time, announced 
net earnings of 
$89,187,240 for the 
year ended Dec. 
31. The profit is 
equal to $10.25 
per share. 

This compares 
with 1947 net of 
$67,181,221, or 
$7.27 a share. 
Earnings for both 
years are based 
on a total of 8,- 
702,264 shares 
outstanding. 

In July, 1947, authorized stock 
was increased to 15,000,000 shares, 
the par value cut from $5 to $2. 50, 


K, T. Keller 


iA 


and the outstanding shares split 
two for one. At the time of the 
split, the stock was selling for 
approximately $120 a share. 

Directors decided last week to 
recommend a change in the 
capital structure by restating the 
par value of common stock from 
$2.50 a share to $25 a share by the 
transfer to capital account of an 
amount of the corporation’s surplus 
accounts sufficient to bring the cap- 
ital up to an amount equal to $25 
for every share of common stock 
issued, 

* + + 

HE BOARD also recommended 

increasing the total number of 
authorized shares from 15,000,000 to 
20,000,000. 

These recommendations will be 
voted upon at a special meeting 
of Stockholders to be held on 


ik a 


a 


MARCH 7, 


Apr. 19, immediately after the an- 
nual meeting which is to take 
place on that day. 

K. T. Keller, president, stated 
that the changes would make the 
capital of the company $224,218,750, 
which is more realistic to the na- 
ture and growth of the company’s 
operations and the amount of capi- 
tal permanently necessary for car- 
rying on its business. 

Dollar sales volume of the cor- 
poration and its wholly-owned U.S. 
subsidiaries for last year was an 
all-time high of $1,567,933,360. This 
includes not only passenger cars 
and trucks, but also parts, acces- 
sories and other products such as | 
Airtemp heating, cooling and re-| 
frigerating units, Chrysler marine | 
and industrial engines and Oilite 
products. 

* + * 

ARNINGS were equivalent to| 

5.69 percent of sales as com-| 
pared to 4.93 percent earned in 1947. 
However, the 1948 rate of net earn- 
ings was exceeded in nine separate 
years in the corporation’s history, 
1925-1929 inclusive; 1935-1937 inclu- | 
sive; and 1939. 

Also, the 1948 rate of net earn- 
ings was lower than the 6.56 per- 
cent that the company earned in 


the five-year prewar period of 


a TeAUE 


1949 


1936-1940. During the war years 


the firm earned only an average | 


profit of 3.96 percent on dollar 
sales, it adds. 

In 1948, Chrysler u8ed $1,024,379,- 
965 worth of materials, parts, sup- 
plies and services. It paid out in 
wages and salaries $289,097,300. The 
total taxes for the year were $150,- 
487,145 of which federal taxes were 
$138,241,103. 

Stockholders were paid $34,809,056 
in dividends. Expenditures of $65,- 
384,555 were made for additions to 
property, ~~ = a 


Clark Equipment 
Boosts "48 Net 


Net profits of Clark Equipment 
|\Co. for the year ended Dec, 31, 
1948, were $5,441,340 after provision 
for federal income taxes, compared 
| with $3,989,991 in the preceding 
year, George Spatta, president, told 
stockholders in a preliminary cer- 
tified report. 

After preferred dividend require- 
ments of $89,630, the 1948 earnings 
were equal to $10.24 a share on 
522,587 shares of common stock out- 
standing, compared with $8.21 a 
share on 475,232 shares outstanding 
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Auto Stocks 
Feb. 28 Feb. 21 
525% 
6% 
58% 
9% 
6% 
13% 
3% 
18 
6 


17.61 


General Motors .. 
Hudson 
Kaiser-Frazer ... 
Nash-Kelvinator 


57% 


Willys-Overland 
Average for — 
10 Stocks 17.37 


la year before. A 10 percent stock 
| dividend was paid Dec. 15, 1948. 

| Sales in 1948 totaled $74, 496,571 
compared with sales of $61,172,023 
| in 1947, The last year’s profits were 
approximately 7% percent of sales 
while in 1947 net profits were 6? 
percent of sales. 
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Bendix Net Rises; 


Backlog Drops to 
$157 Million 


Malcolm P. Ferguson, president 
of Bendix Aviation, told stockhold- 
ers at the annual meeting that 
sales and earnings of the corpora- 
tion were higher in the first quarter 
of the company’s current fiscal year 
compared to the same 1947 period, 
but that “current trends in business 
activity will unquestionably chal- 
lenge continued earning power.” 

Consolidated gross sales, royalties 
and other operating income for the 
three months ended Dec. 31, 1948, 
the first quarter of the 1949 fiscal 
year, amounted to $49,586,998, com- 
pared to $38,991,753 for the similar 
period last year, Ferguson said. 

Consolidated net income was $3,- 
102,625, or $1.47 a share for the 
quarter, compared with $2,224,306, 
equivalent to $1.05 a share for the 
corresponding quarter of the pre- 
vious year. Earnings after taxes 
represented 6.25 percent of sales in 
the first quarter of the current 
fiscal year, compared with 5.95 per- 
cent of sales for the same quarter 
a year ago. 

The Bendix president said that 
during the first quarter there was 
a slight decline in the backlog of 
| unfilled orders on the corporation’s 
books from $162,000,000 at Sept. 30, 
| 1948, to $157,000,000 at Dec. 31, 1948. 
| Gabriel Profit ‘for 1948 
| Increases to $778,000 


| Gabriel Co. reports net ‘profit of 
$778,000 for the year ended Dec. 
| 31, or $2.23 a share, compared with 
$363,000, equivalent to $.94 in 1947. 
Net sales last year were $11,474,000, 
against $7,218,000 in the preceding 
year. 

John H. Briggs, president, in the 
annual report to stockholders, said 
that the merchandising of replace- 
ment parts not manufactured by 
the company is becoming an in- 
creasingly important part of this 
division’s business. During the 
past few years this division has 
been selling, under the Gabriel 
trade name, coil springs and ther- 
mostats. 

During the last quarter of 1948 
it undertook the merchandising 
and sale of two new body repair 
materials, Gabriel Celastic and Ga- 
briel Metalume, “and the outlook 
for volume sales in this market is 
very promising,” he added. 

The annual meeting of stock- 
holders will be held at the firm’s 
offices in Cleveland March 9. 
| * ” * 

Earnings 

Divco Corp.—Quarter to Jan. 31: 
Net profit, $91,010, equal to 20 cents 
a share on net sales of $1,578,111, 
compared with $361,544 or 80 cents 
a share on sales of $3,025,675 for 
| January quarter a year ago. 

Aro Equipment—Year to Nov. 30: 
| Net profit, $266,203, or 60 cents a 
common share, against $489,536 or 
$1.27 a share for previous fiscal! 
year. 

Kent-Moore Organization, Inc.— 
For 1948: Net income, $490,897, or 
$1.53 a share, against $340,029, or 
$1.06 a share in 1947. 


Hatcher Motors Opens 


New Body Shop 


Hatcher Motors, Inc. (Ford), 
Fort, Wayne, Ind., has built a new 
shop to take care of body and fen- 
der work, painting and fram 
straightening. The added facilities 
also give more room in the firm’s 
main building and service shops 
for regular maintenance service. 
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Lawsuits Affecting Dealers ... 


Court D 


By Leo T. Parker 
Attorney at Law 
ONSIDERABLE discussion has | 
arisen from time to time over 
the legal question: Can owners of 
dwellings prevent adjacent prop- 
erty from being used to wreck au- | 
tomobiles? According to a recent | 
higher court the business of wreck- 
ing automobiles and salvaging the 
parts is not a “nuisance per se,” 
although the noisy conduct of the 
business may result in it being a 
nuisance. Hence, a nearby prop- 
erty owner cannot obtain an in- 
junction to prevent erection of a 
building for wrecking automobiles. 


For illustration, in Kubby v. 
Hammond, 198 Pac. (2d) 134, a 
property owner filed suit seeking 
an injunction to restrain an au- 
tomobile dealer from construct- 
ing a building to be used as an 
automobile wrecking plant. The 
higher court refused to issue the 
injunction, saying: 

“It has been uniformly held that 
the business of wrecking automo- 
biles and salvaging the parts is 
not a nuisance. However, the con-| 
duct of such business may, in a} 
particular instance, be held a nui-| 
sance depending upon the circum- | 
stances.” 

Also, see Parkersburg v. Bar- | 
rack, 191 S. E. 368. This court said: 
“An automobile junk yard is not 
necessarily an objectionable place. | 

The business of buying old auto-| 
mobiles, wrecking them and selling | 
serviceable parts as such and junk- | 
ing the residue is an honorable and | 
useful business. But an outdoor 
layout of a business of that kind 
necessarily is not pleasing to the 
view. Such business, _ therefore, 
should not be located in a com- 
munity of unquestioned residential | 
character.” 

+ + = 


$15,121 Damages 


ACCORDING to a recent higher 
+% court an automobile dealer 
whose employe violates a state law 
and injures another may be held 
liable in heavy damages. 

For example, in Rea v. Dow Mo- 
tor Co., 36 So. (2d) 750, the testi- 
mony showed facts as follows: The 
Dow Motor Co. purchased several 
used motor vehicles. The company’s 
employes were taking them to its 
garage. This was done in units of | 
two vehicles. Some trouble devel- | 
oped in the mechanism of a front 
truck of a unit and it was driven 
onto the west shoulder of the road 
and stopped. 

An automobile driven by one 


St. Louis Dealers | 
Hitting Bottom 
Of Order Lists 


ST. LOUIS.—Most dealers in St. 
Louis have “worked out of their 
lists of back orders,” Sidney Weber, 
president of the Automobile Deal- 
ers Assn. of Greater St. Louis, re- | 
ported last week. 


Weber said the supply of new 
cars was apparently rapidly catch- 
ing up with demand, and that many 
makes were available locally with- 
out a waiting period. 

Reports current here are that 
many used-car dealers have been | 
hurt financially by paying well over | 
list price for new-used cars, A nor- 
mal market lull and credit controls 
are also cited as contributing fac- 
tors. 

Weber said he thought there 
would be a spring rush for new 
models, but that in a few months 
“everyone will be looking for busi- 
ness instead of waiting for it to 
come in.” 


Sell to Head Up 
Duluth Dealers 


DULUTH, Minn. — Vern Sell of 
Howard & Sell (Oldsmobile) has 
been elected president of the Du- 
luth Automobile Dealers Assn, 

H,. J. Oltmanns of Lakeland Mo- 
tors, Inc. (Hudson), was reelected 
secretary, while George Tormoen of 
Tormoen Motor Sales was reelected 
treasurer. 








ecisions 


Rea collided with the parked ve- 
hicle and Rea was seriously in- 
jured. He sued the Dow Motor 
Co, for damages and proved that 
the car was stopped with a por- 
tion over the main paved part of 
the highway in violation of a 
state law. The higher court 
awarded Rea damages, saying: 
“The injuries received by the 
plaintiff were serious and resulted 
in much pain and permanent in- 
juries. . . . Under these facts and 
circumstances it is my opinion that 
substantial justice would require a 
judgment in his favor to cover 
his (Rea) injuries, pain and suf- 
fering in the sum of $14,000, and 
in addition hospital and medical 
bills, etc., in the sum of $1,121.90.” 


* * * 


Income Tax Case 





ALL HIGHER courts agree that 
-*% automobile dealers cannot 
avoid or reduce federal income by 
a fictitious family arrangement. 


Hence one who transfers stock 








AN L-M DEALER FOR THREE YEARS—New home of Kronon Motor Sales, Inc., 4330 Irving 


Park Rd., Chicago, covers 22,000 square feet. 
adjoining for used cars and service customers’ cars. 
lac, according to Al J. Hoyt, sales manager. 


to a member of his family to re- 
ceive in the future interest or divi- 
dends from the stock cannot avoid 
paying additional income tax, al- 
though the family member paid 
the tax. 

In Gouldman v. Commissioner of 
Internal Revenue, 165 Fed. (2d) 
686, it was shown that 40 shares 
of the stock were transferred on 
the books of the company from a 


is 100 by 185 and has a 60-foot lot 


Buildin 
e@ dealership formerly handled Cadil- 


stockholder to his son. The son 
paid his father $4,000 for the stock. 
Later the corporation declared a 
dividend and issued a check for 
$6,000 to the son. 

Although the son paid federal in- 
come tax on these dividends re- 
ceived from the corporation, the 
higher court ordered the father to 
pay additional income tax on these 
dividends, plus penalty. 


Peck Heads Up 
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Old Car Group 


CHICAGO.—D. Cameron Peck, 
Chicago’s leading collector of old- 
time motor vehicles, is the new 
president of the National Antique 
Auto Club of America, whose 
avowed objective is to “perpetuate 
memories of motoring by encour- 
aging the preservation and collec- 
tion of old vehicles.” 

Peck, vice-president of Bowman 
Dairy Co. here, owns a museum 
of ancient vehicles in his own right 
and has loaned “horseless car- 
riages” to the Museum of Science 
and Industry in Chicago at the 
invitation of Maj. Lenox R. Lohr, 
president. 


Muir and Evans Take Over 


Ft. Worth Studebaker Deal 


Robert S. Muir, former partner 
in Alexander Motor Co. (Dodge), 
Dallas, and Harry Evans, for- 
merly connected with Dallas 
dealership operations, are part- 
ners in a Studebaker outlet at 
Fort Worth, Tex. 

The firm, known as Bob Muir 
Motors, is located at 711 W. Sev- 
enth St. 





Do rivetless brake relining 
this quick, easy way! 


Ds mee 


11” YOKE wiTH 
a UNIVERSAL 
12” YOKE with 
UNIVERSAL 


IN POSIT! 


pen 


Sell More Relining Jobs 


Here’s just what you’ve been waitin 


10” SHOE ARD LINING 
ON 


ADJUSTABLE LOCATING STOPS 


ON EACH SIDE OF STANDARD 


QUICK ACTING 
TOGGLE 


TIMING CLOCK 


OPTIONAL €ou'P.) 


EQUALIZING 
PRESSURE BAND 


10” ANVIL 18 FIXED 


9”, 1)". ano 12” aANVILS 


. - . Get Bigger Profits! 


racticall 


car and truck owners like it! 


You'll like it, too! For you can give better brake service to your customers. 
You can do it more economically and faster than you ever have before. 


And you can sell relining jobs easier by telling customers of the longer 


wear rivetless brake lining assures. 


Be the first in 


our community to offer this quick, easy brake service! 


Send coupon today for complete information. 


‘ 
m 
LF & OPERATING LIGHT 


for! It’s a simple, easy-to-operate brake 
reliner that lets you reline brakes with rivetless lining in a matter of minutes. In 
fact, the Hot Shot Brake Reliner is as easy to use as a tube vulcanizer. 


The Hot Shot bonds the lining to 
buckle! No grit! No scoring! And the smooth, firm braking surface gives your 
customers 10% more braking area... up to 30% longer brake life. No wonder 


any brake shoe. No rivets! No 


LOCATION 
PEG FOR HEEL 
OF TOE OF SHOE 
AND LINING 
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e Handles 95% of all passenger car 





shoes. 


e Bonds lining to shoe—no rivets! 
¢ Bonds in 1 minute! (hot process)— 





3 minutes (cold process). 
e Operates on 34¢ to 5c per hour. 
e Occupies only 3 sq. ft. of bench. 


fied distributors . .. automotive preferred. Liberal discounts and extensive 


market of dealer service shops, garages, and service stations of all types 


NAME_ 


e Adapted to cores or small volume 
..» Set up sing 


e Averages 75% reduction in brake 
lining inventories. 


e Only $375.00 complete, F. O. B. 
Plymouth, Mich. (Timing clock 
optional at extra cost). 


ly or in batteries. 


SPANICH MANUFACTURING CO. 

3406 Union Guardian Bldg. 

Detroit 26, Michigan 

Please send me complete information 
on the Hot Shot Brake Reliner. 





make the Hot Shot a natural. Your inquiry is invited. Write TODAY! 


HOT ZHOT BRAKE RELINER 
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In the Hopper 


Mandatory Insurance Fund 


Is Proposed in Ohio 

A bill introduced in the Ohio 
legislature proposes creation of a 
state insurance fund to compen- 
sate individuals injured, as well as 
for the dependents of those killed, 
in traffic accidents, and to provide 
compensation for property damage 
resulting from such accidents. 

Under the bill, which was offered 
by Rep. Frank E. Simpson, Hamil- 
ton Democrat, motorists would be 
required to register with a three- 
member board and contribute to 
the fund at the rate of $30 per 
year for a commercial car and $15 
for a non-commercial car. Rates 
would be fixed by the state indus- 
trial commission. 


Pennsylvania Gas Tax Hike 


Faces Test in Senate 


A controversial one-cent-a-gallon 
increase in the state’s present four- 
cent gasoline tax has been ap- 
proved by the Pennsylvania house 
of representatives and sent to the 
senate. 

Part of the administration’s tax 
program for the 1949-51 biennium, 
the tax increase is estimated to 





Montana Shelves Plan 
To Inspect Antifreeze 

A house-approved bill provid- 
ing for state regulation and 
testing of antifreeze solutions 
has been killed in the Montana 
senate. 





7,784,000 selling messages to your 
best customers to create new sales 
national advertising 
of the Jim Robbins Full View Win- 
dow, the pioneer full-vision window 
for convertibles, and the Jim Robbins 
“Topper,” the popular top cover for 


for you! Stron 


convertibles. 


JIM ROBBINS CO. 


yield an additional $40,000,000 dur- 
ing a two-year period. The gasoline 
levy was the only tax increase pro- 
posed by the governor in his bien- 
nium budget. 

* aa 


* 
Sales Tax Requirement 
Rejected in Wyoming 


Wyoming’s senate has killed a 
bill which would have required 
that anyone buying a car must 
have paid a sales tax before he 
could be issued a certificate of 
title. 

Sen. Platte Wilson,-Lincoln Dem- 
ocrat, explained that this would 
apply to a man buying a second- 
hand car from a neighbor and to 
a dealer who used a car for dem- 
onstration purposes. 

o > = 


Gasoline Tax to Continue 


At 6 Cents in Maine 

Maine’s legislature has enacted 
an emergency bill making the 
state’s six-cent-a-gallon gasoline 
tax permanent. 

Two cents of the six-cent tax 
was scheduled to drop off Sept. 1, 
1950, The enacted measure relieves 
communities of $443,000 in high- 
way maintenance costs and allo- 
cates to them $300,000 more in state 
aid road construction money. 


Minnesota Bill Ends 


8 Percent Markup Rule 


A bill introduced in the Minne- 
sota legislature would eliminate 
the provision of the state unfair 
trade practices act requiring mer- 


Gada FULL VISION, 
SAFETY, SMARTNESS 





HOW IT'S GOING TO LOOK—An architect's drawin 
), Kalamazoo, Mich. The service buildin 
the left rear for the body and paint 

50 feet. The showroom is 30 by 50 feet with slanted plate glass on three 
sides. A blacktop parking area at the rear of the building provides 4,500 square feet for 


Harold Keegan, Inc. (Chrysler 
feet and there is an mL" in 


de 


measures 66 by 


customer parking. 





Rhode Island Earmarks 
$1 Million for Highways 

Gov. John O. Pastore has signed 
into Rhode Island law a bill ap- 
propriating $1,000,000 to match 
federal highway construction 
funds during the remainder of 
the current fiscal year. 





chants to sell at prices at least 
8 percent above cost. 

The proposed legislation was of- 
fered by Rep. John J. Kinzer of 
Cold Spring, who said it would 
result in lower prices for some 


commodities. 
> * + 


Nev. Public Carriers Face 

New Controls, Reduced Fees 
Broader control over public car- 

riers in Nevada by the state public 


service commission was proposed 
in a bill introduced in the Nevada 


Robbins FULL VIEW Rear Window! 


This handsome, clear, heavy plastic 
window lets you see what's behind 
you! No more peep-hole rear vision 
danger! Beautifully finished; there's 
a special Full View rear window for 
each make of postwar convertible. 
Fits snugly, is draft- and moisture- 


cutting or altering the present top. 

Distinctive appearance, new com- 
fort, new safety are yours with a 
Robbins Full View rear window. 
Get one for your convertible today. 
If your dealer can’t supply you, 
write for full information. 


tight. Installs in a minute, without 


Tough, translucent, viny! plastic “Topper” top cover for 
postwar convertibles. Procects from dirt, grime, and 
grease. Adds years of life to expensive tops. Specially 
tailored for tight fit, long service. Ask your dealer 


Jobers, Dealers! 
Few sororities seill 
one. ire, write 





NOW! 





alt Parade 


216 10 Woodward Avenue, Detroit 20, Mich. 


21610 Woodward Ave., 


for “Topper: 


ANTL-STATIC 
PLASTICS POLISH 
We Static We Dust! 


Your customers see these ads in 
their favorite magazines. They’l! 
come to you, their dealer, to buy 
these fast selling, high-profit special- 
ties. Don’t miss these extra profits 
because your stock is low. Order 


Detroit 20, Michigan 








measures 66 b 
epartment, whic 


senate by its transportation and 


highways committee. 


The bill would require carrier 
operators to maintain liability in- 
surance directed by the PSC, to 
submit reports of accidents to the 
PSC immediately, and to permit 
PSC inspectors to carry firearms 
in the performance of their duties. 
The measure also would reduce 
the state fee for temporary public 
carrier permits from the present 
5 percent of the annual license rate 





to 3 percent. 
+ e * 


New Vehicle Check Plan 


Before N. Y. Legislature 

A bill providing for semi-an- 
nual compulsory inspection of 
motor vehicles at state-operated 
stations has been introduced in 
the New York state legislature 
following several years study by 
the joint state legislative com- 
mittee on motor vehicles, headed 
by Sen. Seymour Halpern of 
Queens. 


In addition to stations which 
would be set up throughout the 
state, the bill provides for mobile 
inspection equipment for rural 
areas having few automobiles. 
The problem of devising a satis- 
factory scheme for inspection in 
sparsely settled areas was the 
main reason for holding up ac- 
tion on compulsory inspection 
legislation last year. 

A lane-type of inspection, simi- 
lar to the system introduced in 
New Jersey in 1938, is contem- 
plated by the bill. Cost of the 
project in full operation is esti- 
mated at $4,500,000, which would 
be financed by fees of 75 cents 
for each inspection. 


* + * 
Okla. Senate Approves Hike 
Of Driver’s License Fees 


The Oklahoma house has passed 
a bill raising drivers’ license fees 
to $1.50. It awaits only the gover- 


nor’s signature to become law. 


The bill as previously passed by 
the house set the fee at $1. The 
senate then raised the figure to 
= as originally provided in the 


s . . 

Local Tax OK 
Indiana Considers Bill 
Affecting Incomes 
A bill to permit Indiana cities 
and towns to impose local taxes 
on individuals and business income 
has been submitted to the state 
senate cities and towns committee. 
The levy could not be more than 
1% percent on earnings of workers 

or net profits of business. 


The bill was a substitute for a 
senate bill sponsored by the Indi- 
ana Municipal league which would 
have given cities and towns blanket 
authority to levy almost any kind 
of tax on its citizens. 

Taxpayers’ groups had objected 


of the establishment being built 










to the earlier measure—which did 
not include a referendum provision 
—and insisted that cities and towns 
should be limited to specific taxes 
and only after a referendum. 

* a 


New Mexico Senate Passes 


Gas Tax Hike to Senate 
A bill to increase New Mex- 
ico’s gasoline tax rate from five 
to seven cents per gallon has 
been passed by the state senate 
and sent to the house. 
. +. * 


Kansas Idle Pay Benefits 
Raised From $18 to $25 


Passage of the Kansas unemploy- 
ment compensation law has in- 


| creased benefit payments from $18 


to $25 per week for not more than 
20 weeks. It is estimated that the 
new benefits will cut employer's 
annual taxes by $2,500,000. 

The changes would be effective 
as long as the unemployment com- 
pensation fund reserve, now nearly 
$62,000,000, remains above $50,000,- 
000. A decline below that figure 
would automatically result in re- 
instatement of present rates, ac- 
cording to the Kansas Motor Car 
Dealers Assn. 

- 


Car Test Repeal 
Gains in N.C. 


A bill to kill North Carolina’s 
compulsory motor vehicle inspec- 
tion program has been passed by 
the lower branch of the state leg- 
islature and sent to the senate. 

The inspection program, which 
started a year ago, is conducted 
through state-operated inspection 
stations. 

* * - 


Ohio House Passes Ban 
On Front-Seat Video 


The Ohio house of representa- 
tives has and sent to the 
senate a bill which would bar tele- 
vision receivers in automobiles if 
the screen is within the vision of 
the driver. The bill would apply 
also to out-of-state motor vehicles. 
The bill exempts emergency ve- 
hicles and those used in licensed 
television transmission. 


Pennsylvania Bill Would Hike 


Dealers License Tag Fees 


Strict use of dealer tags in 
Pennsylvania and increasing 
from $15 to $30 the fee for the 
first registration in the dealer’s 
class is provided in legislation 
introduced by Rep. W. Stuart 
Helm, 

The measure would also in- 
crease the motorcycle registra- 
tion fee from $3 to $4, and in- 
clude motor-bikes, scooters and 
toy automobiles with four horse- 
power engines under the defini- 
tion of motorcycles. Vehicles 
used exclusively for living quar- 
ters would be included in the 
definition of trailers and the fee 
for such vehicles would be $12. 


90-Day Harvest Permits 
Eyed for Texas Trucks 


The Texas senate committee on 
highways and motor traffic has 
approved a bill that would author- 
ize the issuance of 90-day tem- 
porary permits to trucks and truck 
operators from out-of-state during 
the harvest season of various crops. 

a . + 


N. C. Truck Rate Bill 


A bill introduced in the North 
Carolina legislature by Rep. Wil- 
liam T. Hatch would permit fran- 
chise haulers to elect to pay a flat 
rate computed according to the 

(Continued on Page 29, Col, 1) 





FIVE THOUSAND SQUARE FEET FOR SERVICE—This is Al Fink's new home for Oldsmobile 
in Nanticoke, Pa. The building has a total area of 8,000 square feet, including the show- 


room, parts 


department, offices and service department. 
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scale provided for vehicles of the| for trucks under three-fourths of 
— — , oa taueah of endian a ton capacity and $5 for all others. 
contract haulers, instead Of paying/ It also would provide that the 
a 6 percent gross revenue tax and/ 4,.+ million dollars of revenue go 
deposit fee. Haulers would have to 

to counties and the second be ear- 


make their decision at the time 
they apply for license plates, marked for highway debt service. 
+ * * 


Washington Measures Ask 
Higher Automotive Levies Broader Carrier Control 


A bill proposing a two-cent A bill to provide a state bus 
cawoline a, incrones nas ,DeeT | act and expand the powers of the 
state legislature by Reps. Jean- state utilities commission in reg- 
nette Testu of Seattle and R. C. | “ating common and contract 
Young of Ellensourg, both Dem- carriers has been introduced in 
ocrats. the North Carolina legislature by 

Automobile license fees would 
be boosted from $3 to $10 a year 
under a bill introduced at the 
same time by Rep. George 
Adams, Shelton Democrat. A bill 
introduced by Sen. John Todd, 
Mercer Island Democrat, would 
charge motorists $1 to take the 
state patrol’s vehicle safety test. 
The latter program, meanwhile, 
appeared to have been eliminat- 


North Carolina Considers 





Wyoming Holds Trucks 
To 50-MPH Speed Limit 


A bill setting the speed limit 
for commercial vehicles at 50 
miles per hour has been given 
final approval by the Wyoming 
legislature. 








FOR K-F IN FAR-AWAY PLACES—Despite government restrictions, new-car sales are going 
ahead in India. Above is Motor House Gujarat, Ltd., at Amedabad, India, operated by 
M. D. Mehta, Kaiser-Frazer distributor. Mehta reports that five new American cars a day 
are assembled at Motor House. The capacity, he says, is nine cars a day. However, govern- 
mental restrictions, including import quotas and customs up to 60 percent, are eel 
= — population of India includes approximately 20,000 cars and trucks delivere 

uring . 


Rep. E. T. Bost of Cabarrus posed new act are that it would 
county. give the utilities commission 

The measure would replace the greater power to adjust bus rates, 
state bus act of 1943 and would tariffs and schedules found to be 
serve as a companion to the state | unreasonable or discriminatory; 
truck act of 1947. specifically prohibit taxicabs from 
Main differences in the pro- competing with buses outside the 





ed by the state senate appro- 
priations committee. 

e * ? 
Proposes Police Take Over 
Inspections in Maine 

A bill to transfer the semi-an- 
nual inspection of motor vehicles 
in Maine from the state’s 1,500 pri- 
vately owned garages to the state 
highway police has been filed in 
the Maine legislature. 

Under the bill, state police in- 
spectors would work in permanent 
highway safety lanes set up in the 
more populous districts of the 
state and in several “floating” 
lanes which would be established 
during stated intervals in the 


All Models 


GUARDS FRONT & REAR 


Including 1949 





rural areas. 
+ a * 


Urges Cut to 1 Percent 
In Iowa’s Sales Tax 


Iowa’s sales tax rate would be 


cut from 2 to 1 percent under a 
bill introduced in the state legis- 
lature by Rep. Harry Ward, Dav- 
enport Democrat. The bill also 
would have collections of the 
sales tax start on purchases of 


50 cents, instead of 15 cents as | 


at present, 
* * * 


Cleveland Weighs Bar 


To Junkers on Streets 


A Cleveland city councilman, Ir- 
wyn Metzenbaum, has introduced 
a bill aimed to bar hundreds of 
“junker” automobiles from city 
streets. 

“My bill,” said the councilman, 
“will also include new autos which 
have loose fenders, bumpers, mold- 
ing or other hanging or protrud- 
ing pieces which endanger pedes- 
trians.” Penalties include jail sen- 
tence and fines. 


W. Va. Lawmakers Ponder 
City Sales Tax Proposal 


A bill to permit municipalities 
to impose local sales taxes has 
been introduced in the West Vir- 
ginia legislature by Delegate Ma- 
loney, Kanawha Democrat. 

The proposed authority to levy 
such local taxes would be restrict- 
ed to the period ending June 30, 
1951, and the amount could not 
exceed the tax imposed by the 
state. 

+ + * 


Ark. Studies Gas Tax Hike, 


Cut in Vehicle Fees 

A two-cent increase in the state 
gasoline tax and drastic reduction 
of all motor vehicle fees are pro- 
posed in legislation introduced in 
the Arkansas house. 

The proposed legislation would 
boost the gasoline tax to 8% cents 
a gallon, cut license fees on all 
passenger cars to $3.50 annually 
and reduce fees on trucks to $3.50 





N. H. Legislature Okays 
Jobless Pay Increase 


A bill increasing weekly un- 
employment compensation bene- 
fits from $22 to $25 was given 
final passage by the New Hamp- 
shire legislature and sent to the 
governor. 











Custom built to fit over bumpers or bumper guards with dual uprights. Heavy crossrail. 
High tensile steel stamping—40% stronger than mild steel. Triple plated; chrome-on- 
nickel on copper. Easily installed with og@fhary tools by average person in 5 to 8 


minutes. Rust-proof cadmium plated hardware. 


1949 FRONT GUARDS: 4900—Fits over Bumper Guard; 4902—Fits over Bumper Direct. 
1949 REAR GUARDS: 4901—Fits as protection for Trunk. OTHER FRONT GUARDS: 
4000—Fits over Bumper Guard '46-'47-'48 Cars; 4500—Fits over Bumper Direct '46-'47- 
‘48 Cars. OTHER REAR GUARDS: 1001 R—-Hinged Single Upright with individual 
adaptors '46-'47-'48 Cars; 4000, 4500, 4900, 4901 and 4902—List Price $24.95 each. 
1001 R Lists $12.95 each. 


Specify Car Make in Orders. 
A SURE 


. Against 





The Cello Fender Guard has exclusive FEATURING. 
bracing which takes vibration and flutter 
out of ends of the bumper bar. Gives 
needed protection to exposed areas of 
front and rear fenders. Heavily plated. 
Chrome-on-Nickel-on-Copper. Packed six 
pair to shipping carton. Approximate 
weight, 45 Ibs. 





PROTECTION 


FENDER DENTS 


RAPID MOUNTING 
BEAUTY and PROTECTION 
GUARANTEED CHROME 

FRONT—No. 800—List, $13.75 pr. 
REAR —No. 801—List, $13.40 pr. 


with massive, sturd 
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city limits; raise from $500 to 
$5,000 the maximum penalty that 
might be imposed for violations 
of the bus act or the utilities 
commission’s rulings, and clarify 
the precodural methods of the 
commission’s hearings. 
* 


Responsibility Bill 
Compulsory automobile  insur- 
ance, or proof of financial respon- 
sibility, has been asked in a Dill 
filed in the Maine legislature by 
Sen. Jean C. Boucher. 





State Insurance Entry 


Killed in N.D. House 

North Dakota’s house of repre- 
sentatives killed by a vote of 62 
to 42 a bill which would have 
put the state in the motor ve- 
hicle liability insurance business. 

Rep. K, A. Fitch contended va- 
rious amendments took the heart 
out of the measure and that the 
proposed liability department 
would be without sufficient funds 
to operate, let alone pay any 
losses. Also rejected by the North 
Dakota house was another meas- 
ure to set up a state automobile 
liability department on an op- 
tional basis. 














Dual Rail or Single Upright 
TRUCK GUARDS 


The grille, fenders and lights of all trucks get maximum protection 
Cello Guards. Made of extra heavy, cold- 
drawn Steel. Uprights are 20!/2 inches high. Cross rails are I'/g 
inches square, embossed, cold-drawn deep i 

sturdy studs, nuts and lock washers fasten heavily rust-proofed back 
plates. Dual Rail Guards (packaged individually, weight 19 Ibs.), 
List Price $22.00. Single Rail Guards (6 to a carton, weight 44 iE 
List Price $8.75 each. 


LICENSE FRAMES—Fit all States’ Plates—List Price, $2.25 pair 


CEELQOrovucts company, East Boston 28, Mass., U.S.A. 


channel sections. Rugged, 
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Rhode Island House OKs 
Fair Employment Bill 


A fair employment practices bill 
has been passed by the Rhode Is- 
land house of representatives and 
sent to the state senate. 

Introduced by Rep. John J. 
Wrenn, Providence Democrat, the 
bill would create a five-member 
commission to employ informal 
methods of conference, conciliation 
and persuasion to combat employ- 
ment discrimination, where found, 
because of race, color or creed. 

* * * 


Chain-Store Tax Measure 


Fails in North Dakota 

A chain-store tax bill has been 
killed by the North Dakota house 
of representatives. It would have 
required any firm having its main 
place of business outside the state 
but maintaining branches or dis- 
tribution depots within the state 
to pay a $10 annual license fee, 
plus % percent of the cost of all 


TOPPER P 


A-1 Top quality 
pad has been developed and 
ing to our own specifications. 






Primarily used under seat covers for added 
comfort, they are ideal for truck seats and reconditioning older 
model cars. Sell a set of TOPPER PADS with seat covers for 


added profit. 


AVAILABLE IN TWO SIZES 
No. 1517... . 18"x50"x1" 
No. 1518... . 18"x56"x1" 











hion pads. This new 
aided accord- 


goods received for sale or distri- 
bution in North Dakota. 

“Putting more taxes on chain 
stores will help protect the .small 
merchant,” declared Rep. M. T. Lil- 
lehaugen of Walsh in advocating 
the bill. Opponents, however, warn- 
ed that any additional taxes placed 
on chain stores would ultimately 
be paid by the consumer in higher | 


tax classification was passed by 
the Georgia senate. 

Proponents said the change will 
bring many new industries to 
Georgia. Senator Crawford Pilcher 
of Warrenton, administration floor 
leader, said many industries had 
refrained from coming to Georgia 
because of the excessive rate on 
notes and accounts receivable. 

He said the average state, county 
and city taxes combined bring the 
present rate to $40 per $1,000. Un- 
der the intangible tax law the rate 
will be $3 per thousand. 

+ ” . 





prices. 
* * 


Tax Classifying Change 
Advances in Georgia 


A house-approved bill that will | 
transfer accounts receivable from | 
the ad valorem to the intangible | 





Maine Bans Auto Video | 


In Driver’s Vision 

Operation of motor vehicles | 
equipped with television visible 
to drivers is outlawed under a 
bill signed into Maine law by 
Gov. Frederick G. Payne, 











ADS 


Wage-Hour Bill Introduced 


In Missouri Legislature 
A wage-hour bill has been in- 


| troduced in the Missouri legisla- 


ture by Rep. Delton L. Houtch- 

ens, Henry county Democrat, 
Applying to employers hiring 
eight or more workers, the bill 
would establish a minimum wage 
of 75 cents an hour and a 40- 
hour week. Agricultural workers 
would be exempted. 
* * * 


Anti-Sound Trucks 


Use of public address systems or 
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REDECORATED SHOWROOM—'It Is the new location of M & M Motor Sales, Inc. (Cros- 
ley), 554 Grand Ave., Englewood, N. J. Morris E. Kohlreiter heads the dealership. It serves 


Bergen county and suburban New York, the 


visions of a bill introduced in the | 


Pennsylvania legislature. 
* * * 


N. H. Would Curb TV 


Three bills affecting motorists | 


sound equipment on any truck or| have been filed in the New Hamp- 


motor vehicle on state highways 
would be prohibited under the pro- 






TAUPE CQ 


No. 1132 — Resilent shredded air foam filler. 
tufted covers of assorted plastic fibre patterns with satin or 


shire legislature, it was reported 


firm states. 


vision screens visible to the driver 
in any automobile while another 
would require that no more than 
two spotlamps be affixed to a mo- 
tor vehicle. 

The third measure would in- 
crease registration fees for extra- 
| heavy trucks and trailers which 


in Concord. One would ban tele-| obtain temporary permits to travel 


= |through the state. 


| 
| 


| 
| 





R REPLACEMENT MATS 









HEALTH CUSHION 


Five button 


rayon backing and large contrasting welt beading. 
Size 15 1/2”x15 1/2"x2 1/2”. 


WRITE US AND A REPRESENTATIVE WILL CALL WITH A COMPLETE LINE OF SAMPLES 


“Jae HOWARD ZINK Corgoration 


N. J.—FREMONT, OHIO—Long, Beach, Calif. 


At your service is the most complete line of auto seat covers, cushions ond fabric automotive accessories in the 








U.S=Tthot's why for yeors deolers have known thot “IT PAYS TO BE ASSOCIATED WITH THE LEADER" 


The charge 
would be $5 plus five cents per ton 
per mile on gross tonnage and 
mileage to be covered within the 
state under the permit. 

* 


Texas Bill Asks Tax Proof 


As Car License Requisite 

Motor vehicle owners would 
have to show proof that all ad 
valorem taxes had been paid be- 
fore they would be issued car 
license plates under provisions of 
a bill introduced in the Texas 
house of representatives. 

Such proof would have to be 
shown county tax collectors un- 
der terms of the bill. The pro- 
posal has been referred to the 
conunittee on judiciary. 

* + 


Compulsory Insurance 
Compulsory motor vehicle liabil- 


| ity insurance is proposed in a bill 
| introduced in the Rhode Island leg- 


islature by Rep. Irving J. Bilgor, 
Providence Democrat. Under the 
bill, motorists would be required 
to take out $5,000-$10,000 liability 
insurance covering property dam- 
age and personal injury in case of 
accident, or post equivalent cover- 
age in securities with the state 
registrar of motor vehicles. 
= a a 


Amputee Fee Exemption 
Arkansas cities, towns or incor- 
| porated villages would be prohib- 
ited from requiring automobile li- 
cense fees from disabled veterans, 
under terms of a bill introduced in 
the Arkansas legislature. The law 
would apply only to those veterans 
who received cars from the federal 
government as amputees. The state 
license fee already has been out- 
lawed by the legislature in such 
cases. 

} * = 6 


| Another Tag Asked 


Trucks would be required to dis- 
| play two license plates instead of 
}one under a proposal introduced 

in the Tennessee legislature by the 


Shelby county delegation. 
2 > o 


Utah Parking Plan Dead 


A bill to permit cities to acquire 
by purchase, lease or condemnation 
| land for off-street parking lots has 
| been killed by the municipal and 
|county affairs committee of the 
fener house of representatives. 





S.D. Hikes Sales Tax 


To 3 Percent 

South Dakota’s sales tax will 
be increased from 2 to 3 percent, 
effective April 1, with liquor, 
beer and cigarettes brought un- 
der the full tax, under a bill 
given final approval by the state 
legislature and sent to Gov. 
George T,. Mickelson for signa- 
ture. 

The increased and broadened 
sales tax was included in a bill 
providing for payment and fi- 
nancing of a $30,000,000 bonus to 
World War II veterans. A $5,- 
000,000 general fund appropria- 
tion and a two-mill general prop- 
erty levy also were provided to 
retire bonus bonds. 











AUTOMOTIVE NEWS, MARCH 7, 1949 31 


° ° ° . analysis of what the program will 

But Step in Right Direction . . . he r Group Insurance [cost for their particuar dealership 
e plan offered by the wy. 

W. Va. Assn. P lugs It covers dealers, employes and their 


Relaxation of Reg. W {iSSee sareantg iit |g eg pes 
Held Inadequate S ae on of a group insur- 


ance plan among members, the | @ligible are enrolled. 


Automobile Dealers Assn. of West Sra f a ee 

Virginia has circularized a folder to Spain Is Manager 
(Continued from Page 1) all members outlining the advan-| A, Ww. Loving, general manager 

tages of the plan. of Martin Chevrolet Sales Corp.. 


terms would be reimposed if install- | payments should have been 24 
ment buying “got out of hand.” months, especially on cars. 
* * * 
“When the bill comes up for ex- 
NE OF THE leaders in the| tension,” he was quoted, “I’m for 
fight, Edgar F. Kaiser, general|the President having the power, 
manager of Kaiser-Frazer, said the| but against giving it again to the 
additional three months to pay! Federal Reserve Board.” 
eek help some but was not| pep’, powers expire June 30 un- 
bese ne less extended by Congress. 
“It should have been,” he said, a 
- 2 ee ASH had also taken a forceful It didn’t worry a Texan when his 
Reserve Board should watch de- stand against Regulation W. | car stalled a mile from home. A 
velopments closely Back when restoration of con- | sudden 50-mile gale pushed the 
trols was being debated, H. C. | auto to his destination. 


“It has been behind in getting Doss, Nash sales vice-president, |———-——————————- 
figures on economic changes and) asserted that dealers ona their |a result of the amended regula- the perfect auto tool case 
it should be alert to what takes! gnance companies were fully | tion: 
place under the modified Regula-| qualified to operate under good | Car A—Delivering in Washington 


The folder, in addition to explain- | Richmond, Va., has announced ap- 
ing eligibility, benefits, etc. also | pointment of E, A. Spain as assist- 
contains a blank form which deal-| ant general manager and manager 
ers may fill out to obtain a free! of the truck sales division. 





a pack of Sales Appeal 





tion W. GAMs credit practices. Since then Nash (for $1,550.25--reduces payment 
ADA said: eee er ee oe the reg- | $6.80 a month. Every car owner 
“Members of NADA generally jon in petncipie. Car B—Delivering in Washing- will demand 
appreciate the modification of Reg- All other makers, while opposed|ton for $1,777—reduces payment Pec AJotk 
ulation W so far as it goes. The in principle to the regulation, have | $310 a month. “—"' 
time payment extension is not as|"°t openly objected to the curbs. Car C—Delivering in Washing- with its : i rs atte sees 
broad as the organization sought, S. Pile ton for $1,626.95—reduces payment “Place for everything and everything in its place” efficiency. 


but it is a step in the right direc- KARL M. GREINER, general | $7.84 a month. Ne more Weill 


tion. sales manager of Packard, iveri in Washing- 

“NADA will continue to de- | commented: sa ie Ga eekineh  Capmaem rattles, no lost tools. 
velop facts to ascertain if fur- “It is a matter of record that ; 

$8.51 a month. The extra heavy, 

ther extension of the time period | We long ago stated that we be- : Washi \ ; 
will be necessary to prevent lieved Regulation W should be lib- Car E—Delivering in ashing- long wearing ‘ 
hardship and unemployment. Un- | eralized. But we felt that the move | ton for $2,395—reduces payment leatherette container 
doubtedly, under the new order, | toward that end should be initiated | $1115 a month. holds all tools 
more deliveries will be made to | by the dealer body. ae ete i | including Bumper 


persons using their cars to go to “Apparently their wholesome in- > 

work and in business. fluence has been felt and we are Noblitt-Sparks ee 
“These two groups have been| delighted by the outcome.” 7" M k N. Lug Wrench, etc. 

most seriously affeeted by the reg-| Jn its modification, FRB cut o Market New 


ulation. It was in their behalf} the amount of down yment 
chiefly that NADA has been urg-| from 20 to 15 percent em con- Arv in Heater 


The life-time snap 
fasteners can’t 


ing the board, for about three! trolled items except automobil stick, break, rust or 
months, to ease the credit terms.”| which were left. at canaien COLUMBUS, Ind.—Manufacture come ynlleas. 
down. and marketing of newly engi-| 

saan Ps cn Pie There was no objection to this in neered Arvin combination fresh | Display a packed 
fication, believing that even three auto circles, since most agreed|and re-circulating type automobile Pack-A-Jack and 
months coming near the start of that one-third down was okay on| heaters at mass market prices are watch soles dimb. 
spring might provide the stimula- cars. scheduled for the second quarter 
tion needed to get their business The change provides a uniform| of 1949, according to the 1948 an- 
out of the doldrums. 21 months to pay. Eliminated is| nual report of Noblitt-Sparks In- .-? 

Carl Marker, president of the the former provision for a mini-| dustries, Inc., released here. List price $ 75 
National Used Car Dealers Assn., mum of $70 a month on balances| ¢G ommenting on comparative 
said that the FRB action was a over $1,000. prices and values of present-day 


step in the right direction. The order followed shortly after| heaters, the report says that in . E 
= Baader ee explained FRB’s report that the amount of| 1929 the most expensive Arvin hot Liberal Dealer Discounts 
“NUCDA is still on re By "|installment credit outstanding| water heater sold to consumers for 

ing Regulation W and will go |atOPped $145,000,000 in January, | $37.50 while in 1948 a similar heat- 
—- gu and w ©! marking the first decline in three er, superior in appearance and per- 


everything in i 
fom ee eae power to work | years, formance, retailed for less than $29. | 


Marker said that congressional|, "RB said total consumer credit,) The annual report states that 
response to NUCDA efforts indi-| including charge accounts, which | 1948 was the greatest sales year in 
cated a strong feeling in Congress|®t@, not controlled, amounted to| company history with a gross of | 





Address all inquiries to 








for outright elimination of the | $15,376,000,000 in January. $35,447,580. This was an increase 
credit curbs. ni onal Y ae of 3 percent over 1947 but higher | 
Chairman Wright Patman, of G is a list prepared | costs held net earnings to $4.14 per 
the House Small Business com- F by NADA of typical examples} share as against $4.46 in the prior 1200 East Bay Ave. New York 59, New York 


mittee and chief congressional | of monthly payment reductions as! year. ‘ 

critic of FRB’s administration of ————____—- nee as 
controls, said he was disappoint- 
ed in the ci 

He was quoted as saying the 








Sales programs for parts, accessories and items allied to the aytomotive industry 





; ‘ 
| *% Know...at all times... your market potentials through your own private 
Crosley Expects 
7 
” 
spring Gperts POLK NEW CAR 
+. 

Sets Output Hike 

CINCINNATI.—Powel Crosley jr., . ” 
president of Crosley Motors, de- 
clares that the spring market will 
bring a return of new-car buying 
to the high levels of 1948. 

“Based on sales forecasts from Ss 
our dealers, we are scheduling our Ss 
operations to turn out more than a 
pa a month by April,” he are due for vital changes in the immediate future. You need constantly up-to-date 
8 “Our cilia eit a facts to guide you; you need to know how many new cars are being sold ‘each 
reach 300 a day to meet this month- month—wwhere they’re being sold—and when. You need facts to determine sales 
ly car output plus the demand for quotas more accurately, to gauge service potentials and to plan profitable manu- 
our engines from various non-auto- facturing programs. 
nett is ge eae i Polk New Car Registration Reports, long establil.ed as a national industrial 
spring and summer months just barometer, are based on information gathered from official sources in every state.. 
ahead will be placed on the Crosley The Reports now are greatly expanded in usefulness, and are available to all industries. They not only give you 
ay =e = new station current and complete data on new passenger car registrations, by makes and models, for every state, but 
a ~ vend “lea a oe =o also by cylinder models, by price classes, by parent corporations, and include a comparison of 1948 registrations, 
ers in station-wagon output in 1948, by months, with 1947. 

“Reports from all sections of the Write, wire or phone for details on this new, comprehensive service, available immediately. 
country indicate increased public 
acceptance of our lightweight cars,” 
Crosley said. “For example, St. 
Louis and Evansville, Ind., are just 
—- of the many cities where Cros- 
ey sales have spurted ahead re- 
cently. I look for a rapid sky- R. L. POLK Tk COMPANY Motor 
rocketing of sales now that our 431 HOWARD STREET DETROIT 31, MICHIGAN 
new model retooling is complete Phone: CAdillac 9470 
and that spring markets are just 
around the corner.” 











(Eprror’s Note: While we try to eliminate wrecks from all of these 
abnormall 


listings, 
low, the car is 


Used Car Auction Prices 


y some get by us. Bo if the price is 
probably damaged. If the price is abnormally high, 
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the car is probably loaded with extras). 


MASON CITY, IA. 


(Lapiner’s Used Car Auction. Sale every 
Wednesday. Prices are for sale of Feb. 23.) 
Dealers 

expecting rise in wholesale prices and 

volume. of 87 offer- 
ings.) 
BUICK—’49 Super sedan, $2,675. 


dan, 5 
CHEVROLET—'49 SL sedan, $2,175, $2,- 


‘41 se- 


065, ‘48 FL sedan, $1,740, $1,665. ‘47 
FL aerosedan, $1,520, $1,425. 

DODGE—'48 Deluxe sedan, $1,565. ‘46 
Deluxe sedan, $1,210. 

FORD—'49 Custom (8) 2-dr., $1,875, $1,- 
805; 4-dr., $1,830. ‘48 (8) se- 
dan, $1,410. ‘47 Custom (8) sedan, $1,- 
100. °'46 Deluxe 4-dr., $985. ‘41 2-dr., 


S555, 
FRAZER—’47 sedan, $1,140. 
HUDSON—'49 Commander (8) sedan, §2.,- 


365. 
LINCOLN—'41 sedan, $600. 
MERCURY—’49 sedan, $2,210. 
PLYMOUTH—’48 SD sedan, 
station wagon, $1,055. 
PONTIAC—'49 SL (8) sedan, $2,565, $2,- 
530. ‘48 SL (8) sedan, $2,160. 


DANVILLE 


(Danville (Va.) Auto Auction. Sale every 
Prices are for sale of Feb. 25.) 
week of Feb. 25 
Dealers ex- 


$1,500. ‘47 


station wagon, $1,310; panel, $825; FL 
aerosedan, $1,405. ‘46 SM sedan, $1,200, 
$1,175; FM conv., $1,070. ‘41 MD se- 


dan, $530, $415; SD sedan, $800, $415. 


CROSLEY-——'47 pickup, $250. 

DODGE—’'48 sedan, $1,450. ‘46 club coupe, 
$1,350. "42 sedan, $430. ‘37 +coupe, 
$250, $190. 

FORD—'49 Custom sedan, 
$1,575, $1,590, $1,500, $1,660, $1,620. 
'48 SD 4-dr., $1,460, $1,350. 47 SD 
4-dr., 3 at $1,125, $1,275, $1,150, $1,000; 
club coupe, $1,340; station wagon, $1,050. 


$1,795, $1,775, 


FRAZER—'48 Manhattan sedan, $1,300. 
'47 4-dr., $925. : 

HUDSON—’48 4-dr., $1,350. 

KAISER—'48 4~ir., $1,010. 

MERCURY—’'46 conv., $1,155. ‘41 sedan, 


$490 '39 4-dr., $600. 
OLDSMOBILE—’'48 (98) conv., $2,080; (68) 


sedan, $1,600. ‘47 (66) 4-dr., $1,385. 
"41 (66) 4-dr., $135. ‘39 4-dr., $420. 
PACKARD—’41 (120) sedan, $240; (110) 


4-dr., $820. 
PLYMOUTH—.-'48 SD sedan, $1,650, $1,600. 
'47 SD 4-dr., $1,010, $1,195; business 
coupe, $1,025. ‘46 SD sedan, $750. ‘41 
SD 4-dr., $835. 
PONTIAC—’49 Deluxe 


(6) sedan coupe, 


$2,340. °'48 SL sedan coupe, $1,770, $1,- 
700. ’'47 8L sedan, $1,385, $1,240, $1,- 
520. '46 (6) 4-dr., $1,020, $1,010, $1,275. 


"40 (6) 4-dr., $200. 
WILLYS—'47 station wagon, $1,150, $940. 


CONCORD 





OCHEVROLET—’'49 half-ton pickup, $1,435, 
$1.360; FL Special sedan, $2,025, $2,065, 
$2,150; sedan, $1,975, $2,100; conv., $2.- 
300. '48 FL aerosedan. $1,610; 1%-ton 
C &C., $1,375, $1,355, $1,350; FM se- 
dan, $1,550. ‘47 FL sedan, $1,225, $1,- 
350; FM sedan, $1,340, $1,412, $1,375, 
$1,250; FL aerosedan, $1,450, $1,215, 


CHRYSLER—'42 sedan, $975. ‘41 Royal 
sedan, $700. 

CROSLEY-—-'46 sedan, $200. 

DeSOTO—'40 sedan, $575. 

DODGE—'46 Custom sedan, $1,200. ‘42 


sedan, $825. ‘36 sedan, $175. 


FORD—'49 Custom (8) sedan, $1,675, $1,- 
725, $1,750; station wagon, $2,150. ‘48 
SD sedan, $1,325, $1,410; (6) sedan, $1,- 
170. ‘47 station wagon, $1,400; sedan, 
$1,055. °46 SD business coupe, $950, 
$1,000; sedan, $1,010, $1,150, $825. ‘42 
SD sedan, $600, $750. ‘41 coupe, $580, 
$575; sedan, $550, $575, $710, $650. 

— Commodore (8) sedan, $1,- 


50. 

MERCURY—'49 sedan, $1.925. ‘42 conv., 
$700. ‘41 club coupe, $625. ' 

OLDSMOBILE—'47 (78) sedan, $1,400. ‘46 
(66) sedan, $1,100. ‘41 (66) sedan, $550; 
(78) sedanette, $750. ‘40 sedan, $585. 

PLYMOUTH—'48 SD sedan, $1,550, $1,425; 
club coupe, $1,525. ‘47 Deluxe sedan, 
$1,160. ‘46 SD sedan, $1,142. ‘41 se- 
dan, $610. 

PONTIAC—’'49 Chieftain (8) sedan, $2,475, 
"46 SL (8) sedanette, $1,335; (6) sedan, 
$1,200. '39 sedan, $395. '36 sedan, $215. 

STUDEBAKER — '47 Commander club 
coupe, $1,335, $1,400. 

WILLYS—'46 station wagon, $950. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Feb, 18.) 
(Market shows sale active with heavy 
load of buyers. Sold 127 cars out of 
254 offerings.) 
BUICK—’49 Super sedanette, $2,700. ‘47 
Special sedanette, $1,375; Super sedan, 


Average Used Car Prices 


(Compiled by Automotive News) 


il 


Mar. (to date) Feb. 


$1,137 
Jan. 





Feb. 
1949 
$1,830 
1,411 
1,241 
785 
725 
597 


$1,098 


Mar. 1949 

(to date) 
$1,725 
1,354 
1,172 


Jan 
1949 


$1,928 
1,453 
1,300 
792 
74y 
600 
$1,055 


Average. . $1,137 


(The above figures are averages of used car auction prices, all 
makes and models, carried regularly in Automotive News.) 


(6) $1,600; half-ton 


dan, $1,650; 
‘48 SD sedan, 


pickup, $1,400. 


$1,200. ‘41 Deluxe sedan, 
$650. 


MERCURY—1949 sedan, $2,250, 
$1,850; club coupe, $1,950, $2,130. 

NASH—’'49 Super (600) sedan, $1,660. 
Super (600) sedan, $1,160, $1,260. 
Super (600) sedan, $1,060, $1,100. 


OLDSMOBILE—’'47 (66) sedan, $1,325. 


PLYMOUTH—’'47 SD club coupe, $1,375. 
‘41 SD sedan, 


'46 Deluxe sedan, $980. 
$350. °35 Deluxe sedan, $100. 

PONTIAC—’49 SL (8) sedanette, $2,600, 
$2,605. °48 (8) sedan, $1,900. ‘46 (8) 
sedan, $1,075. °'41 (6) club coupe, $670. 
"39 (6) sedan, $550. 


STUDEBAKER—'49 half-ton pickup, $1,- 


240. °47 Commander sedan, $1,190. 


(6) 
$1,350. 


’47 SD conv., $1,400; club coupe, $1,355, 
$785, $780, 


$1,875, 


"48 
"47 








pect trading to improve as weather $1,500. '46 Super sedan, $1,360. ILL '49 station sedan, $1,675. ‘48 

grows milder.) (Concord (Mass.) Auto Auction, Inc. Othe, Ga es “SaeTs sedan, $3,125; sedan- Wyeepeter, $1,290. : 
BUICK—’49 RM conv., $2,925. ‘47 Super | Sales Monday and Friday. Prices are for , icon tan tente. : 

sedan, $1,570. '46 Super sedan, $1,460, | 84les of Feb. 18-21.) gpecial SL, sedan. $2,088; yo gh KANSAS CITY 

$1,390. ‘42 Super sedan, $700. ‘41 Super (Prewar clean models still in great de- dan, $2,150, $2,100 $2 000. °48 FL 2-dr 

sedan, $825. ‘40 Special sedan, $495, mand and bringing fancy prices. Post- $1 670: ‘FM sedan "$1 570. 47 FL 2-dr. (Kansas City (Mo.) Automobile Auction. 

$395; RM club coupe, $900. ‘37 Century wars up slightly and steady. Sold 146 $1.600, $1,490 ‘46 ‘SM sedan, $1 135° Sales every Wednesday. Prices are for sale 

sedan, $540. out of 259 offerings.) '41 SD sedan, $840. ‘40 SD sedan, $760, | °! Fb. 23.) mete 
OHEVROLET—'49 FL Deluxe sedan, $2,- | BUICK—'47 Super sedanette, $1,600; RM| $650. (Older cars still By 4 oS 

050, $2,000; SI. 4-dr., $1,950. ‘48 FL| sedan, $1,575. ‘46 RM sedanette, $1,250. | CHRYSLER—'18 Windsor sedan, $1,900. eee. ate meats see oe. 

Rerosedan, 2 at $1,700, $1,590, $1,575, | '42 Super sedanette, $950. ’41 ‘club | DeSOTO—'49 Custom conv., $2,000, $2,225, | little lower. —e es 

$1,665, $1,690; FM sedan, $1,480, $1,530; coupe, $550; Century sedan, $750; Special '46 Custom sedan, $1,250. Suermes.) 

-all, $920. ‘47 FL 4-dr., $1,335,| sedan, $775. ‘40 sedan, $425, $850, $615. | DODGE-—'46 Custom sedan, $975, $1,100, | BUICK—'46 RM 2-dr., $1,550; 4-dr., $1,- 
$1,425, $1,330, $1,260, $1,350; FM club | CADILLAC—’39 (75) sedan, $600. ‘37 se- ‘39 half-ton pickup, $305. 450. °39 RM conv., $532. ‘38 RM 4-dr., 
coupe, $1,325, $1,310; FL conv., $1,425; | dan, $220. FORD—'49 Custom (8) conv., $1,850; se-| $642. 

CADILLAC—’'49 (62) 4-dr., $3,900. 
CHEVROLET—'49 SL 4-dr., $2,235. ‘48 


Published "First ta '34, then iu 39 


Appreciation 


-CHART orga"- 
indivi ke up the CHEK-C og 
fae pera ene of acknowledging 4 debt of 
izatio ty 
a ed CHEK-CHART for a long time; 
j - RT’S 
igs ar personal interest im CHEK-CHA 

Sane and authority. 
But we realize that t 


: 0 su . 
would be inadequate ‘ and cooperation of 


mented by the sup 
and oil industries. 


s 
he combined result of our effort 


° le- 
ing unless supp! 
ch an undertak g he automotive 


j ineers who have taken 50 many 
7 ie “a aaoist in incorporating mise = - 

CHA {rte "bi coe possible measure ° — ge 

ibs ‘aud. equipment engine rience to the large 

ae Oran < Se expressed their confidence 

oft EKCHART in terms of — 

for special editions; ove # the 

100,000* service see 

who have been so = ° 

adopt CHEK-CHARIT 4 

one means of fulfill- 

ing their obligation 

to the motorist—we 

extend a sincere @X- 

pression of appre- 


ciation! 


NOW 1) OUR 


YEAR 


we use the same sincere sentiments to say 
“Thanks again for your loyalty and 
good will. Because of your coop- 
eration, our fifth of a century 
of service has been a 
20-year record of 
progress.” * 


* Today CHEK-CHART services 
are used in more thon 
175,000 progressive stations. 


Vert } 


Cre hart \THE CHEK-CHART CORPORATION 





SM club coupe, $1,320; FL 2-dr., $1,772, 
$1,650, $1,530, $1,480. °47 FL 2-dr., $1,- 
500, $1,085; FM club coupe, $1,425; FL 
4-dr., $1,245, $955. ‘46 FL 2-dr., $1,350, 
$1,325, $1,210. 
DeSOTO—’'49 4-dr., $1,825 
$1,702; 4-dr., $1,600. 
DODGE—’'48 2-dr., $1,650. 
070. °46 4-dr., $805. 
FORD—’'49 (8) 2-dr., $1,900, $1,787, $1,705, 
$1,655; 4-dr., $1,700. ‘48 (8) 2-dr., $1,- 
470, $1,425, $1,270. °47 (8) 2-dr., $1,350, 
,335; 4-dr., $1,190. ‘46 (8) 2-dr., $1,- 
170, $1,045, $1,030; club coupe, $1,055. 
FRAZER—'47 4-dr., $1,162. 
HUDSON—'49 (8) 4-dr., $2,105. ‘47 (6) 
4-dr., $947. °'46 (6) 4-dr., $850. 
KAISER—'48 4-dr., $1,207. ‘47 4-dr., $1,- 
312, $960. °46 4-dr., $912. 
MERCURY—'4! 4-dr., $400. 
OLDSMOBILE—'48 (76) club coupe, $1,650; 


"48 club coupe, 


‘47 4-dr., $1,- 


(98) 2-dr., $2.090. ‘47 (76) 4-dr., $1,- 
490. "42 (98) 2-dr., $825. 40 (76) 
2-dr., $535. 

PLYMOUTH—'47 SD club coupe, $1,495; 
2-dr., $1,230; 4-dr., $1,115. "46 4-dr., 


|} $905, $732. 

| PONTIAC—-'42 (8) 2-dr.. $765. 
2-dr., $877, $702. 

STUDEBAKER—’'46 Commander 4-dr., $1,- 


"41 (6) 


200. 
WILLYS-——'47 Jeep, $600. 


| ALBANY 


(Tim Anspach’'s 
Sale every Monday. 
Feb. 21.) 

(Best sale of year to date. Many buy- 

ers bidding in a hot auction. Market 

steady on most models excepting new 
ones. Dealers are advised not to try to 
get over list on any new cars if they 

want to sell. Sold 61 cars out of 87 

offerings.) 
| BUICK—549 Super sedanette, $2,475. '48 
RM 2-dr., $2,200; 4-dr., $2.000. ‘47 RM 
4-dr., $1,635. ‘40 Super club coupe, $760. 
'39 Special 4-dr., $525. 
| CADILLAC—’'47 (62) 4-dr., $2,275. 


| 

| CHEVROLET—'49 SL Deluxe 4-dr., $2,100, 
$2,145, $2,150; 2-dr., $2,060; FL Deluxe 
| 2-dr., $2,090; 4-dr., $2,100, $2,110, $2,- 
| 150; SL Deluxe conv., $2,325. ‘48 FL 
aerosedan, $1,580; SM 4-dr., $1,380. °47 


Dealer Auto Auction. 
Prices are for sale of 


FL 4-dr., $1,300. ‘46 SM 2-dr., $1,000, 
$1,200; 4-dr., $1,300. °'41 SD 4-dr., $700, 
$620. 


DODGE—'46 Custom 4-dr., $1,250. 

FORD-—-'49 Custom (8) club coupe, $1,750, 
$1,660; 4-dr., $1,725, $1,530; Custom (6) 
2-dr., $1,710. ‘47 SD (6) 2-dr., $1,080; 
(8) 2-dr., $1,150, $1,200. °'46 Deluxe (6) 
4-dr., $835; SD (8) 4-dr., $1,100. ‘39 





(8) Deluxe 4-dr., $450. 
KAISER—’'47 4-dr., $1,075, $1,170. 
LINCOLN—’49 Cosmopolitan 2-dr., $2,520. 
MERCURY-—’'49 4-dr., $2,010. ‘48 club 
coupe, $1,460. ‘47 club coupe, $1,360; 
4-dr., $1,300. 
NASH-—'47 (600) 4-dr., $1,140; club coupe, 
$925. °46 (600) 4-dr., $1,000. 


OLDSMOBILE—’'46 (76) 4-dr., $1,340; (66) | 








4-dr., $1,360. ‘40 (76) 4-dr., $310. 
PLYMOUTH—’'48 SD 2-dr., $1,445; Deluxe 
















4-dr., $1,600. °38 Deluxe 4-dr., $200 
PONTIAC—'49 (8) 2-dr., $2,500. ‘48 (s, 
2-dr., $1,800. °'47 (6) 4-dr., $1,625. 


STUDEBAKER—'48 Commander (6) 4-dr 
$1,950; Champion 4-dr., $1,370, $1,350 

WILLYS—'48 Station wagon, $1,200. 

MISCELLANEOUS—'48 Internationa! half 
— $800. 47 half-ton pickup 


INDIANAPOLIS 


(Ken Schaefer's Auction. Sale every 
Thursday. Prices are partial list of sales 
for Feb. 24.) 

BUICK—’'49 Super 4-dr., $2,460. 
2-dr., $1,875. ‘47 Super 2-dr.. $1,650, 
$1,500. ‘46 Super 4-dr., $1,325. ‘41 
conv., $635. ‘40 4-dr., $780, $555. 

CADILLAC—'48 (62) 4-dr., $2,800. 
(61) 2-dr., $2,100. 

CHEVROLET—’'49 FL Deluxe 2-dr., $2,190; 
SL Deluxe club coupe, $2,120; 2-dr., §2,- 
075; FL 2-dr., $2,065; half-ton pickup. 


'48 Super 


‘47 


$1,510. ‘48 FL 2-dr., $1,710; station 
wagon, $1,600; FM club coupe, $1,560; 
SM 2-dr., $1,350; half-ton panel, 


$925. 
‘47 FL 2-dr., $1,450; FM 4-dr., $1,255. 
‘46 FM club coupe, $1,210; 2-dr., $1,165; 


4-dr., $1,065, $1,050; sedan delivery, 
$720. ‘42 club coupe, $800. ‘41 2-dr., 
$1,000; club coupe, $930; 2-dr., $755. 


‘40 2-dr., $685, $600. 
DODGE—'48 2-dr., $1,710; 4-dr., $1,660. 
"42 4-dr., $630. 
FORD — '49 Custom (8) 


conv., $2,000; 
$1,880; 4-dr., $1,710; (6) 2-dr., 


2-dr., 
$1,675. ‘48 4-dr., $1,425; 2-dr., $1,300; 
(6) 2-dr., $1,030. ‘47 2-dr., $1,230; 
4-dr., $1,150; 2-dr., $1,090; (6) 2-dr.. 
$950. ‘46 2-dr., $1,050; station wagon, 
$1,030; 4-dr., $945. ‘42 4-dr., $715. ‘41 
2-dr., $810; club coupe, $625. ‘40 coupe, 
$450; 2-dr., $270. ‘39 4-dr., $550. ‘38 
2-dr., $240. 
HUDSON—'46 4-dr.. $955, $915. 
KAISER—'47 4-dr., $1,125, L 
MERCURY—'46 4-dr., $1,130. ‘41 2-dr., 
NASH—'49 (600) 4-dr., $1,960. 
OLDSMOBILE — '49 (98) conv., $2,800; 
"42 4-dr., $800. °40 4-dr., 


4-dr., $2,760. 
$560 


PACKARD—’48 4-dr., $1,850, 
PLYMOUTH—'48 SD club coupe, $1,480 
'47 2-dr., $1,240. ‘46 4-dr., $970. | ‘42 


4-dr., $630. ‘'41 4-dr., $720. ‘40 2-dr 
$600. ‘39 2-dr., $405. °37 2-dr., $220; 
coupe, $165. 


PONTIAC—'49 (6) 2-dr., $2,170. ‘48 conv., 
$1,835; 4-dr., $1,760. ‘47 2-dr., $1,510, 


4-dr., $1,400. ‘41 2-dr., $900. ‘40 club 
” — $410, $360. ‘37 2-dr., $270; 4-dr., 
14 


STUDEBAKER—'47 Commander 4-dr., $1.- 
450; 2-dr., $1,340, $1,210. 


AKRON 


(Akron (O.) Auto Auction. Sale ever) 

Thursday. Prices are for Feb. 24.) 
(Buyers still cautious. Sold 44 out of 

103 offerings.) 

BUICK—’49 Super sedan, $2,380. ‘48 Super 
sedan, $1,875. ‘42 Super sedan, $775 
"41 Special sedan, $775. ‘40 Special se- 
dan, $600, $585. ‘47 RM conv., $1,775 

CADILLAC—'41 (62) sedan, $825, 

CHEVROLET—'49 sedan, $2,085. ‘47 FI. 
2-dr., $1,500. °46 SM sedan, $1,125, §1,- 
100, $1,000. ‘42 FL sedan, §790, $735 
"41 SD club coupe, $760. 

DODGE—’46 half-ton panel, $775. 

FORD—'49 Custom (8) sedan, $1,610; half 
ton stake, $1,280. ‘48 SD sedan, $1,250 
‘47 SD sedan, $925. ‘46 SD sedan, $! 
100, $1,085, $1,050, $1,000. ‘41 SD se 
dan, $590, $575, $565. ‘36 sedan. $315 

NASH—’'47 (600) sedan, $1,110. ‘46 (600) 
sedan, $975. °39 sedan, $300. 

OLDSMOBILE—’'40 (70) sedan, $780 

PLYMOUTH—'42 SD sedan, $625. 
sedan, $560, $480. ‘37 sedan, 

PONTIAC—'41 (6) sedan, $690. 
club coupe, $690. 

STUDEBAKER—’41 sedan, $475. 


OKLAHOMA CITY 


(Oklahoma City Auto Auction. A. L 
Pollock, manager. Sale every Wednesday 
Prices are for sale of Feb. 23.) 


"41 sD 


40 (6) 


(Market lower on all models. Sold 85 
units out of 178 offerings.) 
BUICK—'49 Super 4-dr., $2,660. ‘48 Super 


2-dr., $1,900; Special 4-dr., $1,605. ‘47 
RM club sedan, $1,680. ‘46 RM 4-dr., 


(Continued on Page 33, Col. 1) 


U. C. SHOWROOM EQUALS NEW-CAR DISPLAY AREA—Cawood Pontiac Co. occupies 


this attractive dealershi 


space as the new-car display facilities, the used-model showroom is as well appointed 


dealership states. 


in Port Huron, Mich. As well as covering the same amount of 


the 


© 








en eh oe 2 & 2. oe 


Sem sees SS 





Ip. 


0; 
- 
P. 
on 
0; 
5. 
5. 
5; 
y, 
5. 
0. 


Sas 


0 
12 


b 
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$1,525; Super 4-dr., $1,440; RM 2-dr., 
$1,335. °42 2-dr., $815. 

CADILLAC—'48 (61) 4-dr., $2,825. °46 
(62) 4-dr., $1,910. 

CHEVROLET—'48 SM 2-dr., $1,550; FL 
2-dr., $1,830, $1,440. °47 FL 2-dr., $1,- 
385; FM 2-dr., $1,255; 4-dr., $1,320. ‘46 
2-dr., $1,255. °42 FL 2-dr., $825; %-ton 
pickup, $580. °41 2-dr., $780. 

CHRYSLER — '48 Windsor 4-dr., $1,700; 
club coupe, $1,930. °'47 New Yorker 4-dr., 
$1,590. °41 4-dr., $855. 

DeSOTO—’'46 2-dr., oo "41 4-dr., $740. 
pickup, $1,410. °47 Deluxe 4-dr., $1,500. 

FORD—’49 (6) 2-dr., $1,675; (8) 4-dr., 
$1,720; club coupe, $1,820. °'48 SD (6 
4-dr., $1,060. °46 SD (8) 2-dr., $1,255, 
$1,140, $1,060; club coupe, $1,225, $990, 
$1,140; conv., $1,200. ‘42 2-dr., $775. 
"41 2-dr., $690, $530. °40 2-dr., $675, 


$450. 
KAISER—’49 4-dr., $1,880. 
LINCOLN—'41 4-dr., $410. 
MERCURY—'46 4-dr., $1,265. ‘40 4-dr., 


$610. 

NASH-—’47 4-dr., $955. 

OLDSMOBILE—’48 (98) 2-dr., $2,040; (76) 
4-dr., $1,760; (68) conv., $1,680. "47 
4-dr., $1,600. °41 2-dr., $445; (78) 4-dr., 
$810; (66) club coupe, $455. 

PLYMOUTH—’48 4-dr., $1,390. °47 SD 
4-dr., $1,075. °'46 Deluxe 4-dr., $990. 
*37 2-dr., $290. 

PONTIAC—’49 Chieftain 2-dr., $2,570. ‘48 
SL 4-dr., $1,980. °'47 SL 2-dr., $1,510; 
4-dr., $1,290; club coupe, $1,350. ‘46 
club coupe, $1,400. °42 2-dr., $1,040. 

EBAKER—’49 1-ton pickup, $1,540. 
’47 Champion 2-dr., $1,375. ‘41 4-dr., 


$170. 
WILLYS—’47 station wagon, $1,005. ‘'46 


station wagon, $550. 
MISCELLANEOUS—’'46 IHC %-ton pickup, 


$775. 
SOUTH BEND 

(South Bend (Ind.) Auto Auction. Sale 
every Friday. Prices are for sale of Feb. 
18.) 

(Market steady, buyers more active. 

Sold 39 units out of 64 offerings.) 
BUICK—’46 Super 4-dr., $1,450. °40 Spe- 

cial 4-dr., $755. °38 Special 4-dr., $445. 
CHEVROLET—'40 2-dr., $500. ‘39 4-dr., 

$440. °36 4-dr., $90, $60. ‘35 2-dr., 


$150. ; 
DODGE—'46 Deluxe 2-dr., $1,055. 42 


4-dr., $660. 

FORD—’49 Custom (8) 2-dr., $1,745. ‘48 
SD 2-dr., $1,280. °46 SD 4-dr., $1,105. 
"42 Deluxe coupe, $610. °'36 2-dr., $140. 

HUDSON—’41 (6) coupe, $405. 

KAISER—’48 4-dr., $1,080. 

MEROURY—’47 club coupe, $1,210. ‘46 


4-dr., $1,085. 
NASH—'48 (600) 4-dr., $1,400. 
OLDSMOBILE—'48 (78) 2-dr., $1,810. "42 
(66) 4-dr., $560. 
PLYMOUTH—’48 SD 4-dr., $1,680. "46 SD 
4-dr., $1,105, 


Rockwell Blasts 
Federal Spending, 
‘Attack’ on Profits 


CHICAGO. — Here primarily to 
tell about his company’s advertising 
campaign which is attracting wide- | 
spread attention, Col. W. F. Rock- 
well, chairman of Standard Steel 
Spring Co., held a press conference 
during which he delivered a frontal 
attack on the government’s spend- 
ing and propaganda policies. 

“The political attack on profits 
is the subtle approach to socialism,” | 
he said. “Unless fair profits are 
allowed to industry in good times, 
industry cannot survive depres- 
sions.” 

Calling attention to Washington 
reports that “federal, state and lo- 
cal governments will spend over 65 
billion dollars in the next fiscal 
year,” Col. Rockwell said that “if 
there should be a serious recession, 
with a large increase in unemploy- 
ment, the government will probably 
spend much more money, which 
may easily run as much as 50 per- 
cent of the reduced national in- | 
come,” compared with nearly one- | 
third at the present rate. 

“The public must learn that fed- 
eral corporation taxes are not paid 
by corporations, but are actually 
indirect sales taxes collected by 
corporations and turned over di- 
rectly to the federal government.” 

In answer to other questions, he 
asserted that “it should be illegal 
for a strike to be called without 
consent of a majority of workers 
as determined by secret ballot”; 
that the “gray market” in steel is 
now “about wiped out,” and that 
the nation’s lack of a definite for- 
eign policy is the way not to deal 
with Russia. 





Burton Buys Out Williams; | 
Will Rename Pontiac Deal 

Floyd L. Burton, Fulton, N. Y., 
has purchased Williams Motor Co. 
in Saranac Lake, N. Y., from T. 
Edward Williams, owner of the 
firm for 16 years. 

The company will be renamed 
Burton Pontiac Co. Burton has | 
been an auto dealer in Fulton 
since 1940. 





Used Car Auction Prices 


AUTOMOTIVE 





PONTIAC—'48 Torpedo (8) 2-dr., $1,810. 36 


5 $585. sedan, 
42 Torpedo (6) 4-dr., $755. PLYMOUTH—’'46 sedan, $1,180. ‘40 sedan, 


STUDEBAKER—'48 Champion club aot, etait '35 sedan, $100, 
BAKER—’41 sedan, $520. 


$1,370; club coupe, $1,205, $1,350. 46 HORSEHEADS 


$1,630; Commander 4-dr., $1,610. ‘4 
Champion 4-dr., $1,405, $1,360; 2-dr. 


half-ton pickup, $675. ‘40 Commander 


4-dr., $300. ‘39 Commander 4-dr., $270. (Horseheads (N. Y.) Auto Auction. Sale 


WILLYS—'49 Jeepster, $1,505. '48 station | $x°rY Friday. 


wa ; 2 
gon, $1,210 (Market maintaining same level for 


(Doc Greiner Auction, 6216 Telegraph $835, $6 


190. '47 SM sedan, $1,500, $1,400, $950. 
'46 sedan, $1,200, $965. '41 sedan, $1,- 
045, $890, $625. °40 sedan, $765, $525. 
"39 sedan, $655. ‘37 sedan, $325, $300. 


CHRYSLER—'41 sedan, $500. 
DeSOTO—’47 Custom sedan, $1,555. 
DODGE—'42 sedan, $575. 

FORD—'41 sedan, $685, $425. ‘40 sedan, 
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Prices are for sale of Feb. | 





et 


as ae: 





MONTANA CHEVROLET’ DEALER—The pliant of Mountain Chevrolet Co., Red Lodge, Mont. 


it six weeks.) Showroom contal 1,000 f 
TOLEDO pas . " ns f, square ‘eet, the Parts department 1,275 feet and the main service 
BUICK—’'49 Super 4-dr., $2,425. 47 conv., buildin about 6,000 square feet, accor r r 
. c-9 . aoe eS 9 o . c ding to Mr. and Mrs. John R, Graham. 


Rd. Sale every Thursday. Prices are for cunvielae— co SL 4-dr., $1,960: FL 


sale of Feb, 24.) Mil CS 
‘ 4-dr., $2,100. °48 SM 2-dr., ,350. ° t 
BUICK—'49 Super 4-dr., $2,425. "41 Cen-| FM i-dr $i210) FL adr, $1;310. ‘46 ! eage osts port notes. 


tury sedanette, $590. FM 2-dr., $1,090. ‘41 SD 2-dr., $670, 
CHEVROLET—’'48 FL aerosedan, $1,615, 2 at $680, $730; 4-dr., $630. °40 2-dr., 


$1,600, $1,580; FM club coupe, $1,490. $675, $655, 


; $655. 
cue 2-dr., $1,015. nae CHRYSLER —'40 4-dr., $350. 
SLER—’4 ew Yorker 4-dr., $650. IE—'41 4-dr., $910. ‘40 4-dr., $200. 
CHICAGO.—Salesmen’s automo- 


DODGE—'41 Custom 2-dr., $550. FORD—'49 Custom 2-dr., $1,750. °47 SD 
FORD—'49 Custom (8) club coupe, $1,590; | club coupe, $1,180; 2-dr., $1,045. "46 SD | bile expenses are up about 15 per- agers. Price of the report is $7.50 


2-dr., $1,705. ‘47 SD 4-dr., $910. '36 4-dr., $1,060; 2-dr., $950, $1,030. ‘40 cent over two years ago according 
’ 


2-dr., $175. coupe, $590. 
MERCURY—’49 4-dr., $1,900. HUDSON—’'46 


"38 2-dr., $225. 


2-dr., $775. '41 2-dr., $515.|tO a report compiled by Dartnell 


salesman-owned equipment, the re- 


Salesmen’s Car Expense Up | The report discusses various 
1 5% in Two Years methods of reimbursing salesmen 


for the use of their own cars, along 
with comments of large fleet man- 





FLYMOUTE—s0 4-dr., $445. LINCOLN—'40 4-dr., $470. Corp., 4660 Ravenswood Ave., Chi- Another Hogan Joins 


MERCURY—’46 4-dr., $1,235. 


cago 40, on “How 300 Sales Exec- Ted Hogan, Texas A. & M grad- 


NASH—'41 2-dr., $720. '40 4-dr., $580. 
LOUISVILLE OLDSMOBILE-_'41 2-dr., $720.40 4-ar.,| Utives Handle Automobile Ex- uate, has joined Crane Motor Co 


(Auto Auction Sales. Fred Miller, man- $580, $355. 


ager. Sale every Tuesday. Prices are for PLYMOUTH—'46 SD club coupe, $1,100. 
. "42 2-dr., $690. ‘39 2-dr., $510. '37/ A decided trend toward company-|ber of the Hogan family to join 


sale of Feb. 22.) 
BUICK —’'47 Super sedan, $1,640. ‘46 2-dr., $320, 


'41 sedan, $700. $820, $935. 


CHEVROLET—'49 FL sedan, $2,220, $2,- STUDEBAKER—'40 club coupe, $425, 





penses.” 


Crane, Tex. He is the third mem- 


d. owned and leased cars has ap-/the fi Th 
8 dan, $1,305. '42 sedan, $750. | PONTIAC—'41 club . ; 4-dr. Lees ek Gh iene ce oe 
uper sedan, $ sedan, $ 6 conv, $135," ”' *4*:| peared in the last two years, re-| father, Ted C. Hogan sr., ant his 


'40 conv., $425. 


BOSS, IT’S SURE 
A LONG TIME SINCE 


WE 


TROUBLE WITH 
ENGINE JOBS 


It’s AMAZING how Pedrick piston rings 
help make all engine jobs come out 
right! ““Heat-Shaping”’ does it. It takes 
heat to remove the stresses and strains 
set up in every ring by factory ma- 
chining operations. It takes heat to 
make rings permanently correct in 
shape and tension! 

Because Pedrick piston rings are 
**Heat-Shaped,” they fit better, remain 


HAD ANY 





efficient longer. They offer much great- 
er resistance to sticking or warping. 


occ EE EE EE 


A Unique 
Business-Building Service 


| 
| 
| 
1 In addition to “*Heat-Shaped” rings, 
1 Pedrick Franchise dealers get complete 
! repair information, local sales aids, shop 
! identification sign, national consumer 
advertising. Ask your Pedrick jobber. 
he 


Se ee ee ee ee ee ee eee eee al 


ee ee es ee ee ee ee ee 


versing a previous preference for| brother, T. C. jr. 


NOT SINCE WE 
STARTED TO USE 


PEDRICKS! 


No other ring gives you the advan- 
tages of “Heat-Shaping.”’ These ad- 
vantages help you avoid “‘come- 
backs,” help you make customers 
really satisfied. No wonder Pedrick 
gives you the industry’s most liberal 
guarantee. \WILKENING MANUFACTUR- 
ING Co., Philadelphia 42, Pa. In Can- 
ada: Wilkening Manufacturing Co. 
(Canada) Ltd., Toronto. 


FOR 29 YEARS, SUPPLIER OF PISTON RINGS TO LEADING VEHICLE AND ENGINE MANUFACTURERS 


e 
ONLY 





PISTON RINGS ARE “‘HEAT-SHAPED” 
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To Draft Reorganization Plan... 
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Court Trustees Control Tucker 


(Continued from Page 2) 

assets in excess of $14 million and 
current liabilities of $1,600,000. 

This report was at sharp vari- 
ance with one made by WAA Re- 
gional Director Otto G. Klein, 
named to approve company ex- 
penditures. Klein said that the 
Tucker Corp. has only $69,000 in 
cash. 

* + 


* 
HE SECOND week of the secret 
federal grand jury investigation 
opened with the testimony and 
questioning of Cliff Knoble former 
advertising manager, who has a 
salary and bonus suit pending 
against the company; Mitchell W. 
Dulian, sales manager and former 


director, and R. N. Parsons, pub- 
licity manager, former director and 
the son-in-law of Preston Tucker. 
It was generally agreed that 
financial support is a “must” in 
connection with any reorganiza- 
tion plan for Tucker Corp. 
Among reports was one that 
some of the new directors favor 
redesigning the present Tucker car. 
A problem in this connection is 
whether to retain the “Tucker” 
name which, because of widespread 
publicity over the past 27 months, 
has captured wide attention. 
Also called before the grand jury 
during the week were Ellsworth 
Hill, New York advertising execu- 
tive, and C. C. Kyle, former sales 





ATTENTION 
DEALERS OF 
Chevrolet, Oldsmobile, Pontiac 
CARS 


Don't lose valuable time installing your present auto 
seat covers on the 1949 models. 


We have the cover that makes installation a pleasure. 
Order a sample set and be convinced. 
Samples and prices on request. 

AUTOMOBILE SEAT COVER SPECIALISTS 


FABRIC MFG. CO., INC. 


“House of Service” 


205 Thomas Street 









BENCH 
MODEL 


These handy Hi-Lite parts cleaning 
machines won't last more than a 
few days at this unheard of price of 
only $9.95. After deciding to get 
out of the equipment business en- 
tirely, we found ourselves faced with 
a critical storage space situation 
which forced us to simply forget 
about profit on this item. We've 
actually cut $10.00 from the original 
price, and we'll ship on the first 


NEWARK 5, N, Jd. 


FACTORY 


LOSE-OU 


PARTS CLEANING 






Telephone Mitchell 2-1730 









MACHINES 


FORMERLY SOLD 
AT $19.95 


NOW $995 


ONLY 
EXPRESS PREPAID 


orders received. Send yours today. 
You can save many hours of your 
mechanic’s time with the extra fast 
Hi-Lite parts cleaning machine. Air 
pressure agitates the cleaning fluid 
and removes carbon, grease and 
grime quickly. There are no me- 
chanically moving parts to get out 
of order, no electricity and no in- 
stallation problem! Dimensions are 
14%x 14%x8". Actfast. Order now! 


HI-LITE CHEMICAL CO., VANCOUVER AT MILITARY, DETROIT, MICHIGAN 





= -—— a ae ee eee ee ee eee ee eee ee -_ % 
} HI-LITE CHEMICAL CO i 
ORDER TODAY! i Vancouver at Military i 
Detroit, Michigan i 

! Gentlemen: i 
I Find check enclosed for LITE 
| Parts Cleaning Machines at $9.95 each, express prepaid. i 
I 0 ES ea de 1 
l ! 
piven bal 
! City State maatevenahns | 
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manager of the company. The jury 
recalled Emory J. Hughett, office 
manager of the Ypsilanti Machine 
and Tool Co., for further ques- 
tioning. 
| + * + 
pene JUDGE IGOE, acting 
upon a request by Assistant U.S. 
Attorney John P,. Lulinski, ap- 
pointed a government official to 
control expenditures of the Tucker 
Corp. 

Named in this supervisory capac- 
ity was Otto G. Klein, regional di- 
rector of the War Assets Adminis- 
tration, charged with approving 
expenditures before they are made. 





According to Lulinski, a $200,000 
special fund to guarantee payments 
of various taxes, such as withhold- 
ing and social security by the com- 
pany, had dwindled to $105,000, 
which, he charged, is the sum total 
of ready cash held by Tucker Corp. 
He had previously specified and 
challenged certain payments. 

Thomas Thomas, legal counsel 
of the company, appeared in court 
simultaneously with Lulinski to 
oppose the appointment of a fed- 
eral supervisor, arguing that 





Ohio Tucker Dealers 


F olding Up Fast 
CLEVELAND. — Tucker auto 
dealerships in Ohio have virtu- 
ally closed up shop. 
Tucker Ohio, Inc., with head- 
quarters here, is reported to have 





had almost $1,000,000 wrapped 
up in the statewide plan, accord- 
ing to J. Frank Azzarello, presi- 
dent of the two-year-old Tucker 
distributorship. 

With not a car to sell, the or- 
ganization, which once num- 
bered 14 Greater Cleveland deal- 
ers, is now virtually extinct. 





Tucker Corp. was “bearing a tre- 
mendous burden,” with “people 
breathing on the back of its neck.” 

The objections by Thomas caused 
Judge Igoe to remark that the 
Tucker affairs presented a “sad 
picture,” and add that those in the 
company who authorized the chal- 
lenged expenditures “had come close 
to being in contempt of court.” 


Refusing to be outwardly ruffled, 
Preston Tucker, president of the 
firm bearing his name, sat in court 
during the hearing and then pro- 
ceeded on the following two days to 
hold “open house” for the public at 
the plant, where visitors were 
treated to demonstrations and an 
inspection of factory departments. 


New Building 
Opened by I-H 
In Portland 


PORTLAND, Ore.—Announce- 
ment of the formal opening of a 
new International truck sales and 
service headquarters at 635 N.E. 
Second Ave. here, which will also 
house the Portland sales district 
offices, was made last week by R. G. 
Greer, manager of the western mo- 
tor truck region for International 
Harvester Co. 


The new building, plus the former 
headquarters on Oregon St., provide 
a total of 133,616 square feet of floor 
area for sales, service and parts fa- 
cilities. The new building also is 
headquarters for the Portland In- 
ternational truck sales district, un- 
der which 35 International truck 
dealers in Oregon and 31 in Wash- 
ington operate. 

Portland district officials will 
make their headquarters in the new 
building on Second Ave., and in- 
clude Shafer; W. C. Habert, assist- 
ant district manager; J, B. Lasher, 
district credit and collection man- 
ager; R. W. Grant, assistant district 
credit and collection manager, and 
W. A. Tegan, branch manager in 
charge of truck sales and service 
for Portland. 

Stuart McKie, district service 
supervisor, also headquarters here, 
as do L. D. DeLap and J. B. Long, 
district parts manager and stock 
supervisor, respectively. The com- 
pany’s zone managers for the Port- 
land district, George Stuermer, Gor- 
don Fienner and R. M. Hoelzle, also 
make Portland their headquarters. 





| modify Pennsylvania’s “horse-and- 


| lows: 








FOR THE OPEN ROAD—Stressing the contribution the auto industry has made to recreation 
and sports, Metropolitan Chicago Ford Dealers’ Assn. sponsored an exhibit during the Inter 


national Sports and Outdoor Exposition at Chicago's International amphitheater. 


Cars were 


displayed in both winter and summer settings, complete with sports and play equipment 
Two models, Dee Dwight (right), wearing summer attire, and Barbara Buhrman, dressed in a 


fur parka, added to the attractiveness of the 
Ford sales manager, was among the principal 


display. C. H. O'Donohue, Chicago district 
speakers opening the show. 


Revision of Weight Limits 


Backed by Pa. 


HARRISBURG, Pa. — (UTPS) — | 
Backed by the Pennsylvania Motor | 
Truck Assn., a measure to provide 
equality with surrounding states by 
modifying truck weights within the 
present maximums in Pennsylvania 
has been introduced in the Pennsy!l- 
vania legislature by Rep. Samuel 
Dennison. ; ; 

No increase in the maximum size 
or weight of trucks allowed in 
Pennsylvania would be permitted 
by the measure (house bill 560), but 
the PMTA declared the bill would 


buggy” truck weight laws as fol- 


1. Increase the allowable gross 
weight for a tractor semi-trailer 
from 45,000 to 50,000 pounds, 

2. Permit the tractor and tandem 
axle semi-trailer the same gross 
weight as the truck and full trailer 
has been allowed in Pennsylvania 
for the past 20 years, namely 62,000 
pounds. ; 

3. Raise the single axle restric- 
tion from 20,000 to 22,400 pounds. 

Meanwhile, highway department 
officials, who termed the truck 
lobby as “one of the most powerful 
of the 1949 session, said they are 
not convinced that Pennsylvania's 
roads will withstand heavier 
weights, and Gov. Duff has indi- 
cated he will support the views of 
the highway department. 

PMTA claimed that all states 
surrounding Pennsylvania permit 
at least 60,000 pounds gross 
weight on a tractor and tandem 
axle semi-trailer. 

“An inconsistency in the Pennsyl- 
vania motor vehicle code limits the 
‘tandem’ to the same gross weight 

as the single-axle semi-trailer de- | 


Snes 


SS 
SR 


| spite the fact that the tandem has | 


an extra axle at the rear of the 


'trailer,” an official of PMTA said. 


“The tractor and tandem axle 
semi-trailer has 14 tires, which 


| cushion the load over a much wider 


section of the road than other vehi- 
cles, and yet it is no larger. Only 
one of the bordering states, Ohio, 
has a lower weight restriction than 
Pennsylvania for a tractor semi- 
trailer and for a single axle. 

“The 45,000-pound gross weight 
limitation,” the PMTA stated, 
“means that truck cargoes in 
Pennsylvania are limited to 25,- 
000 pounds, because the tractor 
and trailer weigh about 20,000 
pounds unloaded. 

“This places Pennsylvania ship- 
pers at a decided disadvantage with 
competitors in bordering states who 
can save transportation costs with 
the full economic loads which trac- 
tor semi-trailers were designed to 
haul. The moderate changes we 
propose will break the Pennsyl- 
vania transportation trade barrier 
and permit maximum return from 
the highway investment.” 

The measure will also curb over- 
loading, PMTA pointed out, by fix- 
ing a graduated scale of penalties. 
The penalty for overload between 
5 and 10 percent would remain 
at $25. However, the penalty for 
overload in excess of 10 percent, 
instead of a flat $50, would be 
changed to $25 plus $2 per hundred 
pounds in excess of 10 percent, or 
at the rate of $40 per ton. 

This would eliminate the prac- 
tice of some violators carrying 
excess loads as high as 75,000 
pounds or even 100,000 pounds 
gross, which permits a substantial 


Truckers 


profit over and above the $50 fine, 
said the PMTA. The new penalty 
scale would impose a $425 fine for 
a 10-ton overload and a $1,025 
fine for a 25-ton overload, 

An increase in trailer license fees 
is also provided in the bill. The 
tandem axle semi-trailer fee is in- 
creased from $75 to $105, and the 
single axle semi-trailer fee from 
$75 to $95, 


Fair-Trade Act 
Upheld in Del. 


DOVER, Del. — Constitutionality 
of Delaware’s fair-trade act was 
upheld by the Delaware supreme 
court in a case in which the title 
of the act had been attacked as 
faulty. 

Such laws, permitting manufac- 
turers to establish minimum resale 
prices for their products, are on 
the statute books of 45 states and 
have been upheld by the courts in 
a number of other instances. 


Chrysler Parts, Mopar 


Move to New Offices 


DETROIT.—The executive, sales 
and advertising offices of the 
Chrysler Corp. parts division and 
the Chrysler Motor Parts Corp. 
have been transferred from the 
MoPar building to the MoPar sales 
building at 6533 E. Jefferson, it was 
announced last week. 

The need for greater office space 
resulting from increased parts and 
accessories business was given as 
the reason for the move. 





To help you get more value 
from your lubricating equipment, GRACO 
is expanding its nationwide team of dis- 
trict offices, automotive wholesalers, and 
service depots. Today five district offices 
staffed with factory-trained men carry 
complete stocks of parts and equipment. 
Fifty Authorized Service Depots located 
throughout the nation are equipped to 
give you fast, competent factory service 

Ifa GRACO Wholesaler or Service De- 
pot is not listed in the classified section of 
your 'phone book, write or call your 
nearest GRACO district office. 


GRAY COMPANY, INC., MINNEAPOLIS 


GRACO DISTRICT OFFICES 
LOCATED AT: 


| 
NEW YORK—G0O1 Wesce 26th | 
Street, Scarrete Lehigh Bldg, | 
Phone: Watkins 4-9266 | 
PHILADELPHIA—2124-26 Fair- 
mount Ave., Phone: Popular | 
35-8437 | 
PITTSBURGH—5911 Baum Bivd., 
Phone: Hiland 2202 | 
DETROIT—14561 Livernois Ave., | 
Phone: University 1-3827 
CHICAGO—1134 South Michi- | 
gan, Phone: WabaSh.2-0290 | 
SAN FRANCISCO — 141 Lich 
Street, Phone: Marker 1-5941 l 


GRACO 


SALES AND SERVICE 


> 
i 
! 
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The Score on Sales: 
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Total Registrations Are Holding Up 


(Continued from Page 1) 
arily made 41 percent of the year’s 
sales, 
* > . 

F COURSE, sales of all makes 

of cars have not been up or 
even held steady during the past 
few months. Several makes, chiefly 
for price reasons, have shown size- 
able losses in registrations. 

But dealers handling most of the 
makes—with the aid of real selling 

and merchandising helps—have been 
able to keep sales at or near pre- 
vious levels. The fact that dealers 
have had to get out and sell in the 
past few months apparently has 
given the illusion that sales were 
off sharply. 

While new-car registrations 
may not have slumped as thought, 
the same does not hold true on 
used cars. Accurate figures are 
not available, but from reports 
across the nation it is believed 
that used-car sales are down 
sharply, along with used-car 
prices. 


* > ” 
Miieve OF THIS slump, it is be- 
lieved, was due to Regulation W 


which discriminated against the 
lower-income group—the normal 
used-car buyers. It should be 
pointed out, too, that while new-car 
sales may not be down sharply, this 
does not mean that Regulation W 
has not had an adverse effect on 
new-car registrations, 

The fact, new-car dealers have 
emphasized, is that Regulation W 
has discriminated against many 
potential new-car buyers and 
forced them either to forego a 
new car or buy a junker. 

Dealers have been able to dispose 
of their new cars only because there 
is a sufficiency of potential buyers 
in the higher-income group not af- 
fected by the credit controls. 


EGISTRATION figu res also 

show that the customary drop 
in sales from December to January 
was not as severe this year as it 
was a year ago. 

In December, 1948, new-car sales 
in the 29 states totaled 152,718. The 
same states registered 136,554 new 
cars in January, 1949, a decline of 
10.58 percent. 

The December (1947) registration 











Modern 
MACHINE 


and DROP FORGE PLANT 


3695 East 78th St, CLEVELAND, O. 


Bids are invited for the purchase or leasing of this up-to- 
date and completely equipped drop forge plant with all 


utilities 
facilities. 


installed and with 


adequate transportation 


The improvements, located on approximately four acres 
of land, consist of an Office and Machine Shop building, 
Forge Shop, Boiler House, Die Storage building, Trans- 
former building, with a total floor area of 117,000 square 
feet. The equipment includes all machine, metal-forming, 
and sheet metal tools with accessory equipment necessary 
for large machining and drop forging operations. 


TERMS AND CONDITIONS OF SALE 


All bids must be submitted on Bid 
Form PLANCOR 145, furnished on 
request, which describes the prop- 
erty, states the terms and condi- 
tions of sale, and provides instruc- 
tions on how to bid. 


Priority Holders: Sealed proposals 
will be received by the Office of 
Real Property Disposal, War Assets 
Administration, P.O. Box 1607, 
Cincinnati 1, Ohio until 3:00 P.M. 
EST, February 25, 1949, subject 
to the following priorities: 


(1) Federal Agencies 
(2) State & Local Governments. 


A 10-day period in which to 
exercise the priority rights will 
commence Tuesday, February 15, 
1949 and end Friday, February 25, 
1949 at 3:00 P.M. EST. 


General Public: Bids from the gen- 
eral public will be received by the 
Office of Real Property Disposal, 
704 Race Street, Cincinnati, O., 
until 3:00 P.M. EST, Friday, 
April 15, 1949, at which time and 
place they will be publicly opened 
and read. Bids not delivered in 


person should be mailed to P.O. 
Box 1607, Cincinnati 1, Ohio, so 
as to be received there not later 
than 10:30 A.M. of the above date. 


The listing of this Government 
owned facility under the name of 
the present lessee is for identifica- 
tion purposes only and has no con- 
nection with the plants or facilities 
of the lessee. 


Transfer of title to this facility 
shall contain provisions in the in- 
terest of National Security. Any 
transfer of title will be subject to 
the provisions of Executive Order 
9908 relative to fissionable ma- 
terials. 


This advertisement is not a basis 
for negotiation and War Assets 
Administration reserves the right 
to consider all bids in the light of 
the applicable objectives of the 
Surplus Property Act, as amended, 
and to reject any and all bids. 


For bid forms and further in- 
formation, telephone Cincinnati 
DUnbar 2200, Extension 161, or 
write to address below. 


OFFICE OF REAL PROPERTY DISPOSAL 
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704 Race Street, Cincinnati, Ohio 






WAR ASSETS ADMINISTRATION 








for these states was 163,437. The 
following month, it dropped to 131,- 
798, a decrease of 19.35 percent. 


It should be noted that the 29 
states reported thus far suffered a 
more severe drop from December, 
1947, to January, 1948, than the 
country as a whole, 

The figure for all states in De- 
cember, 1947, was 312,263, falling off 
the next month to 274,978—a drop 
of 11.94 percent. 


Registrations last December were 
less than 1,000 below those of the 
preceding year. The total was 311,- 
419. If the projected figure of 235,000 
for January proves true, the decline 
will be only 8.48 percent. 

* + * 


Ts IS a possibility that the 
forecast of 285,000 new-car regis- 
trations in January may even be 
low since the 29 states used as a 
basis have been getting a declining 
percentage of the market. 


In December, 1947, these states 
accounted for 52.34 percent of the 
registrations for all states. The fol- 
lowing month—January, 1948—this 
percentage fell to 47.93. It rose 
again in December, 1948, to 49.02 
but it seems likely that it might dip 
again when all states have reported 
for January. 


Of the 29 states used in the sur- 
vey, 18 reflected gains in registra- 
tions during January over the 
figures of a year ago. This is also 
an encouraging sign since Jan- 
uary is traditionally one of the 
poorest months in the year for 
car sales, 

There were fewer cars sold in 
January, 1947, than in any other 
month that year. Before the war, 
February was the worst selling 
month in the year, followed by Sep- 
tember and January. 

The prewar “selling season” be- 
gan in March and the percentages 
hung up by the six spring and sum- 
mer months were: March, 9.12; 
April, 10.78; May, 10.84; June, 10.31; 
July, 10.06, and August, 8.72. 

* + * 


TS POSTWAR pattern of sales, 
as reflected in the registration 
figures for 1947 and 1948 shows a 
more even distribution for each 
month of the year. However, since 
the war ended, production has been 
determining sales. 

If, as seems likely, this year 
sees a return to normal wherein 
sales determine production, deal- 
ers can expect to do 60 percent of 
their year’s business from March 
through August. 

Just for the record, here’s the 
average percent of sales per month 
for 1947 and 1948: January, 7.24; 
February, 6.96; March, 8.65; April, 
9.31; May, 8.19; June, 7.80; July, 
8.32; August, 8.73; September 8.21; 
October, 8.62; November, 8.58, and 
December, 9.39, 


Kneebone to Talk 
At La. Parley 
On March 21 


NEW ORLEANS, — Robert W. 
Kneebone, managing director of 
NADA, will be principal speaker 
March 21 at the annual convention 
of the Louisiana Automobile Deal- 
ers Assn. here at the Jung hotel, 
according to Brown Fortier, presi- 
dent of the association. 

C. C. Walther, president of the 
New Orleans chamber of commerce, 
and Rep. Clifford Davis of Ten- 
nessee are also listed as speakers. 
Davis will speak on “National Af- 
fairs.” Elmer Wheeler of Dallas 
will speak on “Sizzling Selling.” 

The convention entertainment 
committee is composed of Wiley L. 
Mossy, chairman; Roy Beydler, 
George Bohn and John Battle. 
Glenn Huff, George Wray and S&S. 
J. Rogers are on the speakers’ 
committee. 


Hart and Welter Purchase 


Studebaker Dealership 


James F. Hart and Henry Welter 
announce they will operate a Stu- 
debaker dealership in Morrilton, 
Ark., under the firm name of Hart 
and Welter Motors. 

They purchased the firm, former- 
ly known as D. and W. Motor Co., 
from C. W. Drilling jr., who estab- 
lished it four years ago. 
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GREY IRON CASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


i} 
ESTABLISHED 1866 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 








THE HIT OF THE N.A.D.A. SHOW 
NEW PLASTICTINT 


By Arndt-Palmer Laboratories, Manufacturer of 
Interior Appearance Recondition Materials 
A Sensational New Product to Solve Many 

Used Car Reconditioning Headaches 








oles RE 


COVERS ALL SOILED SPOTS PERMANENTLY 
Sprays On - - - 
No Fuss - - - No Bother 


This sensational new product developed by 
the laboratories that have developed the 
factory tested and approved interior condi- 
tioning materials is now ready to save deal- 
ers many reconditioning dollars—sprays on 
without having to wash panels or head- 
linings—freshens and beautifies as long as 
cloth is whole—cleans up grimy door panels 
—headlinings—quickly, economically. 


PRICE $3.50 PER QUART 










One pint will do four door panels. Approxi- 
mately one pint will do five passenger head- 

, linings. Special introductory offer—3 quarts 
of No. 90 Plastictint and 1 quart white tinting color, $14.00 F.O.B. Melvindale. 
Colors as desired. Colors: Taupe, Grey, Brown, and many others. 


| ARNDT-PALMER LABORATORIES 

17730 Dora St., Melvindale, Michigan. 
ne tek’ meee FOr By. oi oo <8 Xe bg exe oe eps caeewoneee (or C.O.D.) 
eet A ey Os ee ee ere +. .(Quantity) 
(Colors) 
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The Other Side de of the Picture 


WHAT DDH SAY- BOOKKEEPER - 
GOT TH' BOOKS CLOSED 
FOR 1948 ?¢ 













Dealer Posts $2,500 Bond 
Pending Larceny Charge 

LAS VEGAS, Nev.—Harold R. 
Satterlee, alias Al Kinney, operator 
of a used-car lot here, was free on 
$2,500 bond last week pending a 
preliminary hearing on charges of 
obtaining money under false pre- 
tenses. 

Charges were filed by District 
Attorney Robert E. Jones that Sat- 
terlee had obtained $775 from A. S. 
Zumstein, manager of the Las Veg- 
as office of American Credit Corp., 
by presenting a false certificate of 
title for an automobile. 

* * 


Hope Reelected President 


Of Grand Rapids Assn. 


GRAND RAPIDS, Mich.—The 
Grand Rapids Used Car Dealers 
Assn., which claims to have or- 
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NATIONAL 








dust ABouT- I'LL 
BRING TH' FIGGCRS 
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Used-Car Notes 


Sell ’em and MULTIPLY 


Dr Beie Tas 


Stainiess steel, plus heavy lustre-brite chromium finish. Snap- 
on type, rubber cushioned —“no squeals in your wheels.” 





NATIONAL HUB CAPS 


populor cors. Coppered steel with heavy nickel and Lustre- 
Brite chromium finish. 


SOLD BY YOUR JOBBER—WRITE FOR CATALOG 


_AUTOMOTIVE NEWS, MARCH 7, 1949 


(Cartoonist Kempf,a Willys dealer, welcomes suggestions on his aahte: 
cartoon strips. Write him care of Kempf Motor Co., Kearney, Neb.) 
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ganized the first local used-car 
dealers association in the U. S. in 
June, 1936, has reelected Gordon 
G. Hope of Hope Motors, presi- 
dent for 1949. 

Philip Roberts, owner of Roberts 
& Olthouse, was elected vice-presi- 
dent, and Robert Smith, partner in 
Cc. B. Smith & Son, was named 
secretary-treasurer. They succeed 
J. E. Barrows of Harold Brink, 
Inc., and Rex Ten Eyck of G. R. 
Motor Sales, respectively. 

* * * 


Wis. Taxi Sales Require 


Special Title Stamping 
MILWAUKEE. —In Wisconsin, 
when a taxicab is sold as a used 
car for any purpose, the certificate 
of title for the cab must be stamp- 
ed in a conspicuous place to show 
that the car has been used as a 






Cash in on the sparkling 
beauty and the eye appeal of 


National line of wheel Dress Ups. 
National Hollywood-type Discs together with 
Wheel Covers add an air of distinction to 
any car, new or old, that never fail to please. 
For Hub Cap replacement you'll earn more 
if you will always use National—the best 
known line in the industry. 


FREE ALL-STEEL DISPLAY SELLS 
THESE NATIONAL PRODUCTS: 


MAUsI Rae HOLLYWOOD STYLE. 


Highly polished Coppered steel, heavily nickel plated, plus 
Lustre-Brite chromium finish, 












WHEEL COVERS 





Highly polished 






For replacement use on oll 


WHEELS AND PARTS 
MFG. CO., INC. 
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taxicab, when such car is sold 
after being used for taxi purposes. 

It is reported that quite a num- 
ber of used taxicabs have been 
turned in to car dealers or sold 
direct to others for use as private 
passenger cars. It is not known, 
according to the motor vehicle de- 
partment of Wisconsin, whether or 
not all such taxicabs, when sold 
as used cars, have had the original 
title certificate endorsed as _ re- 
quired by the regulations. 

” * + 


Dealer Foots Finance 


In Test Sales Plan 


TOLEDO.—As a test effort to 
stimulate business and to coun- 
ter bad publicity leveled at the 
used-car industry regarding 
finance practices, Doc Greiner, 
used-car dealer here, has adopted 
a plan whereby he pays the cus- 
tomer’s financing charges. 

Here is the way it works: 
Greiner’s deal with the finance 
company calls for 6 percent on 
all postwar cars, 8 percent on 
anything above ’40s and 10 per- 
cent on anything older. If Grei- 
ner sold a man a ’47 Chevrelet 
and the customer financed $1,000 
for one year, Greiner would 
write the fianance company a 
check for $60. The customer’s 
payments would be 12 divided 
into $1,000, and he could buy his 
insurance where he chose. 


*‘One-Cent Sale’ Results 


In ‘Only a Few’ Deals 

WAYNE, Mich.—A used-car “one- 
cent sale” by The Harrison's, Inc. 
(Ford), here, resulted in the sale 
of “only a few” cars last week, 
according to Harry Fisher, used-car 
manager. 


The Harrisons offered 10 “one- 
cent-ers” to combine with any one 
of over 100 regular priced units. 
Among those units offered were the 
following: ‘41 Mercury, $745; °41 
Ford, $695; '42 Chevrolet, $795, and 
’46 Chevrolet, $1,285. Most of the 
one-cent-ers were $100 units, Fisher 
added. 


* > + 


Bad-Check Car Buyer 
Held in California 


SANTA ANA, Calif.—Local po- 
lice reported that they were hold- 
ing a William C. Gallagher, pend- 
ing charges of obtaining cars from 
dealers with bogus checks. Gallag- 
her is also sought by Reno and 
Las Vegas authorities for prosecu- 
tion in Nevada, it was said. 

According to police, Gallagher 
presented himself to dealers as a 
prospective car buyer. He would 
pay for a car by check, then sell 
the car for cash before dealers had 
time to clear his check at the 
bank. Gallagher would then leave 
to operate in another town. Re- 
wards for Gallagher's arrest total 
more than $1,000, police said. 


Carter Plans Building 


In St. Louis County 


ST. LOUIS.—An application for a 
change in the zoning laws in St. 
Louis county for a 28-acre tract it 
owns revealed plans by Carter Car- 
buretor Co. for the erection of a 
new $1,000,000 plant. 

M. F.. Peterson, vice-president of 
the company, said the new plant 
will be about 20 percent of the size 
of the company’s St. Louis plant 
which employs 2,800 persons. 
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Chevrolet aoe 37 Winners 


By Fred Kempf 
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Of Parts Sales Contest 


DETROIT.—Approximately 4,000 
sales managers of the parts and ac- 
cessories departments of Chevrolet 
dealerships are beginning the sec- 
ond year of their competition for 
leadership in the Chevrolet Record 
club—an honorary organization for 
sales managers. 

As a result of the competition in 
1948, the presidents of each of the 
37 Chevrolet zone Record clubs 
recently were entertained in De- 
troit by central office officials on 
a three-day round of inspection 
of Chevrolet facilities and plants, 
and of entertainment, 

Following the national convention 
for Record club presidents in De- 
troit, zone conventions were held in 
each of the 37 Chevrolet zones for 
all of the members of the zone Rec- 
ord clubs. 

I. W. Thompson, manager of 
Chevrolet parts and accessories 
department, said virtually every 
Chevrolet dealership that employs 
a@ parts and accessories sales 
manager is represented in the 


wiTHOUT 
FRONT WHEEL 
BRAKES 








BETTER 
STOPPING 





Record club competition. Each 
sales manager is graded each 
month on a uniform basis. 


The Record club presidents, and 
the zone they represented in at- 
tending the national convention in 
Detroit, are: 

Flint zone, E. L, Whalen; Norwood zone, 


R. C. Blankinship; Indianapolis, I. M 
Long; Cleveland, K. Arterburn; Detroit, 
E. K. Cobb. 


Tarrytown, George W. Olin; Phila- 
delphia, Werner eh New York, G 
Partlow; Boston, Trumas Pickard; Syra- 
cuse, H, Bloodgood. 


Buffalo, P. N. Roe; Pittsburgh, G. F. 
Claybaugh; Baltimore, R. D, Brooks; Har- 
risburg, H. P. Hartman. 

Atlanta, J. E. Johnson; Charlotte, J. T. 
Dancy; Louisville, T. E. Woosley; Jackson- 
— J. W. Cooley; Birmingham, R. H 
M 


jows. 
Minneapolis, C. E. McMurtry; Chicago, 
Howard Walther; Des Moines, M. W 
Wayne; Janesville, Elmer Hommerding. 

St. Louis, Bill Grob; Kansas City, D. E 
Moon; Denver, R. M. Jones; Memphis 
Grady Reed; Omaha, Phil Holcomb. 

Dallas, B. A. Parker; Oklahoma City, 
W. A. McAlpin; New Orleans, William 
Faucheux; Houston, James P. Magee; EI 
Paso, Alvis Tolar. 

Oakland, Al J. Tosta; Portland, Ore., 
Curtis O. Kirby; Los Angeles, A. W. Gap- 
per; Salt Lake, Walt Tonnesen. 
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RESULTS OF 1948 FRONT-WHEEL BRAKE TEST—Bars to the right show better stopping 


of the vee Page a 
Bars to the left show 


brakes gave better iormance in all tests 


pes with front-wheel brakes on, and how much better in percent. 
advantage in percent with front-wheel brakes off. Front-wheel 


the three two-axie trucks, and a stopping 


advantage on all other test vehicles except on slippery curves. On the glare ice curve, the 


trailer combinations qoreges up 
n with them on. 
trucks, as shown by ft 


to 27 percent better stops with front-wheel brakes off 
sg Semerenter contradicto: 
e chart, may be due to the fact that the vehicle stopping better 


curve tests of the three-axle straight 


without front-wheel coms was fully loaded, giving it more of the weight characteristics 
of the combination units, National Safety Foundation states. 
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By Jim White 
Associate Editor 


Continued promotion of foreign- 
built cars in the U. S. was given 
new impetus last week with the 
announcement by the Ford Motor 
Co. that 936 of its dealers will sell 
Ford cars and trucks built in Eng- 
land. 

J. R. Davis, sales vice-president, 
said that the selling force will con- 
sist of 34 direct dealers and 902 
associate dealers. More than 5,000 
of the British cars have been de- 
livered in the U. S. since April, 
1948, Davis said. 


Esquire’s Auto Show 

Esquire magazine will publish a 
special 12-page “automobile show” 
section in its June issue which 
will feature all the new models of 
American manufactured automo- 
biles plus an account of the his- 
tory of the American motor car. 
Specifications of current models 
will be included. 

The section will feature 21 koda- 
chrome prints of current models 
plus many of the special mechani- | 
cal and styling features of the cars. 
Accessories, engineering improve- | 
ments and special equipment will 
also be featured. 


* * * 


Dealer Ads Clean 

Generally speaking, automobile 
advertising in Milwaukee, Wis., 
is “quite clean,’ according to the 
Milwaukee Better Business Bu- 
reau. 
Following a survey of new and 


used car dealers, the bureau de- 
clared that advertising state- 
ments and claims on merchan- 
dise “generally were truthful.” A 
bureau shopper visited 28 dealers 
and found only one case of a car 
being offered for a down pay- 
ment lower than the required 
one-third. In three cases, cars as | 
advertised were not on the lots. | 
One dealer was criticized for | 
“scanty description,” the bureau 
reported. 
* a + 


Rhode Island Club 


Fifty Rhode Island advertising 
men have formed an organization | 
which they will call the eee 
Chamber of Commerce Advertising 
Club. Herbert B. Carkin is serving 
as acting chairman pending formal 
election of officers in May. ' 

Membership will be open to di- | 
rect mail ‘advertisers, printing} 
shops, radio stations, newspapers, | 
advertising departments in de-| 
partment stores and manufactur- 
ing plants and to representatives 
of advertising agencies themselves. 
It was decided to maintain an) 
affiliation with the Advertising | 
Federation of America. 

+ 


FCB Has New Home 

Foote, Cone & Belding has leased | 
a six-story building at 155 E. Su-| 
perior St., Chicago, which it will | 
modernize and occupy late this | 
summer, according to Fairfax Cone, 
chairman. 

The building is reported to have 
been leased by the agency for a 
10-year term at a net rental figure 
exceeding $1 million. 

“sa @ | 


Cartoons by Hatlo 

Cartoons by Jimmy Hatlo, cre- 
ator of the comic strip “They’ll 
Do It Every Time,” will be fea- , 
tured in a new Prest-O-Lite hi- 
level battery advertising under 
the title, “They Never Miss—By | 
Gum.” 

Cartoons will depict situations | 
and exasperating individuals met | 
in everyday life in the automotive | 
and fleet owner business and will | 
appear in trade magazines de- | 
voted to those fields. 

| 
| 
| 
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e * + 

JWT Tops List 

A total of 44 advertising agencies 
in the United States and Canada 
topped $10 million in billings during 
1948 as compared with 37 agencies 
in 1947, according to Advertising 
Age. 

J. Walter Thompson again headed 





Affecting Factories and Dealers. . . 
Auto Advertising 
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all other agencies with billings of 
$115 million, up from $103 million in 
1947. Young & Rubicam totaled $75 
million, up from $65 million in 1947. 
Batten, Barton, Durstine & Osborn 
had billings of $72,100,000, up from 
$59 million. Three other agencies— 
N. W. Ayer & Son, McCann-Erick- 
son, and Foote, Cone & Belding— 
topped $50 million. 

Twenty agencies had billings of 
$20 million or more in 1948 as 
compared with 16 agencies in 
1947. Largest percentage gains in 
the $20 million-and-up class were 
made by Benton & Bowles and 
by Kenyon & Eckhardt, 

New additions to the $10 milliion 
level are the followng: Sullivan, 
Stauffer, Colwell & Bayles, New 
York; Campbell-Mithun, Minneap- 
olis; Brisacher, Wheeler & Staff, 
San Francisco; Caples Co., New 


York; Cockfield, Brown & Co., Mont- | 
real; Federal Advertising Agency, | E 
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AIN'T IT SO—Requests for more than 48,000 
reprints of a Carey Orr cartoon, based on 
the transition from a sellers’ to a buyers’ 
market, were received by the Chicago Tri- 
bune during the week following announce- 
ment Feb. 2 that they were available. The 


| cartoon first was published on Jan. 3 as the 


daily page one color cartoon. 


New York, and McManus, John & 


Adams, Detroit. 
+ * + 


Bear’s Seasonal Push 
An advertising and promotion | 


establish the Bear shop as an auto 
safety headquarters in home com- 
munities. 

Bear will undertake the largest 
advertising program of its history. 
Promotion will tell shop owners 
that “it is just good business to sell 
safety.” First section of the cam- 
paign will be dedicated to spring- 
time steering checkups, to be fol- 
lowed by regular summer and fall 
checkup themes. 

+. s 2 


Auto Show Edition 

The Schenectady (N.Y.) Gazette 
will publish a special automotive 
edition March 26 in connection 
with the auto show being held 
there by the Schenectady Auto- 
mobile Dealers Assn. 


Interested in Business 

The story of how a 6,000-word 
institutional advertisement in the 
New York Times revealed a vast 
public interest in what makes busi- 
ness tick is told in an eight-page 
folder entitled, “Uncle Joe Has No 
Monopoly on Iron Curtains,” of- 


campaign has been initiated by - | fered by the publication. 


Bear Mfg. Co., Rock Island, Ai. 
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THINGS TO KNOW 
ABOUT COOLING SYSTEM 


CLEANING EQUIPMENT 


Operation— 


Q: Does the car motor have to be 
running when using the Pressure- 


Purger? 


A: NO. Heating elements in the 
Pressure-Purger heat solution to 
necessary temperature. 


Q: Does other equipment require 
the motor to run for a long period 


of time? 


compressor. 


The advertisement, placed by 
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,| Merrill, Lynch, Pierce, Fenner & 
Beane, brought more than 5,000 re- 
sponses in a month. An indepen- 
dent survey of readers indicated 
that more than half the Times au- 
dience saw the ad. Albert-Frank- 
Guenther Law, Inc. handles the 
firm’s account. 
+ * 7 


Gets Account 

The Schram Co., Chicago, has 
been appointed as advertising 
agency for the Mutual Truck Parts 
Co., Inc., Chicago. Campaign plans 
call for extensive use of billboards, 
trade journals and direct mail. 

* * * 


Names 

Theodore H. Mecke jr., former 
managing editor of the German- 
town (Pa.) Courier, has been ap- 
pointed assistant public relations 
manager of the Ford Motor Co., 
southeastern region. 


Bill Bornstein has joined the New 
York Herald Tribune to head the 
photography advertising depart- 
ment. 


Bob Beiser, automotive editor of 
the Cincinnati Enquirer, will cele- 
brate his 40th year with the pub- 
lication March 9. 


One Reason Why 


“PRESSURE- 


Makes Money is because 
Customers can SEE 
the Cleansing Action! 


“Trifle rection 


PURGER” 


1. MECHANICAL AGITATION 


2. PRESSURE FILTERING 
3. PRE-HEATED 
CHEMICAL SOLUTION 


No moving parts—minimum maintenance. 


scale, grease and grime. 


Radiator and Motor Block water jackets. 


Less than 30 minutes for complete set-up and Purge. 


® Easy to operate from ordinary AC-DC shop current and air 
Visible cleansing action loosens, dissolves and filters out rust, 


Triple-action, continuous reversing motion thoroughly cleanses 


e Gleaming metal cabinet offers exceptional merchandising appeal. 


A: YES, and this is harmful to the 


motor. 
Equipment— 


Q: Does the Pressure-Purger have 
any motors, pumps, or moving 
parts which develop service dif- 


ficulties? 


A: NO. There are no moving parts. 


Q: Does other equipment have mo- 
tors, pumps, and moving parts? 


A: YES. 


NATIONALLY ADVERTISED 
PRICE $295.00 


ox 


MANU 


New Haven, Coun. 


SALES OFFICE: 11 WEST 42 STREET, NEW YORK 18, N. Y. 
EXPORT OFFICE: 238 Main Street, Cambridge 42, Mass. 








CHOLDUN MANUFACTURING CORP., 


11 West 42 Street, New York 18, N. Y. 
Please send me complete details on the PRESSURE 


PURGER and how it will increase Sales. 


$ 
3 
n 


{ 





SPRINGFIELD PHILADELPHIA PITTSBURGH ATLANTA DETROIT CHICAGO KANSASCITY DALLAS DENVER LOS ANGELES TORONTO 
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Following °48 Decline . . . 
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Auto Exports Plunge 


Further in 


XPORTS of American-made mo- 
tor vehicles started off 1949 
with a steep decline on the heels 
of a substantial drop-off through 
1948, according to the Automobile 
Manufacturers Assn. 
Only 27,177 cars, trucks and 
buses were shipped out of the 
country in January, 1949, com- 
pared to 34,565 in December, 1948, 
and 35,317 in the first month of 
1948, the first AMA factory-sales 
compilation for this year shows. 
The plunge in January exports, 
attributed to spreading dollar 
shortages abroad, let the industry 
register a postwar monthly record 
in domestic factory sales, the AMA 

said. 

o = . 


Peuatnr experts expect this 
shift in advantage of the do- 
mestic market to continue for most 
of this year, at least, with the loss 
of.major overseas customers show- 
ing up in a greater percentage 
concentration of vehicles at home. 

In January, 1949, a total of 4.5 
percent of U. S. factory passenger- 
car sales was exported. The car 
export ratio for all of 1948 was 6 
percent, itself a decline from the 
previous years. 

_Truck exports during January 
amounted to 12.7 percent of total 

factory sales, compared to 15% 
percent for the 12 months of last 
year. 

January exports included 6.3 per- 
cent of total factory sales—com- 
prising. 13,820 cars, 13,317 trucks 
and 40 buses. Totals for December, 
1948, were 7.1 percent of factory 
sales—including 17,469 cars, 17,035 
trucks and 61 buses. 

* + + 
AST YEAR’S U.S. export of 436,- 
217 motor vehicles was about 13 
percent below the 1947 total of 
512,333 units, although factory sales 


January 


rose from 4,797,922 in 1947 to 5,285,- 
425 in 1948. 

Other years in which exports ex- 
ceeded the 1948 sum were: 1929 
(the alltime record), 733,762; 1927, 
466,380; 1928, 582,713, and 1937, 475,- 
914. During 1946, the first calendar 
year following World War II, 331,- 
071 vehicles were exported. 

A total of 233,177 passenger cars 
was shipped out of the country 
last year, compared to 260,847 the 
previous year. The 1948 and 1947 
factory-sales car totals were 
3,909,270 and 3,558,178, respective- 
ly. In 1947, the car export ratio 
was 7.3 percent. 

There were 201,267 trucks ear- 
marked for foreign markets last 
year, against 249,029 the previous 
year. Last year’s U.S. truck output 
was the highest ever, including 
1,363,856 AMA-listed factory sales, 
as against 1,220,634 in 1947. Truck 
exports during 1947 constituted 
about 20 percent of total factory 
sales. 

In 1948, 1,773 buses were exported 
out of total factory sales of 12,299. 
Figures for the previous year 
showed 2,460 exports out of a pro- 


duction of 19,110 buses. 
* : “ 


BOUT 8.25 PERCENT of all 

motor-vehicle factory sales last 
year went out of. the country. The 
1947 ratio for all vehicle sales, in- 
clusive, was 10.7 percent. 

The best 1948 export month was 
March, when 45,047 vehicles were 
shipped across U.S. borders. That 
month’s total included 22,800 cars, 
22,034 trucks and 213 buses. 

In December, however, after 
new foreign import curbs began 
to take effect, only 34,565 units 
were exported. This sum included 

17,469 cars, 17,0385 trucks and 61 
buses. 

The AMA reported that Canada 
imported 5,542 vehicles from the 





International truck dealers can make extra profits 
again on each truck equipped with Stateweld 


“Monogram” Grille Guards, 


Customers demand 
Beauty « Util 


because they're priced right. 


these rugged Guards for 
ity « Durability 


Models KB-5, 6, 7, 8 are one piece with built-in 
bracing. All models are of welded steel construction 
with ao handsome baked on 
finish and become an integral 


part of the truck after quick 
and simple installation. 


International. Truck Dealers 
are invited to address 
all inquiries to 









New York 59, N. Y. 


6750 S. Stony Island Ave. 
Chicago 49, Ill. 











DENVER DEALER PARTY—Greater Denver Ford Dealers sponsored a stag party at the Ford 
Motor plant there, attended by 1,500 independent garage men, filling station owners and 


other automotive men. 
Motor Co., Golden Motors, Inc., Harr 
Motors, Inc., O'Meara Motor Bil 
Wimbush, Inc. They were assiste 


Reno, 


Colorado's governor, Lee Knous, drew the numbers t 


prizes. Bill Reno, Bill Reno, Inc., was master 
U.S. last year, including 3,110 cars, 
2,221 trucks and 211 buses. Cana- 
dian makers exported 54,733 units 
out of their total year’s factory 
sales of 269,440. Dominion exports 
were 31,301 cars out of 169,930 built, 
23,328 trucks out of 98,745 and 104 
buses out of 765. 


+ + * 
DEPARTMENT of Commerce 
country-by-country breakdown 

of U.S. vehicle export destinations 
is due in a few weeks. In 1947, Can- 
ada, South Africa and Belgium led 
in U.S. car imports; Argentina, 
Brazil and Mexico in truck imports, 
and India, Brazil and Mexico in bus 
imports. 

Imports of foreign-made motor 
vehicles into this country set a new 
alltime high last year, on the basis 
of Commerce department data for 
11 months. 

For the January-November period 
of last year, the U.S. imported 25,502 
new Vehicles, of which 24,929 were 
cars. British cars comprised 22,403 
of the 11-month total, while 2,418 
were of French make. 

In 1947, the U.S. imported 2,124 
vehicles—the best previous year in 
this field. Of this sum, 1,456 were 
new cars, 

The huge jump in foreign car 
shipments to this country last year 
reflected the move by overseas mak- 
ers to exploit the pentup U.S. car 


demand. 
—Mac Gorvon 


Chicago Dealers 


Offer Veterans 
Sales Training 


CHICAGO.—Augmenting its on- 
the-job training program which 
hitherto included every type of ex- 
GI employe except salesmen, the 
Chicago Automobile Trade Assn. 
has launched a new plan for sales- 
men training. 

The course of study for salesmen 
extends over a period of 18 months, 
during which they are indoctrinated 
in dealer operations generally in 
addition to selling. 

Edward L. Cleary, general man- 
ager of CATA, said that more than 
150 salesmen have already been as- 
signed to various dealerships in the 
Chicago area. He added that Ross 
E. Kelsey, personnel director of the 
association, has been placed in 
charge of the training schools. 

Members of CATA have been 
urged to take advantage of the pro- 
gram, which has been endorsed by 
the Veterans’ Administration and 
the Illinois State Board for Voca- 
tional Education. 

The on-the-job training plan gives 
dealers the opportunity to supervise 
activities of the salesmen. Liberal 
use is made of films and factory 
sales lectures as well as actual work 
experience to assure a well-rounded 
knowledge of the automobile busi- 
ness. 






Lakes Auto Carriers 


Weigh Anchor Soon 
BUFFALO. — Two operators of | 
Great Lakes auto-carrying vessels 
are planning to put their first ships 
in service this season in mid-March. 
They are T,. J. McCarthy Steamship | 
Co. and Nicholson Transit Co. 
Auto-carrying vessels of the two} 
companies are scheduled to load 
automobiles at Detroit March 15. 
They will be unloaded at Cleveland. 
Auto carriers traditionally open 
navigation on Lake Erie. 


The hosts were Aurora Motor Sales, Inc. 
Groussman, Inc., Graver-Baker Motors, Inc., Hover 


by J. M. Sopa. manager of the plant an 
a 


Davis Motor, Inc., Flint 


Swayne-Marsh- 
his staff. 
+ awarded a new ‘49 Ford and other 
of ceremonies. 


Inc., Stovall Motor Co. and 


K-F 


(Continued from Page 2) 

day, newly-elected officers and 
temporary directors of the dealer 
group were hosted at Willow Run. 

Both factory and association of- 
ficials declined comment on their 
closed-door conference, other than 
that: “We have met in a harmoni- 
ous atmosphere to discuss mutual 
problems.” 

Albert C. Drucker, Englewood 
(N. J.) dealer and the association’s 
first president, and Roy Harris, 
Harris Motor Co., Malden, Mass., 
vice-president, issued the following 
prepared statement to AUTOMOTIVE 
News: 


“The National Kaiser-Frazer Deal- | 
ers Assn. is a move to unite all | 


K-F dealers into a streamlined and 
coordinated body to work in con- 


junction with the factory in the | 


competitive days that lie ahead. 
During the forthcoming year and 
in the future beyond, the automo- 


bile industry faces the most com-| | 


petitive era in its history. 

“We will, with factory coopera- 
tion and approval, seek to develop 
among our membership certain 
selling principles and practices to 
be recommended as standard for 
all K-F dealers. 


“We will attempt to aid the fac- | 
tory in developing its national sales | 
policies by conducting local con- | 


sumer research on models, adver- 
tising and competitive factors, and 
making such information as de- 
rived thereof available to the fac- 
tory. This will be in line with the 


association’s desire to make K-F'| 


dealerships more valuable as sales 
outlets for the factory. 

“Our motives are the same as 
those of the K-F management, 
its employes and stockholders. 
Formation of our association is a 
well-considered move to become 
@ more potent member of the K-F 
team. We believe that only in a 
spirit of hard-working harmony 
and teamwork is there the cer- 
tainty of more sales and profit 
for all.” 

Drucker estimated his group’s 
potential membership at 4,520 deal- 
ers and 134 distributors. He said a 
concerted drive would be launched 


soon to get all of them in the 
association’s fold. 
Headquarters location of the 


group was left to a later decision 
by its board of directors which, 
when elected, Drucker said, will in- 
clude one member from each state. 


Home Town 


Gets All But Four 
Of Dealer’s Cars 


GRANITE FALLS, Minn.—An 
example of how to build better 
public relations appeared here in 
a full-page newspaper ad by Win- 
ter Motors, Inc. (Chevrolet-Buick). 

In the ad the company reminds 
its customers that after accepting 
hundreds of orders and deposits, 
it returned all of the money when 
production did not come up to ex- 
pectations. 

However, the firm said it con- 
tinued to deliver cars according to 
its order list and “everyone on 
that list received either a '46, '47 
or ’48 Chevrolet. . .” 

The copy also notes “that every 
car and every truck received, in 
46, '47 and '48—with four fleet ex- 
ceptions—was delivered within a 
20-mile radius of this door.” 





GM Is Enrolling 
Dealer Students 
For Spring Term 


FLINT.—Young men desiring to 
enter the retail automobile busi- 
ness have an opportunity to enroll 
in the General Motors dealer co- 
operative training program by 
making application for entrance in 
the spring term. There are two 
starting dates, March 21 and 
April 18. 

The two-year program has been 
operated at the General Motors 
Institute here for more than 20 
years. It coordinates alternating 
periods of study in dealership op- 
eration at the institute with pe- 
riods of directed and practical 
work experience at a sponsoring 
dealership. 

Upon completion of the program, 
the average graduate has an edu- 
cational background for further 
development of qualifications nec- 
essary to assume future jobs of 
responsibility in the dealership, 
GM said. 


Applications for enrollment may 
be made to General Motors Insti- 
tute, or through any GM dealer 
with whom arrangements are made 
for sponsorship. 


TOW WITH CONFIDENCE 
with the 
BOYLE SPACER BAR 
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Write for literature 


Boyle Towing Equipment Co. 


2809 Woodland Ave. 





Cleveland 15, Ohio 


NAME PLATES 


DEALERS: 
The Modern Advertising Plate 


With Customer Eye Appeal 
Write for Descriptive Brochure 


2409 15TH S$tT., a a 11, (COLO 


Quality 


> Pease) ene as oN 


Quality — At Its Best! 
. ® Water Pumps 
® Universal Joints 


® Front End Suspen- 
sion Parts 
Sold Thru Jobbers Only 


AUTOMOTIVE MAN’F'G. CO. 
570 W. Fulton St., Chicago 6 
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GM Competitors Cautious .. . 


Spread of Price Cuts 
Hinges on Wages 


(Continued from Page 1) 


carries out standard industry prac- 
tice of reimbursing dealers for un- 
delivered vehicles when prices are 
cut. 

Decreases in advertised-delivered 
prices of the GM passenger-car 
makes were as follows: $10 across 
the board on Chevrolet; $15 to $16 
on Pontiac; $16 on Oldsmobile 76s 
and $21 on Oldsmobile 88s and 98s; 
$17 to $32 on Buick, and $26 to $42 
on Cadillac. 

By coupling the price cuts with a 
two-cent-an-hour reduction in GM 
wages, the corporation dramatically 
emphasized the inter-relation of 
wages, prices and profits. Timing 
of the announcements drew from 
one competitor the admission that 
“if nothing else, GM pulled an aw- 
fully shrewd public-relations stunt.” 

* > 7 

NDUSTRY EXPERTS observed 

that since all car makers except 

GM will face UAW wage demands 

this spring, there may be a delay of 

at least four or five months until an 

idea of future labor costs is avail- 
able, 

Wage negotiations with Ford are 
tentatively slated to get under way 


Big 3 Lineup 
Lowest-Priced Models 
49 49 49 
Chev. Ford Six Plym. 
4-dr. sed. $1,471 $1,473.50 $1,567 
2-dr.sed. 1,424 1,426 
Club cpe. 1,429 1,416 1,534.25 
Bus.cpe. 1,350 1,330 1,385.75 
Deluxe Models 
4-dr. sed. $1,550 $1,591.50 $1,644 
2-dr.sed, 1,508 1,539 
Club cpe. 1,519 1,529 1,617.50 
1,997 


Conv. 1,368 1,886 
(All advertised-delivered prices) 





Stat. wag. 2,278 2,119 





with Ford in May and with Chrys- 
ler and the independents in June. 
Talks are expected to be drawn out, 
since the union insisted last week it 
plans to go “all out” for its pension 
and social-security demands. 

In addition, there was a marked 
difference of industry opinion as 
to which way materials and parts 
prices were going. 

C. E, Wilson, president of General 
Motors, said in announcing the 
price and wage reductions Feb. 25 
that costs of “certain material 
items” had fallen. GM declined to 
list these items. 

On the other side of this fence 
was K, T. Keller, Chrysler presi- 
dent, who declared Feb. 24 in the 
corporation’s 1948 financial state- 
ment that “no significant drop in 
labor costs or prices of material is 
as yet even in prospect and much 
less in evidence.” 

+ +. * 
7icalicarts of industry state- 
ments in the backwash of the 
GM move were: 
1. J. R. Davis, Ford sales vice- 


! 


. 


pe 





president, said the company was 
“not reducing the prices of our cars 
because of the current high level of 
wage and material costs.” The com- 
pany also announced plans to in- 
crease production of Ford cars and 
trucks and Mercurys, while trim- 
ming output of Lincolns and Lin- 
coln Cosmopolitans. 


2. Ford dealers revealed a $78 in- 
crease in the advertised-delivered 
price of the Standard Six business 
coupe, bringing this model to $1,330 
as compared with $1,350 for the 
Chevrolet Styleline business coupe. 

8. A, vanderZee, Chrysler Corp. 
sales vice-president, stated that 
perhaps the GM price cuts were 
“a move to get more in line com- 
petitively,” adding that the public 
was “still free to decide whether 
Chrysler or General Motors offers 
the greater value at the prices 
charged.” 

4. Studebaker President H. S. 
Vance announced his corporation 
would hire an additional 1,800 em- 
ployes to effect a car output boost 
of more than 21 percent. 

5. John L. McCaffrey, president of 
International Harvester, said it was 
a wise move for a corporation to 
reduce prices when it could find a 
way to shave costs. His own com- 
pany, he said, would be quick to 
reduce prices if it had the chance. 

6. Col. W. F. Rockwell, chair- 

man of Standard Steel Spring Co. 
and of Timken-Detroit Axle Co., 
asserted the competitive era in 
the auto industry had returned. 
Pointing out GM cut prices the 
day after Chrysler Corp. raised 
them, Col. Rockwell said each of 
the automotive “Big Three” now 
was “feeling sorry” for the other 
two. 

7. Other independent car makers 
withheld comment. Kaiser-Frazer 
and Willys-Overland were closed, 
while Packard and Hudson were 
preparing to curtail production 
schedules. 


* * * 


HE GM MOVE marked the first 

reduction in the corporation’s 
prices since the war, although three 
other makers have abortively tried 
postwar price cuts. 

In January, 1947, Ford car prices 
were decreased by $15 to $50. This 
was followed 1p in March of that 
year by International Harvester, 
which slashed its truck prices by 
$50 to $300, and in April by Plym- 
outh, which sent its prices down by 
$25 to $55. 

However, the second and third 
rounds of postwar wage boosts 
and continuing spirals in mate- 
rials costs forced all these makers 
subsequently to hoist prices back 
to levels completely obliterating 
the price cut benefits, 

The GMC truck price reductions 
gave many observers cause to be- 
lieve a general wave of truck price 
cuts would precede any similar 
movement in car prices. The GMC 
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IN KANSAS CITY AT NIGHT—Kritzier Motors (Studebaker), 1150 Minnesota Ave., recently 
remodeled its showroom and offices. Exterior is faced with green and black insert structural 


glass with a similar construction border in cream. A new 


aint and body and truck repair 


building was constructed at the same time, which provided over 6,000 additional square 
feet of service space. This dealership Is owned and operated by Samuel Kritzler and his 


son, Marvin, 
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LINCOLN-MERCURY DEALER'S AID TO SAFETY—A new driver oe program has been 
inaugurated in Rockford, Ill., where the two high schools signed a worki 





the city's 14 automobile dealers who will 
provide a car for a period of 90 days or 


ng agreement with 
rovide the units. Each dealer has agreed to 
or 3,000 miles. Each school has approximately 


100 students enrolled in the class, and ali of them receive 30 minutes of driving each week. 
John L. Cole, right, instructor at West high school, is shown above with three students and 
the Mercury sedan which has been supplied by Berl Berry, Inc. Walter E. Barnes, vice-presi- 


dent of Beri Berry, Inc. 


excellent. 


(Lincoln-Mercury), reports "reaction to the program has been 
We find that the students have developed a rare respect for both the pedestrian 


—when they are driving—and the driver—when they are walking. Many parents, too, stop us 
or come in the dealership to thank us for making it possible for their youngsters to learn 


to drive.” 


factory list price reductions, as an- 
nounced by General Manager M. D. 
Douglas, were $100 on half-tons; 
$105 on three-quarter tons; up to 
$150 on one-tons; $105 on 1% and 
two-tons; $115 on two-ton cab-over- 
engine jobs, and $25 and $50 on 
panel bodies. 

Other truck makers remained si- 
lent on their price intentions. Reg- 
istrations of heavy-duty trucks last 
year fell below 1947 levels for sev- 
eral concerns, although total truck 
sales in the U.S. set a new alltime 
record. 

* * * 


ORD’S STATEMENT that it 

would not reduce prices followed 
reports of an interview with Ford 
executives, in which they were 
quoted as saying the company 
would undertake price readjust- 
ments in its vehicle line in advance 
of any general price slash. 

A company spokesman explained 
that the $78 upward adjustment in 
the price of the Standard Six busi- 
ness coupe was a move to bring 
that line into a more profitable 
position and still keep it beneath 
competition. The Ford Standard 
Six business coupe remains the 
lowest-priced full-size car built in 
the U.S. 

The interview with Ford execu- 
tives, reported in the Chicago Jour- 
nal of Commerce, attributed to Ex- 
ecutive Vice-President Ernest R. 
Breech the statement that Ford 
was contemplating price readjust- 
ments this spring. 

These revisions, Breech said, 
will involve cuts on some models 
and increases on others, based on 
prices of competitive makes and 
actual costs met in producing 
Ford cars. Both Breech and 
Davis discounted the possibility 
in this report that a general Ford 
price slash was coming along the 
lines of the January (1947) move. 

Ford’s caution was apparently 
motivated by the fact that the UAW 
has selected it to be the “guinea 
pig” of the union’s 1949 wage pro- 
gram, which calls first for pensions, 
second for social-security benefits 
and finally for an hourly wage raise 
attuned to the cost of living. 

” + . 

HE vanderZee statement de- 

clared that GM reported a profit 
of 9.5 percent on its sales in the 
first nine months of last year, com- 
pared with a profit of 5.69 percent 
earned by Chrysler on its sales for 
all of 1948. 

“Perhaps now that they (GM) 
have seen the very fair prices which 
Chrysler Corp. has put on its supe- 
rior new models currently being in- 
troduced, they have decided it is to 
their advantage to get more in line 
competitively,” vanderZee said. 

Extending an invitation to the 
public to compare GM and Chrysler 
car values in dealer showrooms, 
vanderZee declared: 

“That is the American way of 
doing business. Let the customer 
take a look at the goods and de- 
cide for himself. 

“As Mr. Keller stated in the com- 
pany’s 1948 annual report, our prices 
are fair, our percentage of profit 
low and our cars and trucks speak 
for themselves. 

“We hope the public maintains an 
intense interest in this competitive 
aspect of the automobile business. 
We welcome it!” 

~ * + 

HE UAW served notice it would 

press ahead with its wage de- 
mands in a statement describing 
the GM price cuts as “too little, too 
late.” 

“If General Motors had shown 
the same modesty in increasing 
prices as they now show in price 


reductions, the American people 
would not still be paying Cadillac 
prices to buy a Chevrolet,” the 
union said. 


“These price reductions may be 
soothing public-relations balm for 
General Motors, but they do not 
represent significant savings to 
car buyers.” 

GM spokesmen revealed that the 
price cut was not a _ spur-of-the- 
moment decision. It had been under 
consideration for a month or so in 
the top executive echelons of the 
corporation, they said. 

According to GM sources, cor- 
poration heads held the price reduc- 
tion in abeyance until the U.S. Bu- 
reau of Labor Statistics officially 
released its consumer price index 
for Jan. 15. It was coincident with 
issuance of this index, marking GM 
wages down 2 cents an hour, that 
the company timed its price-cutting 
announcement. 

. + * 


GM of Canada Exempt 


From Pay, Price Cuts 

MONTREAL.—The reductions in 
the price of General Motors vehi- 
cles, and decreases in the wages of 
GM employes, as announced in the 
U. S., do not apply to Canada, it 
was stated by W. A. Wecker, presi- 
dent of General Motors of Canada, 
Ltd. 

Observing that the same condi- 
tions as existed in the U. S. do not 
apply in Canada, Wecker said: 

“There is to be no such decrease 
in wages in our plants in Canada 
and therefore no corresponding de- 
crease in production costs, so a 
price reduction on products similar 
to that announced in the U. §S. is 
not indicated.” 

* * * 


Price Increases ‘in Line,’ 


Chrysler Corp. Says 

DETROIT.—Chrysler Corp. 
claimed last week that increases in 
the advertised-delivered prices of 
its new cars are “competitive” be- 
cause certain equipment has been 
made standard which was optional 
on previous models. 

A corporation spokesman said a 
more valid basis of comparison re- 
sults from contrasting the new ad- 
vertised-delivered prices against 
the old prices, plus the newly-add- 
ed equipment. Advertised-delivered 
prices on previous Chrysler Corp. 
cars did not include this equipment 
because it was then listed as op- 
tional. 

Comparing new advertised-deliv- 
ered prices with the old ones, plus 
the added equipment, the Plymouth 
Deluxe line is up $18 on the busi- 
ness coupe, $89 on the four-door se- 
dan and $103 on the club coupe; 
Plymouth Special Deluxe, $99 on 
closed models and $125 on the con- 
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Oregon Dealer 
Gets 1% Years 


For Tax Evasion 


PORTLAND, Ore. — Joseph P. 
Tarola, president of Tarola Motor 
Co, (Chrysler), has been sentenced 
to 18 months in prison on a charge 
of income tax evasion. 

Tarola was convicted of failing 
to report $75,000 income on his 1941 
federal income tax return, 

The Tarola firm handles Chrysler 
and Plymouth cars for Oregon and 
southwest Washington. 

In Detroit, a Chrysler spokesman 
said the division had taken the case 
under advisement. 


Delivery Body 
Reduced $170 


The manufacturer’s list price on 
the Olson all-aluminum Kurb-Side 
package delivery body T3-9 model 
for Chevrolet forward control chas- 
sis has been reduced $170. 

This reduction on the 350-cubic- 
foot model, according to officials of 
J.B. E. Olson Corp., has been made 
possible by the steadily mounting 
volume of Kurb-Side sales by Chev- 
rolet dealers. 


Seat-Cover Firm Moves 


To New Memphis Plant 

MEMPHIS. — Completion of its 
new plant and office building here 
at 821-841 Linden Ave. has been 
announced by Farber Bros., Inc., 
maker of seat covers. The building 
is designed for all-on-one-level pro- 
duction, according to Maurice Far- 
ber, secretary and general man- 
ager of the firm. 

“In the planning of our new 
building, every effort was made to 
provide the best possible arrange- 
ment of equipment for every de- 
partment,” Farber states. “Now 
that we are in the new plant, we 
find that this emphasis on correct- 
ness of design is paying off in 
increased efficiency in every phase 
of production and handling.” 





vertible; Dodge Wayfarer business 
coupe, $24; Dodge Meadowbrook 
four-door sedan, $130; all Dodge 
Coronet models, $123; DeSoto De- 
luxe, $153; DeSoto Custom, $148; 
Chrysler Royal, $150; Chrysler 
Windsor closed models, $158, and 
convertible, $178; Chrysler Sara- 
toga, $195; Chrysler New Yorker 
closed models, $191, and convertible, 
$267. 

The major price item now stand- 
ard equipment on higher-priced De- 
Soto and Chrysler lines is Fluid 
drive and Tiptoe Shift transmission 
on the DeSoto Custom, and Fluid 
drive and Prestomatic transmission 
on the Chrysler Windsor, Saratoga 
and New Yorker. 

Advertised-delivered prices, recog- 
nized as a yardstick for computing 
retail delivered prices anywhere in 
the U.S., include the factory list or 
factory retail price, federal excise 
tax and dealer delivery-and-han- 
dling charge. Advertised-delivered 
prices do not include state and local 
taxes, transportation charge and 
optional equipment. 


Summers Hermann Purchases 


Property in Louisville 


Summers Hermann Co. (Ford), 


Louisville, has announced the pur- 
chase for $27,000 of property from 
926 to 932 S. Second St. 

Company officials said the pur- 
chase was for future expansion and 
they do not plan to raze the apart- 
ment buildings now on the property. 





DeSOTO's HERRICK OPENS DEALERSHIP—Doug Herrick, formerly assistant general sales 


manager of DeSoto, has opened a new dealership for DeSoto in Los Angeles. 
Willard Karl, DeSoto dealer of Pasadena: 
rp., who was visiting southern California, and Dominic Basso, DeSoto 


ing were (left to os 
director of Chrysler 
dealer in Los Angeles. 


t the open- 
errick; Joe Fields, 
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Ford Says Honeymoon’s Over .. . 





Competition Is Cited 
In Rebuff to UAW 


(Continued from Page 1) 


that our employes now will take 
the reduction in wages that would 
be necessary to get such a plan 
going?” Bugas asked. 

+ * + 


me production schedules 
and unemployment are the dan- 
gers inherent in price rises at this 
time, now that “most American 
producers are no longer in a seller’s 
market,” Bugas warned. 

“The primary problem facing us 
is one of sales and steady jobs for 
our employes,” he asserted. “Our 
success will not depend on how 
many cars we can make; it will 
depend on how many cars we can 
sell. 

“We can sell only if our prices 
are competitive. Our prices can 
be competitive only if our costs 
are competitive. 

“Costs go up when we pay more 
for the materials or for the labor 
that goes into making our products. 
Our labor rates right now are at 
an all-time high. As a result, the 
prices of our products are at record 
high levels. 

“If at any time, even a small 
percentage of our customers refuses 
to pay our prices, the result will 
be reduced schedules and unem- 
ployment—which, above all things, 
we both want to avoid,” Bugas told 
Reuther. 

. * 7 

T= FORD executive argued that 

the GM wage cut of two cents 
an hour “puts on us an additional 
handicap in wage costs of about 
$5,000,000 a year,” adding the claim 
that Ford’s average hourly wage 
exceeds that of the company’s 
major competitors. 

“The cost of living is now de- 
clining,” Bugas said, “and every 
drop in the cost of living in- 
creases real wages. Over the na- 
tion as a whole, there is an 
increasing tendency for both 
management and labor to look 
upon another general wage in- 
crease as contrary to the best 
interests of both.” 

Bugas noted that since V-J day 
Ford had granted three rounds of 
wage increases, totaling 42% cents 
an hour, in addition to incurring 
additional expenses for paid holi- 
days, more liberal vacations, larger 





Better Mileage 
Japan Ups Fuel Economy 


20% for Trucks 


TOKYO, Japan—(UTPS)—Auto- 
mobile manufacturers of Japan, 
with the cooperation of the com- 
merce and industry ministry, are 
working to improve the mileage 
performance of their standard-size 
trucks to cope with the shortage of 
fuel and to meet the requirements 
for quality in overseas markets. 

The Society of Automotive Engi- 
neers reports that recent compara- 
tive tests show that there has been 
a 20 percent average increase in 
distance traveled per unit of fuel 
consumed over records set in De- 
cember, 1949. 

Vehicles of four principal manu- 
facturers were used in these tests. 
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ggg: roto + a (left) 
acquir' a dealership in e ° 
manager, te pictred signing the dealer agreement in his: Detroit office with two veteran 


work-shift premiums and increased 
insurance benefits. 


Last year, when the cost of living 
was rising, Ford greeted UAW 
wage demands with a short-lived 
policy seeking to avoid higher labor 
costs. The company abandoned its 
resistance and granted a wage hike 
after GM came up with its novel 
cost-of-living wage tieup scheme. 

+ * * 


UGAS’ statement made it plain 

to UAW leaders that the GM 
wage-price downswing had given 
Ford, Chrysler and the indepen- 
dents imposing weapons in defense 
against fourth-round economic de- 
mands by the union. 


GM competitors can now contend, 
as Bugas has on behalf of Ford, 
that they cannot grant pensions or 
hourly pay boosts for fear their 
prices would be forced up to levels 
out of line with GM prices in a 
tight competitive market. 


General Motors, on the other 
hand, has clear sailing with its 
cost-of-living plan until mid-1950 
—and competitors could argue 
that GM would be in a comfort- 
able market position for at least 
another year should wage cuts 
continue to drag prices down. 


In this connection, it was pointed 
out that the guaranteed 3-cent raise 
due GM hourly-rated workers June 1 
applies to base pay rates. This 3- 
cent hike is pledged as an annual 
“standard - of - living improvement 
factor” in the 1948 GM contract. 


Cost-of-living payments to GM 
workers may suffer another reduc- 
tion June 1, contingent on the trend 
of the government’s consumer price 
index as shown in the Apr. 15 ac- 
counting. Changes in living costs 
do not affect the annual “improve- 
ment” raise. 

oa + +. 


HE NET cost-of-living allowance 

for GM hourly-rated workers for 
the current March-May quarter js 
6 cents, cut from the 8 cents they 
had received since last Sept. 1. The 
quarterly allowance for salaried 
workers is $30 for the current quar- 
ter, against $40 previously. 

What confounded labor circles 
most was the timing of the price 
cut, coming simultaneously with 
the wage reduction. Never before 
in the postwar period had the 
tieup between wages and prices 
been so sharply illustrated. 

In announcing the wage and price 
cuts, GM President C. E. Wilson 
said the purchasing power of the 
individual GM wage-earner re- 
mained the same “because of the 
substantial reduction in the cost of 
living during the last three months.” 

—Mac Gorpon 





Resolute Fire Income 


Hits All-Time High 
HARTFORD, Conn. — Premium 
income of Resolute Fire Insurance 
Co. for 1948 was $9,001,814—a record 
in the history of the company, ac- 
cording to John C. Blackall, resi- 
dent counsel for the company. This 
represents an increase of $3,460,- 
454.85 over 1947, or 62.45 percent. 





observed his 20th 
C. Quinn, general 


are F. J. Lamborn (standing at left), vice- 
je (extreme right), director of service. During 


served as Chicago regional manager. 

















HOSPITALITY ALA OKLAHOMA—Newcomers to Oklahoma City find friendliness in this 


manner. 


Helping to spread the community's neighborliness is the Welcome Wagon service 
provided by the Fred Jones (Ford) dealership. The hostesses shown with Ray Penn, the | 


dealership'’s sales manager, help make new residents feel at home. 





Top Trucks 


New-truck registrations for 30 
states in January: 
1949 Pos. Make 

1—10,315 Chev. 
Ford 
Dodge 
Inter’! 
GMC 


1948 Pos. 
10,907— 1 
3,224— 4 
3,299— 3 
4,694— 2 
2,299— 5 
1,720— 7 
2,188— 6 
459— 9 
337—10 
334—11 
504— 8 
291—12 
96—14 
1938—13 
90—15 
68—16 
57—17 
5—18 
8—19 


Kenworth 
12 Sterling 
Total All Makes 
30,619 30,909 
For further details see page 
20, today’s issue, 


Used °49 Values 
For FRB Wait 
All Unveilings 


WASHINGTON.—Replying to a 
query as to when the provisions of 
part 4 of the supplement to Regu- 
lation W will require reference to 
an automobile appraisal guide in 
determining the minimum down 
payment to be obtained on used 
1949 model automobiles, a spokes- 
man for FRB told AvuToMOTIvE 
News: 

“The Federal Reserve Board has 
ruled that it will not be necessary 
to refer to appraisal guides with 
respect to used 1949 automobiles 
until the board has published in 
the Federal Register a notice that 
such reference is required. The 
board does not plan to place such 
a requirement in effect with re- 
spect to used 1949 automobiles un- 
til all designated appraisal guides 
publish retail values for such mod- 
els, and it is also planned that by 
that time the designated appraisal 
guides will contain information as 
to the date on which the require- 
ment comes into effect. The maxi- 
mum amount of credit that can be 
extended for used 1949 automobiles 
until the board publishes the no- 
tice referred to above will, of 
course, be two-thirds of the cash 
price. 

“In anticipation of the inclusion 
of 1949 used-car prices in certain 
of the appraisal guides that have 
particular problems of limited 
space, the board has ruled that, 
effective April 1, 1949, the appraisal 
guide provisions of part 4 of the 
Supplement to Regulation W will 
no longer apply to used 1938 auto- 
mobile models. Starting on that 
date, therefore, the maximum 
amount of credit which can be 
extended for used 1938 and older 
models will be two-thirds of the 
cash price.” 

The FRB spokesman added this 
explanation: 

“Certain of the appraisal guides 
have not yet included estimated 
retail prices for any 1949 models. 
Although certain 1949 car models 
have been introduced, others are 
scheduled for introduction later.” 

















Linder Bruning 
Linder Bruning, Inc. (Hudson), 
Indianapolis, has opened a new 
used-car lot at 1716 E. Washing- 
ton St. Robert Wormser is man- 
ager. 


Quiz on Pricing 
Of AC Plugs 
Begun by FTC 


DETROIT. — Two separate price 
scales for the sale of spark plugs 
has been attributed to AC Spark 


| 








New Dodges Off 
On 8,000-Mile 
Alaska Jaunt 


DETROIT.—Dodge officials and 
test drivers in three new Dodge 
Coronet four-door sedans are now 
enroute on an 8,000-mile endur- 
ance test run to Fairbanks, Alaska, 
and return over the Alaskan high 
way. 

L. L. Colbert, president of Dodge 
said the purpose of the expedition 
was to demonstrate the durability 
and dependability of modern motor 
cars under severely adverse weath 
er and road conditions. 

The three cars selected for the 
test were taken at random from 









| Dodge assembly lines and carried 


standard accessories, the company 


| said. Two cars were equipped with 


Gyromatic transmission. The driv- 
ers expected to encounter tempera- 


| tures of 50 degrees below zero or 


lower. 

In addition to test drivers, per- 
sonnel of the motorcade included 
John Brennan, assistant resident 
engineer at the Dodge plant, and 


Plug, a wholly owned subsidiary of | Ww. E. Foraker, Dodge sales execu- 
General Motors Corp., in a com-|tive who will conduct a Dodge 
plaint by the Federal Trade Com-| dealer meeting in Fairbanks. 

Brennan, 


mission heard here last week. 


General Motors’ reply to the 
charge was that the FTC was 
“shooting dead dogs.” The prac- 
tices of which the FTC complains 
were stopped in early 1940, accord- 
ing to T. H. Crowley, attorney for 
the corporation. 


The FTC complaint charges that 
AC Spark Plug used, and is using, 
“unfair methods of competition” 
through price discrimination. AC 
sold its products at less than cost 
to favored outlets, in violation of 
the Clayton act, it was charged 
before Webster Ballinger, trial ex- 
aminer for the commission. 


L. Edward Crell, attorney for the 
government, declared that AC sold 
spark plugs to some manufacturers 
for as little as six cents to 15 cents 
per plug and made up the differ- 
ence for the below-cost sales by 
charging other companies 20 to 40 
cents per plug as replacement parts. 

Favored buyers have been fleet 
owners, automotive distributors, oil 
companies, chain stores, automo- 
bile, truck and trailer manufactur- 
ers and others, the FTC alleged. 
In addition, AC required certain of 
its customers to deal exclusively in 
AC products, it was charged. 

J. C. Hines, representing the AC 
Spark Plug division, defended the 
practices, saying that competition 
by other manufacturers had forced 
AC into employing them. AC began 
selling plugs under two prices back 
in the ’30s when “double sets of 
prices” were common practice with- 
in the industry, Hines said. 





Ford Outlet in Chicago 


Sold by Hull-Dobbs 

CHICAGO.—Hull-Dobbs, Inc., 
has sold one of its two Ford 
dealerships here to Milo Brooke, 
general manager for the past 
eight years of the outlet at 4655 
W. Washington Blvd. Brooke will 
operate the establishment under 
the name of Milo Brooke, Inc. 

Still retained by Hull-Dobbs in 
Chicago are the Hub Motor Co. 
(Ford), at 2625 N. Milwaukee 
Ave., and the Oakley Motor Co. 
(Lincoln-Mercury), 2473 N. Mil- 
waukee Ave. 








leader of the expedi- 


YUKON BOUND—Dodge test drivers and 
engineers began an 8,000-mile endurance run 
from Hamtramck, Mich., to Fairbanks, Alaska, 
Feb. 25 in three new ronet sedans. L. L. 
Colbert, Dodge president (right), is shown go- 
ing over the route. Engineer John Brennan, on 
Colbert's right, is in charge of the expedition. 


tion, said that while no attempt 
would be made to establish speed 
records, he hoped to reach Fair- 
banks within a week, weather per- 
mitting. 

The expedition was to cross the 
north central states to Montana 
and then proceed north to Dawson 
Creek, B. C., southern terminus of 
the Alaskan highway. 


Ky. Dealer Seeks 
$50,000 Damages 


ELIZABETHTOWN, Ky.—wW. 0O. 
Bowman, dealer here, has filed suit 
for $50,000 in Federal District court 
in Louisville against Associates Dis- 
count Corp. for alleged injury to 
his business standing. 

Bowman declared he owed $11,822 
to the firm, which held mortgages 
on 12 cars. Although 12 more cars 
and garage equipment were mort- 
gaged for additional security, the 
company foreclosed, Bowman 
claimed. He said he paid the in- 
debtedness in November but was 
not allowed to redeem half of the 
cars, 








CAR FOR REAL-LIFE COPS AND ROBBERS—The first 1949 Studebaker delivered in Dela- 


ware county, Pa., went to the 
Police Thomas V. Bateman is s 


lice department of the borough of 
wn accepting the keys 


Swarthmore. Chief of 
to the car from Harlan R. Jessup, 


dealer in Media, Pa. At the extreme right is Elliott Richardson, Swarthmore borough secre- 
tary. The car has been equipped for police patron work. 
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Truck Production Estimates 
By Automotive News 


(U. 8S. PRODUCTION ONLY) 














Week Week dan. 1 dan. 1 
Ended Same Ended Total to to 
Mar. 5, Week, Feb. 26, Feb., Mar. 6, Mar. 5, 
1949 1948 1949* 1949* 1948* 1949* 
CHEVROLET ......... 9,107 6,595 9,163 35,921 65,668 80,955 
CROSLEY ............ 21 79 15 45 973 100 
DIAMOND T ......... 149 267 147 6438 2,599 1,289 
DD eb uve anes ts 66 64 130 51 295 1,320 588 
SD c'ss ccc eve see 3,622 3,481 3,589 15,068 30,288 35,858 
ES Sree ate se Sabie 80 26 157 1,301 287 
EP WCC eea ed cete 4,318 7,081 4,170 16,335 49,319 38,194 
i miiihs esse a oes. 60 0:8 2,016 1,780 2,170 7,949 14,018 18,904 
DG soe. dade e ese Caylle vives tutta” UE inte 
INTERNATIONAL 2,902 3,525 2,969 12,0438 32,546 28,082 
DEES si. 6-4 0 Bian tes ver 174 220 146 623 3,190 1,251 
AE ee 88 354 64 407 3,156 781 
STUDEBAKER ....... 1,456 1,600 1,693 6,824 14,281 14,501 
EEE. 6 0:0600460 00 0 201 231 195 701 2,816 1,764 
PERE 68K bree cacees 282 2,612 1,050 6,084 20,672 12,802 
MISCELLANEOUS ... 311 273 311 1,528 2,436 3,157 
Total Trucks, U.S... 24,711 28,308 25,759 104,623 244,633 238,463 
Total Cars, Trucks 
Fe SPSS reer 112,012 102,578 113,681 431,252 909,906 966,698 
Total Cars, Trucks 
Re 4,533 5,142 4,212 14,869 33,557 35,866 
Grand Total, 


Cars and Trucks 
U. S. and Canada... 


116,545 107,720 117,893 446,121 


943,463 1,002,564 





* Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, ete. 





Production Holding Up — 


Despite More Cutbacks 


(Continued from Page 1) 


trucks for a postwar high total of 
526,700 units. The industry’s present 
postwar record was made in March 
last year. 


oe * * 

TORD plans gradual hikes until 

it hits a pace of 87,000 Fords in 
June, or 23,000 more than were 
built in February. Mercury output 
will be increased to 16,500 in 
March, 16,990 in April, 18,900 in 
May and 19,800 in June, Executive 
Vice-President Ernest Breech an- 
nounced. Lincoln production, how- 
ever, will be reduced to an average 
of 2,500 a month for four months. 

Studebaker output last week was 
halfway toward the firm’s goal of 
increasing car output by 800 units 
weekly. 

If U.S. plants achieve their 
March goals, and indications are 
that only labor tieups could deter 
them, they will wind up the first 
three months of 1949 having pro- 
duced 1,408,809 vehicles. The 
overall accounting would include 
1,072,868 cars and 330,946 trucks. 

Nearly all plants report that ma- 





Postwar Record 


Slated by Olds 
In March Output 


LANSING.—Production schedules 
at Oldsmobile for March call for 
the building of more new Oldsmo- 
biles than in any previous month 
in the postwar period, according to 
S. E. Skinner, general manager. 


The schedules reflect the “un- 
precedented” demand for Oldsmo- 
bile’s 1949 models, Skinner stated. 
In greatest demand is Oldsmobile’s 
series 88 model, equipped with the 
division’s new Rocket engine, he 
added. 

Public response to the announce- 
ment of this new model in Febru- 
ary has resulted in several upward 
revisions of the schedule, Skinner 
said. The most recent revision, he 
explained, added 500 more 88’s to 
the March production program. 

Skinner said that 76.8 percent of 
all new Oldsmobiles built this 
month, 
would be series 88 and 98 models. 
The remainder will be series 76 
models. 

Skinner expressed the opinion 
that the next 10 years in the auto- 
motive industry may become known 
as the “high-compression era.” 
More than 63 percent of the 1949 
Futuramic Oldsmobiles produced to 
date have been equipped with the 
division’s new Rocket power plant, 
he pointed out. 

Skinner said that arrival of the 
“high-compression era” is based on 
the public response to the new 1949 
Oldsmobile models. Throughout the 
nation dealers have reported great- 
er actual demonstration activity 


than at any time since the imme- 
diate prewar years, he stated. 


including export units,’ 


terials are in good supply at slightly 
lower cost. 

During the first quarter of 1948, 
U.S. plants built 941,571 cars and 
354,672 trucks for a total of 1,296,243 
units. Thus, if the aforementioned 
estimates become reality, first-quar- 
ter 1949 output will include about 
131,000 more cars than the same 
period of 1948, but about 24,000 
fewer trucks. 

. + * 

UCH a car-truck ratio at the end 

of March would be in line with 

predictions by industry observers at 
the start of the year. 

Meanwhile, for the seventh con- 
secutive week, furnaces of the steel 
industry last week operated at 100 
percent of rated capacity. 

Such a high rate in the steel in- 
dustry has been equaled only once 
before in its history, but produc- 
tion on a tonnage basis at that 
time was about 660,000 tons lower 
than the 12,959,900 tons of raw 
steel produced in the current 
seven-week stretch. 

February output of steel was esti- 
mated as the highest ever recorded 
for that month. During January, 
steel output topped 8,000,000 tons 
for the first time in history. 


* . + 
O WHATEVER trouble the auto 
industry may run into in at- 
tempting to build more than 500,000 
cars and trucks for the first time in 


a postwar month, it appears that | 


steel shortages will not be as high 
on the list as they have been in the 
past. 

All-out effort at some plants 
shot final U. C. car and truck pro- 
duction in February far above 
what was expected, in view of the 
numerous model changeovers that 
took place. 

Final Avutomotive News tabula- 
tions show that U.S. plants during 
the 20-day work period assembled 
326,629 cars and 104,623 trucks for a 
total of 431,252 units. 

In the final accounting, February 
output emerged only 14,605 cars and 
trucks below the January volume. 

* + * 


K-F Builds First Car 


In Netherlands Plant 


WILLOW RUN. — Kaiser-Frazer 
Export Corp. last week announced 
completion of the company’s Dutch 
assembly plant, Nederlandsche Kai- 
ser-Frazer Fabrieken, N. V., in Rot- 
terdam. First model to leave the 
new Holland factory was a Kaiser 
sedan last Monday. 

Hickman Price jr., executive vice- 
president of the K-F export com- 
pany and board member of the 
Nederlandsche firm, said the plant 
has scheduled an initial output of 
6,000 units a year, with an original 
working force of 400. A large part 
of the output, according to Price, is 
earmarked for export markets. 








Obituaries 


F. S. Travis Dead at 83; 


Dealer Since 1905 

TARKIO, Mo.—Frank S. Travis, 
83, retired automobile and farm 
implement dealer, died at his home 
here Feb. 20, after a short illness. 

Mr. Travis, who celebrated his 
60th wedding anniversary last Octo- 
ber, was a Buick dealer from 1905 
to 1924 and a Chrysler dealer for 
many years after that. He retired 
in 1935. 





Jensen Sr., Nash Dealer, 


Dies in Newark, N. J. 

NEWARK, N. J.—Andrew P. Jen- 
sen sr., 47, president of Jensen & 
Bedell, Inc. (Nash), died at his 
home here Feb. 18, after an illness 
of three months. 

Mr. Jensen’s death ended a 30- 
year association with Walter Bedell, 
who is secretary-treasurer of the 
firm. The company has been a 
Nash outlet since 1935. 

* * * 
Eric Burkman 


NEW YORK.—Eric Burkman, 56, secre- 
tary of U. 8S. Rubber Co., died Feb. 26 of 


a coronary thrombosis whilé on vacation in 

St. Thomas, Virgin Islands. Mr, Burkman, 

who lived here, was also a director of 

Latex Fibre Industries, Inc., and Frank W, 

Gorse Co., Inc., divisions of U, 8, Rubber, 
* * * 


Warren B. McClendon 
EDGEFIFLD, 8, C.—Warren B. McClen- 
don, 41, local automobile dealer, died Feb. 
25 in Augusta, Ga., where he had gone on 


business. 
* * * 


Sheldon E. Bancroft 
ROCHESTER, N. Y.—Sheldon E. Ban- 
croft, owner of Bancroft Motors (Packard) 
and a former president of the Rochester 
Automobile Dealers Assn., died here Feb. 
24. He had been an auto dealer 33 years. 
* - * 


William H. Fisher 
MEMPHIS.—Funeral services were held 
here Feb. 23 for William H,. Fisher, who 
died suddenly of a heart attack. Mr. 
Fisher was president of John C. Fisher 
Motor Co., a local Chrysler dealership. 


British Columbia Bans 


Non-Safety Auto Glass 


VANCOUVER, B. C.— Effective 
Oct. 1, 1949, all glass replaced in 
automobiles in British Columbia 
must be shatterproof. This is under 
an amendment to the motor vehi- 
cles act, approved by the provincial 
cabinet. 
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Ford Parts Staff 
In New Offices 


DEARBORN.—L., D. Crusoe, gen- 
eral manager of the Ford division, 
Ford Motor Co., announced last 
week that 650 administrative staff 
employes of the parts and acces- 
sories operations will move from 
the Rouge plan to new offices in 
the administration building at the 
Highland Park (Mich.) plant this 
week. 

“Rapid growth of the business of 
the parts and accessories operations 
has made necessary the move to 
better offices,” Earl G. Ward, parts 
and accessories manager, Ford di- 
vision, said. “The move to modern- 
ized quarters is part of an overall 
program to improve service and 
communications to parts depots and 
sales districts throughout the U.S.” 

The central parts depot will rc- 
main in the parts and accessories 
building at the Rouge. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry .. . an esti- 
mated more than 100,000 readers weekly! 


- - Classified Want Ads - - 


FOR RATES, ETC., SEE NEXT 


act 








Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 





HELP WANTED 


ASSISTANT NEW AND USED CAR MAN- 
AGER—Chrysler-Plymouth dealership, 30 
years auto dealer same location. Most 
progressive town West Florida. Prefer 
southern man, 30 to 40 years. Must be 
energetic, sober, neat-appearing and have 
good disposition. Apply own handwrit- 
ing, state firms where employed past 10 
years, forward recent photo. Salary and 
commission commensurate with ability. 
No limit to earning capacity and ad- 
vancement for right man. Son Motor 
Company, Pensacola, Florida. 


WANTED 
Parts Manager 


With ability to earn up to $10,000 
annually, Capable of taking charge 
of Memphis, Tennessee, General 
Motors dealer’s parts and accessory 
department with a volume of over 
$200,000 in 1948. Present modern- 
ization and expansion program will 
increase volume to $250,000—$300,- 
000 in 1949. Must be 

experienced parts manager, capable 
of taking complete charge 


This is an exceptional op- 
portunity for right man. Give full 
details in own handwriting. Our 
employees know of this ad. Write 
Box 2877, c/o Automotive News, 
Detroit 26. 


MANAGER — AUTOMOBILE AGENCY. 
Will employ manager for automobile 
dealership, one of big three, located in 
city of ten thousand in best farming and 
industrial section of South Georgia. Box 
2864, c/o Automotive News, Detroit 26. 





Wholesale Automotive 
Parts Salesman 


Unusual opportunity for Jobber Parts 
Salesman to join sales ranks of one of 
the “Big Three’ automobile manufac- 
turers with sales offices in the East. 
Experience in contacting wholesale 
trade of prime importance. State back- 
ground and furnish complete resume of 
past experience, salary earned and ex- 
pected. Our personnel know of this 
advertisement. 

Box 2893 

c/o Automotive News 
Detroit 26 





SERVICE MANAGER — Experienced Ford 
man to assume full control of principal 
city dealership located in the heart of the 


Catskills. Splendid opportunity for quali- 
fied man. Replies confidential. Box 2879, 
c/o Automotive News, Detroit 26. 

SERVICE DIRECTOR-MANAGER — Top- 
notch man, between 35 and 45, with a 
successful service-managerial background, 
capable of handling an organization with 
annual $135,000 to $250,000 in service 
labor, wanted by well-established Dodge- 
Plymouth dealer in mid-western city of 
100,000. Immediate metropolitan area of 
250,000. A pleasant place to live and 
rear family. Good salary and protit- 
participation plan for the right man, 
Write full description of qualifications. 
Replies confidential. Box 2849, c/o Auto- 
motive News, Detroit 26. 


HELP WANTED 


TRUCK 
REPRESENTATIVES 
WANTED 


Men experienced in medium truck re- 
tailing or wholesaling, or truck equip- 
ment sales, wanted by combination car 
and truck manufacturer for dealer con- 
tact work. Excellent future with popu- 
lar truck line. Apply by letter giving 
preliminary details regarding expe- 
rience, age, education, etc. Our repre- 
sentatives know of this ad. 

BOX 2878, 

AUTOMOTIVE NEWS 
DETROIT 26 








POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7'/, cents per word for one 
insertion or two insertions of the same 
copy at 12! cents per word. Cash in 
advance. 









GENERAL MANAGER—Volume operator, 
age 37, responsible, with proven success- 
ful buyers’ market record managing large 
General Motors dealership. Married, good 


habits, excellent reference, factory ap- 
proval and maximum operating results 
assured. Financially able to buy part 
interest. Replies will be kept confidential. 
Box 2830, c/o Automotive News, Le- 
troit 26, 

EXECUTIVE, full of good proven ideas 
gleaned over 20 years’ experience in posi- 
tions of trust with large G-M, Ford and 
Chrysler dealers, seeks position as gen- 
eral manager and/or business manager 
with possible eventual view toward part 
ownership if performance warrants. Thor- 
oughly familiar with factory-dealer rela- 
tions, all standard accounting systems, 
operating and internal controls, taxes, 
budgets, etc. Schooled in prewar buyer’s 
market. Particularly adept at attaining 
highest possible fixed absorption. Age 
39, happily married, excellent health and 
an enormous appetite for honest hard | 
work. Please reply in confidence to Box 
2894, c/o Automotive News, Detroit 26. 


SALES MANAGER, eighteen years’ expe- 
rience, merchandising new and used cars 
and trucks. Can take over entire opera- 
tion. Familiar with factory, dealer pro- | 
cedure. Have operated profitably when 
trend was to buyer’s market. Availabie 
after March 15th. Box 2871, c/o Auto- 
motive News, Detroit 26. 


SERVICE MANAGER AND TWO ME- | 
CHANICS desire connection as a group 
with a dealer in East Texas or Gulf Coast 
city. Prefer newly established dealer that 
needs an experienced service manager and 
two top mechanics. Sober and steady. 
Available April 15th. Box 2906, c/o 
Automotive News, Detroit 26. | 


GENERAL MANAGER AVAILABLE, age 











35, now located Detroit area. Desires 
affiliation with midwestern dealership. 
Past experience includes management, 
sales, sales promotion, market analysis 


Good | 
excel- 


and finance company background. 
organizer, aggressive personality, 
lent habits. Can furnish outstanding ref- 
erences. Box 2887, c/o Automotive News, 
Detroit 26. 

SERVICE MANAGER. Chrysler and G.M. 
Also heavy-duty trucks and equipment. 
Twenty-two years’ experience in service 
and sales, Large-volume minded, with 
around the clock service and parts ex- 
perience. Have factory approval for deal- 
ership. Need capital—will manage deal- 
ership, What have you? Box 2888, c/o 
Automotive News, Detroit 26. 


OFFICE MANAGER—General Motors expe- 
rience, 25 years accounting, 15 years pub- 
Me accounting, including auditing auto- 
mobile agencies, middle-aged, married, 
college graduate with Master's Degree. 
Box 2844, c/o Automotive News, De- 
troit 26. 


POSITION WANTED 


SERVICE MANAGER—Tcp Man for a Top 
Job. Chrysler, General Motors, Ford and 
Lincoln. Volume minded, 18 years’ expe- 
rience. Complete customer control and 
product knowledge; outstanding service 
merchandiser; full understanding of in- 
dustrial relations and personnel coopera- 
tion; excellent body and fender estimator; 
economical used car reconditioning know!l- 
edge. Factory and dealer highest rec- 
ommendations. Accept foreign or domes- 
tic assignment. Box 2895, c/o Automo- 
tive News, Detroit 26, 


AUTOMOBILE ACCOUNTANT, 
MANAGER, experienced, 
tion with well established new car 
agency. Familiar with GM, Chrysler, or 
Ford systems. Available at once to ac- 
cept position with the right firm in any 
Can furnish references. Contact 

Roche, 1836 Rundle St., Lansing, 





ACCOUNTANT-OFFICE MANAGE R— 
Thoroughly familiar with General Motors 
system. 44 years of age. Best refer- 
ences. Now employed by Oldsmobile. 
GMC dealer. Desire to change location. 
Prefer midwest, South or west. Box 
2880, c/o Automotive News, Detroit 26. 


DISTRIBUTORSHIP AVAILABLE 





Distributorship 
Available 


Factory authorized automotive distribu- 
torship now available in the Northwest. 
This lucrative franchize made $60,000 
net profit during the last fiscal year. 
The building, parts and service facili- 
ties are the finest in the locality. Due 
to a lingering illness in the family this 
franchise must be liquidated in the 
immediate future to insure continued 
good health of the party 
This business requires $50,000 capital 
to handle. 


involved. 


Write or wire for details giving in- 
formation about yourself and refer- 
ences. Confidential personal interviews 
with for qualified 
applicants. Address all inquiries to 


clients arranged 


Box 2905, 
c/o Automotive News, 
Detroit 26. 





NEW CAR 


DISTRIBUTORSHIPS 
AND DEALERSHIPS 
AVAILABLE 


For Further Information 
WRITE 
Box 2883, 
c/o Automotive News, 
Detroit 26. 
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DEALERSHIP WANTED 


GENERAL MOTORS, FORD or DODGE 
preferred, 100-250 car contract. Can qual- 
ify with factory; have had more than 
twenty years’ experience as distributor 
and dealer. Interested in taking over 
entire personnel of going dealership. Re- 
plies will be held in complete confidence. 
Box 2889, c/o Automotive News, De- 
troit 26. 

DEALERSHIP FOR SALE 


CTIVE PERMANENT PARTNER- 
SHIP Florida dealership available, Well 
established profitable dealership, good 
franchise, plenty of territory Southern 


Florida, growing city of 50,000. Largest, 
best equipped garage in town. Service 
business $170,000 during 1948, total gross 
profit in dealership $132,000 in 1948. 
Qualified partner must be experienced in 
automotive selling and servicing and in- 
vest $30,000 for one-half interest in deal- 
ership and should have investment back 
in dividends in two years’ time. Salary 
$800 a month—car furnished. Six weeks 
annual paid vacation. Replies confiden- 
tial. Box 2852, c/o Automotive News, 


Detroit 26. 


chee a EES 

A WELL-ESTABLISHED DEALERSHIP, 
set up to handle about three hundred 
new cars yearly, with an old, popular- 
priced independent line in a midwestern 
metropolitan area of one million popula- 
tion; restricted number of dealers in this 
line in the area. New building, very well 
located, can be leased on reasonable 
basis, A going. profitable business with 
excellent potential for future growth, at 
a very attractive price. Box 2891, c/o 
Automotive News, Detroit 26. 


ATTRA 





ern 
DEALERSHIP, now handling Dodge-Plym- 
outh, in prosperous central Pennsylvania 
community of 10.000. Gross last year, 
$524,027. This business will return in- 
vestment in two years at present earning 
rate. Illness of owner only reason for 
selling. Box 2892, c/o Automotive News, 


Detroit 26. 


een 

NEW CAR AND TRUCK DEALERSHIP 
in Northern Pennsylvania town. - 
chise calls for almost 200 units per year. 
Town of 50,000. Popular, fast selling 
line of cars and trucks. Business makes 
$25,000 per year. Can be made much 
better by expanding; territory very lucra- 
tive, two counties to draw from. $35,000 
takes everything. Will pay for itself in 
18 months, based on past experience. 
Other business interests reason for sell- 
ing. Write Box 2875, c/o Automotive 
News, Detroit 26. 


AND TRUCK DEALERSHIP 























NEW CAR R 
for sale. One of the “Big Three’’ near 
Buffalo, N. Y. $60,000 cash. Includes 


large building, used car lot, parts, equip- 


ment and accounts ee Health = 
necessitates sale. yer mus 
coaltt Box 2907, c/o 


qualify with factory. 
Automotive News, Detroit 26. 


<a itnnteacennenES 
LERSHIP. now have 250-300 Hudson 
“a located in California in the richest, 
most prosperous agricultural and manu- 
facturing section in the country; popula- 
tion of city and trading area about 200,- 
000; low rent, long lease. Illness forces 
retirement. Prefer to retain partial in- 
terest but will sell 100%. Will require 
$50,000 for inventories and equipment ex- 
clusive of automobiles. This deal will 
make the purchase price this year. Write 
Box 2896, c/o Automotive News, De- 


troit 26. 


GOOD DEALERSHIP in Southern New 
Hampshire. One of ‘Big Three’ cars, 
trucks. Everything to be sold. A nice 
steady business year after year. Must be 
sold. Home also available. Terms. Box 
2897, c/o Automotive News, Detroit 26. 


LS 
iL IS DEALERSHIP, handling one of 
pig. Three’ in city of 30,000 drawing 
75,000, consistently doing over $500,000 
gross. Diversified mfg, and rich farming 
community. Family disagreement makes 
this available to qualified principals only. 
Financing and leasing arranged to suit. 
Box 2898, c/o Automotive News, De- 


troit 26. 


LE 
F BIG THREE dealerships for sale. 
J Located in Virginia in industrial section 
with outlying farms. Netted over 20,000 
in 1948, New brick building. Room for 
further expansion. Used car lot. Build- 
/ing can be bought or leased. Must 
qualify with factory. Apply Box 2890, 
c/o Automotive News, Detroit 26. 


Deen | eee eee ae a ae 

FLORIDA DEALERSHIP, 200-car contract 
! south Florida dealership, product of one 
of the ‘“‘Big Three,’’ in fastest growing 
. town in South Florida. Summer popula- 
tion 25,000, winter 75,000; net profit for 
last nine months over $40,000 plus large 

‘salary for owners. [Tiliness forces this 
sale, Only requirement—purchase parts 
stock, equipment and some improvements. 
Must qualify with factory. Box 2872, 
c/o Automotive News, Detroit 26. 


erent SAEED 

ONE OF CENTRAL PENNSYLVANIA'S 
old established car and truck dealerships, 
located in an industrial and farming com- 
munity. Modern building can be pur- 
chased or leased. Selling due to iliIness. 
For details write Box 2874, c/o Automo- 
tive News, Detroit 26. 


ie cient ED 
DEALERSHIP, now handling one of ‘‘Big 
Three’ line of cars and trucks in West- 
ern Colorado town, with good equipment, 
good location and in a very promising oll 


1 Reason for selling is poor health. 
i News, De- 


Box 2873, c/o Automotive 
troit 26. 
BIG THREE’ DEALERSHIP in small 


good trade area. 
Gross sales over million dollars last year. 
Will sell with or without real estate. 
Reply Box 2881, c/o Automotive News, 
Detroit 26. 


LARGE DEALERSHIP FOR UALE to re- 


diate possession. 
2884, c/o Automotive News, Detroit 26. 
AUTOMOBILE AGENCY FOR SALE—Wi1 
established 


sell and table auto- 
mobile one of three, loca- 
ted In city of ten thousand in best farm- 
ing and a hoon of = 
Georgia. Box 2863, c/o Automotive News. 
Detroit 26. 
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DEALERSHIP FOR SALE 


NEW HUDSON AGENCY in city of 300,000 
in Southern California. Turned $1,700,- 
000 in 1948. $180,000 in January, 1949. 
Owner retiring from active business. 
Lease arranged to suit. No bonus wanted; 
take over inventory, if buyer suitable to 
Hudson Motor Car Co. Have been estab- 
lished eleven years as Hudson dealer. 
Must act at once. Reply to L. Schmidt, 
1801 Tamerlane, Glendale, Calif. 


OPPORTUNITY OF LIFETIME—Operation 
located in the East (now handling Ford), 
doing in excess of 1% million dollar 
volume per year. Will earn purchase 
price in first six months operation. Will 
lease modern facilities. Must be able to 
qualify with factory. Box 2865, c/o Auto- 
motive News, Detroit 26. 


Le BUSINESS WANTED 


WANTED TO BUY—Auto parts business, 
in the Southwest or on the West Coast. 
Box 2876, c/o Automotive News, De- 
troit 26. 


BUSINESS FOR SALE 
MUST SELL well established automotive 
parts business to settle estate. 80% 
wholesale and 20% retail. In excellent 
trade territory in central Kansas. Well 
housed and well staffed. Box 2899, c/o 
Automotive News, Detroit 26. 


FOR SALE—Ford Tractor and Implement 
Company. Business at Warrensburg, Mo. 


BUSINESS OPPORTUNITIES 


A COMPLETE, MODERN EQUIPPED, 
new and used automobile sales and serv- 
ice business for sale; occupying a city 
block on a main thoroughfare in large 
New Jersey city with a potential of ap- 
proximately 300,000 population. Approxi- 
mately 12,000 square feet under roof. 
Luxurious showroom; most modern repair 
department; completely up-to-date lubri- 
torium; body and paint department; four 
hydraulic lifts throughout; a good parts 
department; 5,000-gallon monthly gas 
business; accessory store; independent 
new car franchise. Last year’s business, 
$538,000 gross. January, month of 1949, 
$112,000 gross. ‘Sacrifice price, $175,000, 
including property, buildings, equipment, 
$20,000 worth; inventory of parts and 
accessories, approximately $25,000 worth. 
Reason for selling: going west for health. 
Will hold $75,000 first mortgage. Must 
be seen to appreciate. Confidential. Box 
2900, c/o Automotive News, Detroit 26. 


AUTO BODY BUSINESS—Fender and body 
repairs, painting, frame straightening, 
wheel alignment, wheel balancing, 
straightening, wrecks rebuilt, wrecked 
cars bought, repaired and resold. Occu- 
pies modern building 40x200 feet on state 
highway. Employs 7 to 9 men. About 
$18,000 equipment goes with business. 
In 1948 did $75,500 business showing 
$12,175 net after $3,000 depreciation 
allowance. Iliness forces sale. Only 
$25,000. Terms. Airmail inquiries to 
A. C, Golden, Owners Agent, P. O. Box 
3401, Orlando, Florida. 


FOR SALE—AIl real estate, tools, furnish- 
ings and business. Old established con- 
cern, same location 25 years in ‘suburb of 
large eastern city. Garage building 
11,550 square feet, lot 24,500 square feet, 
93 feet front on main street, also rear 
entrance on side street. Old line popular 
car and truck dealership; must be quali- 
fied by factory. Real estate in fee sim- 
ple, inventory at cost. Easy terms. Sell- 
ing out because of health, Box 2901, c/o 
Automotive News, Detroit 26. 


ATTENTION FOR GOOD BUSINESS— 
Don't miss this one. Now have 4 G.M. 
franchises. Net earnings 1948—$50,000. 
New building. Good city. Sell for in- 
ventory. Box 2908, c/o Automotive 
News, Detroit 26. 


FULL LINE FIRESTONE STORE—County 
seat town 18,000. Eastern Oklahoma. 
New stock and fixtures. Good lease. Ap- 
proximately $20,000 will handle. Have 
auto agency and cotton business. Can’t 
operate all. H, A. Morton, 2811 Okla- 
homa Ave., Muskogee, Okla. 


NEW CARS WANTED 
PONTIACS from franchise dealers at $250 
above invoice cost. No infringement. We 
transport. Mohrman Pontiac Co., Dell 
Rapids, So. Dak. 


NEW CARS FOR SALE 


CADILLAC—‘‘61"' — Fordor 1949. Brand 
new beautiful two-tone green. Complete- 
ly equipped and white-walls. Box 2886, 
c/o Automotive News, Detroit 26. 


USED CARS WANTED 











WANTED 
50—Taxicabs or Drive-Yourself Cars—50 | 
or New or Clean Used Cars 
Chevrolet, Ford, Dodge or Plymouth 
Must Be Cheap 
Phone 9879 . . . NEOSHO, MO. 
Phone, Wire or Write 
GEORGE SITLER, Manager 
BURTRUM MOTOR CO. 








USED CARS FOR SALE 











WHEELING, ILL. 

25 Miles North of Chicago on Route 45, 
Milwaukee Ave. . . . Phone Wheeling 348 
DEALERS AUTO AUCTION 
Every Friday . . . 12 Noon 
500-Car Parking Area 
Troy D. Lee, Prop. John Corrigan, Auctioneer 













































































USED CARS FOR SALE 


AUTO AUCTION 


DEALERS ONLY 





Sale Starts at 12 Noon (C.S.T.) 


EVERY THURSDAY 
s 


Weekly Prices Mailed on Request 


MANEY MOTOR CO. 


MURFREESBORO, TENN. 





Indianapolis 
DEALER AUTO AUCTION 


In the Heart of Auto Row 
1129 N. MERIDIAN ST. 


Every Wednesday — 12:30 


Indianapolis’ Oldest 
Auto Auction 





“A Sale Run by Business Men in a 
Business Way” 


DUTCH STUART, Auctioneer 


Charlie Stuart Auto Auction 


1129 N. Meridian St. 
INDIANAPOLIS, IND. 


Riley 3585 








| Remember . . . Every Wednesday | 
At 12 O'Clock 
Detroit's Big Indoor Auto 
Auction 
DEALERS ONLY 
(Room for 150 Cars... Inside Heated 
Sales Arena) 
Right in the Heart of Downtown Detroit 
COL. BILL NAGY, Auctioneer 
SAM GOODMAN, Manager 


Aptco Auto Auction 


124 SPROAT ST. DETROIT, MICH. 


TE. 3-0244 - - - TE, 3-3129 





Philadelphia's 
DEALER AUCTION 
EVERY TUESDAY ...11 A.M. | 


Harry D. Gilbert 


Automobile Auctioneers 
6600 N. Broad St. Phila., Pa. 
e 


PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 
* 


Tel. Livingstone 8-3000 





LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 


Located 6 miles North of Lancaster, Pa. 


MANHEIM AUTO SALES 
& AUCTION, INC. 
Phone 202-W4 


WE SELL EVERYTHING 
FOR YOU! 
AUTOMOTIVE NEWS 





—S—KeEQ————— eee 





WHOLESALE 
| 1940 TO 1948 CARS 


| 


| largest stock of sharp, clean cars 
| in Philadelphia at REAL wholesale 










prices. 


Courtesy car available for your use 






when in Philadelphia. 


SHORE BROS. 


4225 CHESTNUT ST. 4200 N. BROAD ST. 
Baring 2-6600 Davenport 4-1600 






Philadelphia's Oldest and Most Dependable 
New and Used Car Dealer. 


Ask for Wholesale Manager 








SALE—1949-'48-'47—SALE 
Ford-Chevrolet-Plymouth 







75—1948 FORDS .... 1,300 
75—1947 FORDS .... 1,150 
75—1948 PLYMOUTHS 1,450 
75—1947 PLYMOUTHS 1,250 
75—1947 CHEVROLETS $1,300 





2 Doors—4 Doors—5 Pass. Coupes 
Executive cars of such companies as 
R.C.A., Koppers, Washington Steel, 

estvaco, etc. 


HAROLD B. ROBINSON 


Plymouth-DeSoto Dealer 


1255 E. CHELTEN AVENUE 
Phone Tennessee 9-4700 
(Ask for Fleet Manager) 
PHILADELPHIA 38, PA. 














AUCTION 


(Auto Dealers Only) 


EVERY WEDNESDAY 


JOHN CORRIGAN 
Auctioneer 


GEO. CASSIDY 
Manager 


Sale Starts at 12:00 Noon 


CHICAGO AUTOMOTIVE 
AUCTION, INC. 


7843 So. Exchange Ave. Chicago, Ill. 
“Chicago Is the Place to Buy Your ears" 





KEN SCHAEFER'S 
The Only Indiana 


AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Col. R. V. Martin, Auctioneer 
915 N. Ilinois St. Phone Lincoin 5383 








USED CARS 
--- Wholesale - - - 


ALL MAKES ALL MODELS 
‘40s to '49s — LARGE SELECTION 


GOLDHAR-ZIMNER, INC. 


Chrysler-Plymouth 


18500 LIVERNOIS 
DETROIT 21, MICHIGAN 
Phone: UNiversity 4-2800 


(Ask for S, Morris, Manager) 
en 


WAYNE BURKE’S AUTO AUCTION 


Every Wednesday at 12 Noon 
1560 N. Monroe Street 
Monroe, Michigan 
Midway between Toledo and Detroit 
Route 25 
Most Cars Consigned by New Car Dealers 
Numbers Reserved until 11 A.M. 
DEALERS ONLY 


Harold Strait and Jim Vance—Auctioneers 
Telephone 3275M 


USED CARS FOR SALE 


AUCTION SALE 
EVERY MONDAY 


In Heated Sales Pavilion 
...Bring Cars and Titles Early... 
SALE BEGINS AT 12:30 
AT MONTPELIER, OHIO 


Most Extreme Northwest Town in Ohio, 
On Wabash Railroad, Also Airport. 
--- DEALERS ONLY -- - 

We Are Recognized and Patronized 
By Dealers Far and Wide 
Conducted by Businessmen and in a 
Business-like Manner. 


. . « Bring Your Family or Friends . . . 
One Trip and You Will Come Again! 


Montpelier Auto Auction 


Company 


WOODRUFF, JENKINS, DRAKE 
(Co-Partners) 
Telephone 9009 

- Open Sunday Afternoons - - - 


USED CAR 
DEALERS 


GET READY FOR SPRING MARKET 


1947 Fleet Cars 


Fords, $800 
Plymouths, $800 
Dodges, $900 


Guaranteed - - - Mechanically Perfect 
Good Paint 


WE SELL 300 OR MORE OF 
THESE CARS PER MONTH 


ALSO: A STOCK OF 100—'40 AND ‘41 






























































FORDS AND CHEVIES 

Write, Wire or Phone 
SAFETY MOTORS 
Chicago's Fastest Growing Ford Dealer 


2300 W. 63RD ST. CHICAGO, ILL. 
Phone Grovehill 6-6000 








1949-1935 
Wholesale Buyers 


Baldy Hall Doesn't Love Any Car! 
He'll Sell Them All!!! 


Detroit Headquarters for 
Out-of-Town Dealers 


HALL-DODDS 
OF FERNDALE 


JOrdan 4-5801 21500 Woodward 
DETROIT 








WHOLESALE 
1949-1940 AUTOS 


IMMEDIATE DELIVERY 
ALL MAKES AND MODELS 
SPECIAL PRICES TO 
QUANTITY BUYERS 
Also Large Stock of Convertibles 


IRVIN SACHS 
“Philadelphia's Largest Used Car Dealer" 
4539 CHESTNUT ST. PHILADELPHIA, PA. 

Wire or Phone ALlegheny 4-4450 








WE WHOLESALE 
All Makes and Models—'36s to ‘49s 


Phone or Wire. 


SUSK MOTOR COMPANY 


6647 S. WESTERN AVE. CHICAGO 36, ILL. 











DOC GREINER'S 


BIG AUCTION EVERY THURSDAY 
Telegraph Road, Rt. 24 
At the Ohio-Michigan Line 
One mile north of Toledo 


e 
A Clean Sale—Conducted for Clean Dealers 
Auction Phone oa Thursday, Ki 2675 
Business Phone, Adams 6397 
° 
| 80 Cars on hand for Wholesale at All Times 


Flvine: Dutchman, Inc. 
Madison & !7th Sts. TOLEDO, OHIO 















AUTO AUCTION 
TIM ANSPACH 


Albany, N. Y. 





(For Dealers Only) 
EVERY MONDAY .. . 12 NOON 
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USED CARS FOR SALE PARTS WANTED PARTS FOR SALE | SHOP EQUIPMENT FOR SALE MISCELLANEOUS 
WANTED—Wills St. Claire radiator cap. IMMEDIATE DELIVERY—New steel parts| FOR SALE: Willys Jeep fire engine com- 


Goose with wings down. Box 2904, c/o bins, hundreds in stock, set up, wrapped plete with hose, ladders, pumps, blinker 
UCTION —_—— 194] = 25 Style also have available new and used lockers, tire, drawbar, rear step for crew, siren, 
A PARTS FOR SALE new benches. Parker vises, tool boxes,| extension hose, hand extinguisher, fire 








Automotive News, Detroit 26. and cartoned for immediate delivery. We lights, search lights, extra seat, spare 























Y . 

HICAGO LOOP Black & Decker electric toois and grind- ax, etc. ; painted red, ready for lettering. 
20 Millio Gost of iNinots State Line WHOLESALE PONTIAC PARTS, large ers, Lyon tool toters, tool stands, “paint Unit is new and can be purchased at 
On Route 30 stocks of hard-to-get parts, body and storage cabinets, drawer files and hun- distributor’s factory cost, Ideally suited 
EVERY FRIDAY I! A.M. fender parts for all models. Fast service, dreds of other items too numerous to for industrial plants, schools, small com- 
liberal discount. Walter H. Schultz mention. We ship everywhere, Write for munities, clubs, etc. Available immedi- 
| ae — oe bay ond ow —-. Pontiac, 16-20 Passaic St., Trenton 8, HOOD HINGE ‘In Stock’’ bulletins and tell us what oa: ae = — =e Jersey 
; ers brin eir cars to se sales per- New Jersey. items in rticular you require. All re- fillys, Ine., P. O, Box , Camden, 

centage was about 63%, or 107 cars each senile ananianshitinintiepinenbintiiamitinn ASSEMBLIES quests dneerteliy actinowledwed. We stock New Jersey, 
Friday actually sold. FORD PARTS shipped anywhere. Call, what you sell. Machinery and Equipment | N GIN E REBUILDING — Crankshaft 


Strictly Wholesale write, phone. Tranter-Williams Motors, Exchange, 3400 W. Fort St., Detroit 16, grinding and _ metalizing. John P. 




















Dealers Buy — Dealers Sell Inc., 4016 Allston Ave., Cincinnati 9, J05689 68 Mich. Telephone TAshmoo 5-2310, Hughes Meter Co.. inc., 880 Gommees 
Buyers coming in by plane or train— Ohio, Melrose 7275-6-7. $6 ———_________________] gt. tynchburg, Virginia. 
call—we will meet you. Hotel accom- General Trade D1 24 BEAN WHEEL ALIGNER, comp. 
modations available, transportation with attachments. Like new, $595. 
furnished. Call early for reservations. Ready for immediate Deliver Anker Commercial Stoker, 150 ‘Ib., bin IMMEDIATE DELIVERY 
Transports available to move cars. BUICK P ARTS ecey Y 4, 0-tt. em, weed two seasons; $285. Aut tic Braki 6 
waukee Fender hammer, air operated, 
£0. BUTCH STUART, A florea WHAT PONTIAC PARTS like new, $65. Poole Motor Co., 331 N. uromatic brakings 
DU uc “WORLD'S LARGEST DEALER DO YOU NEED? Main 8t., Jacksonville, Ill. Fultons - - - Tow Pilots 
ti “ FOR SALE: Used steel parts bins used in x *® x * 
moma Yor. Auto Auction IND. OF GENUINE BUICK PARTS Thousands of items in stock . . . Prompt, Ford dealership; also John Bean wheel Red Arrows 
Res.; Lansing, Ill. 730 and Whetesal We Are Quantity || courteous attention to any size shipment. pag Benga Brg a ne = an aa ane 
Hl, 107R olesalers: e Are vanti . ‘ > 
‘Lansing, bes ade Gk ‘iia WE WANT YOUR BUSINESS. Detroit Avenue, Lakewood, Ohio. 
Wee Sere tee WE CAN HELP YOU! NEW LINES WANTED Vetume Usere=You Cen Save 
EX TAXIS 19 7 On Mail Orders and Inquiries. SALESMAN, ‘seeking additional lines to sell Money on Quantity Deal 
e oie 46-4 . . © automotive dealers. ave large loyal 
CHEVROLETS - PLYMOUTHS - FORDS All Shipments on C.O.D. Basis THOMS PONTIAC —, = Pennsylvania and upstate Fire = fe. us, 
ee eS ee ROBERTSON BUICK CO 5225 DELMAR ST. LOUIS 8, MO. = an JR., 80 Central Ave., New- All oe Saad 
EXCEPTIONALLY GOOD CONDITION caaae Ge tan toner | ROsedale 4800 — ne |. Pew Bar Sales ‘Company 
R. A. AGENCY 1000 $. Wabash Phone WABash 1030 | “THOMS HAS THE PARTS" WILL EXCHANGE dirt track racer for Direct Factory Distributors 
4733 CHESTNUT STREET CHICAGO 5, ILL. os — = oak E. ‘ones write | 100 ~~ CLINTON ST. nee. . ILL. 
SHerwood 7-1700 PHILA. 30, PA. Se = th St., Indian-| ——_DE 2-0700 - AN 3-8888 - DO 3- 
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rs | Cua aaa OLDSMOBILE MARGOLIS | auto auction EVERY TUESDAY 



























































for three years. Can now be sold with 
eae ote con on -~ guage And All General Motors AUTO SALES 
a er re oe’s evrole om- | 
pany, Beeville, Texas. PARTS AT WHOLESALE | * IN THE HEART OF THE NATION - - - FORT WAYNE, IND. 
NEW DODGE MODEL WF368—with Supe- 100,000 INVENTORY CHRYSLER - PLYMOUTH : 
rior 43-passenger New York State ap- $100, e Bring your cors or send them Monday, Monday Nite 
proved school bus body—dealer’s cost LIBERAL DISCOUNTS e ; 
fect price. Brost Motors, Inc., 1285 Main St., Oo t the % a Clrveler Part @ or Tuesday A.M. Our guarantee: You must be satisfied. 
Buffalo, N. Y. Hoods Core Supports | = nella ee Call us for Hotel Reservations: 
TRUCKS FOR SALE Comes Hy dramatic Parts Dealers in the Midwest E ASTBROOK 1254 
“— one - donee ae a. Readers Distributors e ' 
pen top, 5-foot sides built in 8-foot sec- 
a | SRR EI | Sie Bete, | we cam a atoe srock oF FORT WAYNE AUCTION CO 
a le 
moe on ee oa ‘arpatilin “covers ig et | FENDERS, GRILLES, DOORS, PANELS . 
| uum’ brakes, 10:00x20" tires. Strictly Orders Filled Same Day Received =| Genuine Mopar (WEBSTER-MARKER MOTORS) 
| new unit. Retail price $4,300. For sale, | 
S| e500 Box 2902, c/o Automotive News, | SELMI MOTORS, INC. | ean : be Owners: CARL E. MARKER - DENZIL V. WEBSTER 
er | Detroit 26. en s Your Order . 
Ht. WRECKER FOR SALE. 1948 Chevrolet LARGEST OLDSMOBILE PARTS We Ship Anywhere COL. CARL E. MARKER, COL. LEE DRAWHORN, Auctioneers 
2-ton cab-over, Extra long wheelbase; 
2-speed axle with Holmes heavy-duty | 343! N. 15th St. Philadelphia, Pa. e 324 W. MAIN ST. FORT WAYNE, IND. 
— W-35 wrecker and service body. Equip- Tel. Baldwin 9-0352 and 9-7295 11310 JOS. CAMPAU 
— ment includes: deluxe cab, heater, fog | —W he 
lamps, and a lot of special equipment. DETROIT 12 
Driven — “ee a = a = Phone: 
over $5,000. ,200, ynn H. Maughs, : . 
Fwton, Misseuri. r O R D TWinbrook 2-7500 HORSEHEADS, N.Y DANVILLE. PA 
WRECKER FOR SALE — 1947 Interna- | Seer ee EVERY FRIDAY ~~ EVERY WEDNESDAY 
tional, medium Holmes equipment, fully GENUINE PARTS | 
3903 e/a ‘fosunete Some Stetrolt 26. Lot of S It TW WwW 
, ¢/o Automotive News, ; ttl t ems 
ee 7” at Fineclies tte Wario _ OLDSMOBILE—PONTIAC THESE Oo AUTO AUCTIONS LEAD THE AY 
2 —— PARTS WHOLESALE FOR QUICK ACTION! 
| T k ee inventories . . . $250,000 YOU WILL ALWAYS FIND PLENTY OF MERCHANDISE 
rucks BOULEVARD MOTOR CORD. * REBUILT HYDRAMATIC TRANSMISSIONS ae Gas alicia 
W h P ons es JOHN E. VOLLMER, Inc. - - - DEALERS ONLY - - - 
° | e Ss a | e ne eres eee Otdemobite Desier Horseheads, N. Y., is located adjacent Danville, Pa., is 75 miles 
Delaware 3-3400 ss WEBSTER GROVES 19, MO. a to Elmira, |N. Ta on three railroads and North of Harrisburg, 
ward i : as = | airlines. a. 
48s and ‘49s TRUCK EQUIPMENT FOR SALE FREE TRANSPORTATION FROM TRAINS AND AIRPORTS AT ALL TIMES 
Ee Inside Sales Pavilions with Modern Restaurants 
FOR SALE—FORD F-8, 3-ton truck, 2- RONALD D. WEST, Owner 


aa LARGE SELECTIONS OL D S MO BILE speed, rear axle complete with brakes TEX RICKARD, Auctioneer 


and drums. Was purchased to replace an 
F-7 Ford rear axle and owner bought an 


'/>, V4 and |-Ton Pickups PARTS AT WHOLESALE F-8. Price $500 complete and in original 


shipping crate. This is below our cost 











bile Parts 
Also |!/5 to 3-Ton Models " — Ota States as we now have no use for it and want 
/2 INCLUDING SHEET METAL, § FRAMES ico. Ine., Pulten, 8. EVERY THURSDAY — 12 NOON 
H ~inieentchdacipapeeailceatiecenaiiiaiasepiteaiiiainiai teat 
-TO- J a WHOLESALE ONLY 
ROOSEVELT MOTORS, Inc. HARD. to-e PARTS TRUCE GRILLE GUARDS of sarin wea OLESALE © 


HYDRAMATIC PARTS AND SERVICE 


CENTER Dodge %-ton and up. Adaptable to many 
4156 W. Roosevelt Road a . other trucks regardless of model or age. 
Mail Your Order or Wire Us Collect Regular $35 values. Closing out in quan- 
CHICAGO, ILLINOIS SHIPMENTS MADE PROMPTLY tity lots at $4.95 each. Cass Motor Sales, 
, 5800 Cass Avenue, Detroit 2, Mich. 





blished 25 Years sciaepalguenaiiaiaiesinpeieletilidaliciaadea da ideiel Rica dtl ies (For Dealers Only) 
Esabtched KAISER BROTHERS SHOP EQUIPMENT WANTED 
; to 2-7 . WANTED — 20 USED UPRIGHT Berl 
or” Wie a See See ere ae ee tos Angeles 15) "Paria bin complete with alviders and AT EARL A. SCHOTTS 
ccmemaerienninetetammmmeniitineamaaimmaimmaeenes th comin, in Sn i . ° 
| PA. = price. Turnipseed Motor Co. "Inc, Ocala, |] 2300 READING ROAD CINCINNATI, OHIO 
sinter ie peatenticns te Tel.: Woodburn 3060-0392 
—_— oO V t kK 100 ee ee Ses 648s Auctioneer: Pat Patterson 
— FORD aan one equipment tor 
engine rebuilders xcello 4-spindle ix- 
tured and tooled for Ford V-8 and Mer- 
1946 = 1947 = 1948 cury cylinder blocks, Complete with Yale 
9s h | | | hoist. All unused. Barnes honing ma- 
chine for ail types of cylinder blocks, 
At W .e) esa e connecting rods, truck and bus sleeves, 


NY All cars ready for spring retail trade. New Pontiac so sensational, ove Secu at Geen es a S | ra Ss U b S 3 'f | pt | @) 8] @) r d (S) 'f 


must change plans and wholesale these fine low mileage cars. Bleckley, 7529 Shore Road, Brooklyn, 














, MLL. : ; New York 
We guarantee this is the nicest inventory in Philadelphia. desta. ’ , 
— FO MARMcauecboie aaw seek eeaee Send Automotive News to Address Below 
— CALL od WRITE © WIRE wholesaler parts panel. Complete with f O 4 $8 T Y IE ea 
LIABLE MOTORS, INC V-8" engine, ord. P-t) one-ton’ chassis anges BSB Ps 
y RE 8 . dual wheels, custom Vanette heater. An for yd al tod a} rol atctod rr attached oe or send bill ee 
; 203 N. BROAD STREET PHILADELPHIA 7, PA. ideal unit. Sacrificed for $1,000 less than 
E original price. For picture or further in- ' 
LOCUST 4-1515 formation, contact Eddie Steele, Inc., | 
274-278 North Main Street, Marion, Ohio, 
alers - LEE — ! 
NO WINTER WEATHER WORRIES HERE BEAR MACHINE ! 
Times ¢ i 
' e omplete with hundreds of | 
nese Columbus Only Auto Auction tools for wheel alignment, | 
frame straightening, and Dany AGRO ic ois) o cca Shae cwdda nn Leathe vaans edans 60265 Done Masi. vcatcas | 
meee | | 
Every Friday at 12:30 P.M. wheel balancing at a fraction DOD cach decd ated dot cuweigstnecinel one OG: cs ins s0scceaneee | 
| of original cost or replace- I} TRADE CONNECTION: 
Anderson Motors, Inc. | ment. I Car Dealer [] Truck Dealer (] Manufacturer [1] t 
Cor. Otaatiney River Rd. and W. Goodale H. L. DUNKLE Jobber [1] Insurance [] Financial [] Supplier () 
COLUMBUS, #10 LOCK HAVEN, PA ! SA RR is ciate | 
“THE HAPPY SWEDE" Phone 2137 i 3-7-49 | 
ae L 


























Hirst ...with new car d 


» see “protecting” new car appearance 


Sure, you are interested in the mechanical performance and servicing of every car 


” 
- 


alers! 























you sell. But isn’t “appearance” protection equally as important? It’s “appearance” 
that comes first in buying a new car. And when you protect that “appearance” for 
your customers, they not only will be more satisfied, but they will make a real investment 


o 
in the future trade-in value of their cars. That’s why thousands of dealers say they ‘“‘won’t iN eer 
let a new car go out of the shop without a Liquid Glaze protective treatment.” ‘ \ \\S 
\ 2 y IN 
bh il di Ml Mi b * 
.. » For building up repeat business 


ee F— e 
— 
A Liquid Glaze ‘protective’ treatment should be applied semi-annually to maintain that original NEW CAR DEALER 


lustre and beauty. There is no reason why your customers must go elsewhere; each return visit to you 


may mean other servicing jobs as well! 
_———<$£&£& ££ — 


. .- For a complete new “service department” profit wl, 


Thousands of dealers are opening Liquid Glaze “Appearance Protection Departments” as a major 
source of income. Net Profits range from 40% to 63'/s % after deducting all material, labor, 

space, and overhead costs. We have assembled all of the facts and figures you need to 

install such a department in your own shop. We will gladly mail them on request. 


... For extra’ counter sales 


Liquid Glaze is packaged not only in gallons and pints (for your service department 
use), but also in economical 8-oz. bottles for customers who would prefer 

to apply Liquid Glaze themselves. Here again you can build repeat 

sales because Liquid Glaze is sold exclusively by new car dealers. 

Counter display material furnished free. 


é 
Se: 


oe 
LIQUID GLAZE, INC. 


704 Sheridan Street, Lansing 6, Mich. 


Please send, without obligation to me, “Facts and Figures,” 
floor plans, pictures, etc., for installing an Appearance 
Protection Department. 


co ok a en 
ATTENTION OF 


heritage terttiienimencinnsipiineniinianinniniananciamamiiiantiains 





7 
Dinteeprennematen 


“AN APPROVED ACCESSORY OF LEADING AUTOMOBILE MANUEACTURERS.‘* 





